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THE TRUE STORY OF A 
SLOGAN— 


Most slogans for business organiza- 
tions are coined phrases designed to 
help sell either merchandise or serv- 
ice. Our slogan, “In Business for Your 
Safety,” voices this company’s policy; 
this organization’s spirit. 

More than thirty years ago Weed 
Tire Chains were put on the market 
to make motoring safer. Thus the 
American Chain and Cable Company 
was conceived in Safety and has al- 


ways been dedicated to that ideal. 
Today ACCO products are to be 
found serving faithfully and safely 
in nearly every field. 


Fifteen years ago we introduced 
preformed wire rope—American 
Cable TRU-LAY. We did so not only 
because preforming made TRU-LAY 
a rope of longer service but—a safer 
rope. TRU-LAY Preformed is safer 
to handle; safer to use. The heritage 
of safety is a tradition with American 
Chain and Cable men. The entire 
organization stands as a single unit 


behind the true meaning of J” Bus 
ness for Your Safety.” 


137 ACCO Quality Products. 
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AMERICAN. 


AMERICAN CABLE DIVISION 


District Offices: Atlanta, Chicago, Detroit, Denver, Los Angeles, 
New York, Philadelphia, Pittsburgh, Houston, San Francisco 


BUY ACCO QUALITY whether it is American Cable Wire Rope and Slings— 
American Chains (Weed Tire Chains, Welded and Weldless Chains) — Campbell 
Abrasive Cutting Machines—Ford Chain Blocks—Page Wire Fence—Page Weld- 
ing Wire—Page Traffic Tape—Reading-Pratt & Cady Valves—or any other of the 


@ WILKES-BARRE, PENNSYLVANIA 


CHAIN & INC. 


When writing American Cable Division please mention Purchasing 
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Sell to Industry 
by the Front Door 


national defense re- 


quirements gets under 
way, and War Depart- 
ment order lists are re- 
leased, it becomes _in- 
creasingly evident that 
this vast procurement 
program is reaching into 
every corner of our manu- 
facturing plant. It is hard 
to find a single type of 
industry, however remote 
from military considera- 
tions it may seem to be 
in any normal appraisal 
of its activities, that does 
not now have a part in 
providing the equipment 
and materials for our 
defense organization. 


ag 


War production involves special responsibilities. One result of the situ- 
ation is that salesmen are learning it is no longer easy, or even possible, to 
roam through factories at will and talk to operating men. In most cases it 
is necessary to secure a pass, sometimes a guide, in order to reach the 
representative they wish to see on even a routine call. The back door and 
the by-pass are closed, and the purchasing office has become the point of 
contact, as it was always intended to be. 


In the matter of industrial organization we have been as informal and 
easy-going as in national defense itself. Management has frequently admitted 
that this was not the proper nor desirable procedure, but has not insisted 
upon technicalities of authority and standard channels of approach. Now 
through the force of necessity and national interest, those formalities are 
being observed. It is not likely that the old careless ways will soon return. 
Purchasing is definitely the front door to business and to healthy industrial 
relationships at a time of big and vital activity. 


There will be some salesmen who resent this state of affairs, whose 
carefully cultivated back door contacts have suddenly lost their value. There 
will be some sales policies more intent on circumventing orderly purchase 
procedure than in selling. Such tactics have always done a disservice for the 
men and for their companies. Today more than ever, that attitude means 
lost business opportunities. It is also evidence of a fundamental lack of 
cooperation in our common national interest. 
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ready RYER 


Over the wires to ten great Ryerson plants comes ever-growing demands for stcel 
to meet the strict requirements of America’s defense program, Industry knows, from 
98 years of experience, that Ryerson is a strong first line of support when good steel 
is needed quickly. 


It’s a matter of seconds from your plant to the Ryerson order department. A matter 
of seconds for you to tell Ryerson just what you want. And a matter of seconds for 
your order to be on its way in the Ryerson lightning-fast order handling system that 
gets steel shipped the day it’s ordered. 


Bars, plates, sheets, shapes, beams . . . stainless steels and alloys . . . 10,000 different 
kinds, sizes, and shapes . . . all in stock for instant service! And all Ryerson Certified 
quality, your positive insurance against shop losses due to faulty steel. 

Ryerson Certified Steels are closely controlled as to chemical content, accuracy, and 
finish, without the slightest increase in cost to you. 

If you don’t know Ryerson reliability, and if you’re working on defense orders or 
other RUSH business, and you need steel, “Get in touch with Ryerson today!” We 
will do our full share, with a little extra besides, to back up American industry with 
the steel it needs and must have . .. promptly, efficiently and in the uniform quality 
so necessary to high speed mass production. 

The Ryerson Stock List—the Guide to America’s Largest Steel stocks—will be sent 
on request. 

Joseph T. Ryerson & Son, Inc., Chicago, Milwaukee, St. Louis, Cincinnati, Detroit. 
Cleveland, Buffalo, Boston, Philadelphia, Jersey City. 


PRODUCTS IN STOCK 
for Immediate Shipment Includes 
Beams, Structurals 
Channels, Angles, Tees, Zees 
Hot Rolled Bars 
Bands and Hoops 
Floor Plate 
Plates (over 15 kinds) 
Sheets (over 25 kinds) 
Alloy and Tool Steels 
Heat Treated Alloy Bars 
Stainless Steel 
Cold Finished Shafting 
Strip Steel, Flat Wire 
Mechanical Tubing 
Boiler Tubes and Fittings 
Welding Rod 
Rivets, Bolts, Nuts, Washers 
Concrete Reinforcing 
Babbitt Metal and Solder 
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TWO MILLION DOLLAR 
PROBLEM SALVAGE 


The millions of dollars’ worth of buildings and equip- 
ment that today are the New York World's Fair. 
must be completely liquidated before March lst. 


By STUART F. HEINRITZ 


Hl New York World’s Fair of 1940 will close 
on October 27th. Within the short space of four 
months after that date, under the terms of its contract 
with the city, the whole superb “World of Tomorrow” 
which was reared on the Flushing meadows, and 
which has entertained, instructed, and enriched the 
lives of millions of visitors during the past two sum- 
mers, must be reduced to the status of a “World of 
Yesterday,” living only in memory. The buildings 
must be demolished, the equipment disposed of, and 
the land turned back to the city. 
As in the case of most business organizations, the 
disposal of salvage and surplus equipment is regarded 
as a function of the purchasing department, and the 


responsibility for this enormous task has been assigned 
to Richard W. Greve, Director of Purchase for the 
Fair. It differs from the ordinary salvage operation 
in industry by its magnitude, by the fact that it repre 
sents practically 100% liquidation, and by the rigid 
time requirement which abruptly follows a period of 
full activity, for it is likely that the closing day will 
be one of the busiest and most popular in the two-year 
history of the Fair. It will be a case of “business as 
usual” or more than usual, on one day, and the start 
of complete liquidation on the next. 

Greve has signed purchase orders for more than ten 
and a half million dollars since he took office in May, 
1936, at the very inception of the Fair, and three years 
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Specimen sheets listing material that is now 
available for sale. 


before the gates were thrown open to the public. A 
considerable portion of the material represented by 
this expenditure has of course been used up in the 
normal day-to-day operation of the Fair. Another 
important group of purchases come under special con- 
ditions, such as the fleet of garbage trucks and the 
fire protection equipment, which were bought to New 
York City specifications and turned over outright to 
the city in lieu of fees which the city’s service depart- 
ments are not permitted to accept. Some of the struc- 
tural purchases will necessarily be destroyed in the 
general process of demolition. But with all these ex- 
ceptions, it 1s estimated that there will be approxi- 
mately 20,000 individual items, with a value of about 
two million dollars, to be disposed of when the Fair 
closes. 
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Far-Sighted Purchasing 


One "MeCORMACK DEERING 
FERTILIZER & LIME DISTRI 
one "WASSEY-HARRIS” DIS 


16 inch discs 


Qne ROTOTILLER 

STEEL WATER TAME 
om STEEL WATER TANK 
Tyo 


BAND PERFORATING ROLLERS 
SPIKE Disc - 


one “OLIVER” THREE-SECTION 
NINETY SPIKE TOOTH BARROW 

me ‘WIARD” GRADE RIPPER 

Siz “PROTOMATON” MACHINES 


R. W. GREVE 
Director of Purchase, 
New York World’s Fair 


He’s a salesman now 


Site 


S” DISC BARROW 
TRACTOR with twenty-eight 


QUANTITY TIEM and DESCRIPTION 
CLETRAC™ TRACTOR with Type: Standers 


cravler. Full 
Dieeel powered 
60 BLP 


Model: D.D. 
Serial: 115% 


pe: “Hamburg 
oft 


Number; 30 

Size: ft 

Model: C-5-2 

Mumber: 2605¢ 
Capacity: 1,000 gellane 
Capacity: 600 @llane 
Number : 


Scarifior or gang rooter 


Width: Five Tooth 


Tag Mumbers: 95168 


July 17, 1940 
NEW YORK WORLD'S PAIR EQUIPMENT & MATERIAL 


SALVAGE 
REPORT NO, 


the same time it was advantageous to the Fair, 
which is now relieved of the necessity of making 
sacrifice sales and realizing an excessively low 


return. 


As a matter of fact, these repurchase agree- 
ments will not be invoked in every case, for there 
have already been a number of instances where 


more 


favorable 


arrangements could be 


made 


through other channels. They have, however, been 
a most salutary stabilizing influence. One thing is 


ling and the sacrifice of values. 


certain. At the wind-up, there will be a minimum 
of disposal through auction or public sale, a pro- 
cess which notoriously lends itself to collusive bid- 


Another principle which is now proving itself is 
Mr. Greve’s policy of gradual changes in staff and 


The task will be appreciably lightened by the fact 
that Mr. Greve foresaw this condition when he first 
started buying. In an article published more than a 
year before the Fair opened (PURCHASING, January, 
1938) it was pointed out that many items, including 
electrical equipment, furniture, lockers and scaffolding, 
pumps, revolvers, concrete duct, office machines, etc., 
were bought with a repurchase agreement whereby the 
suppliers set a predetermined liquidation value, de- 
pending on length of use. Though ordinary deprecia- 
tion schedules were impossible in a temporary enter- 
prise such as this, the plan in effect assured an outlet 
for the equipment after it was no longer needed, and 
approximated a rental rate as the ultimate cost. The 
arrangement was welcomed by suppliers to avoid 
dumping large quantities of used equipment on the 
open market at one time and at distress prices. At 


Specimen sheets listing material that will 
be available when the Fair closes. 
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Duplicator Machine, Model 14-7-5 Jan. 37 b 
Machine, Portable, Typo 8-3 Jay 59 
to Muchino, Model S-l0, Electric Apr. 38 
Addrossing Machine (Ellicott) 21" Motel 300 Jan. 37 35 
Addroesing Machine (Kilictt) Juno 38 
@ Sammeyer No. 6 Tying Machines Feb. 38 35396 
31k 
Mecellancous Itemp 
1 Mailing Machine, National Postace Meter, Model 60 
Mar. 50 35260 
Co., Model JA Jan. 37 35 
Sept .356 
Wheel, Model E July 38 35 
6 Whoel, Model 9 35 
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\ QUANTITY: ITEM end DESCRIPTION — 
1000 lockers 12 1 18 x 
pt 12 lockers 12 x 14 p 
t 
72" Tables 
66" Tables 0.6. t 
60" Tables | 
50” Tables 0.6. | t 
is" Table 0.6.) 
36" Tables 0.6. 
36" Table Walr 0 
60" Exocutive 
60" Executive 
50” Executive 332 t 
©” Secretarial 
60" Secretarial] } 
60” Secretarial 
60" Secretarial 
60" Secretarial 
50” Clerical De ane t 
45” Clortcal De 
50” Typiet Desk = 
45” Typist Desk 
45” Typiet Desk 
36" Salemmen De 
Posture Chairs - 
I 
Are Chairs Waly 
Arm Chaire 
wivel Arm Cha 
Wivel Side Cha 
Swivel ide a 
72" Reception 338 
etumer G. 1 
Coetumers Wa lnu' | 
Chrome unge ? 
30 Drafting Boards : 
Horses - by ur ( 
21 Drawers for Tab 
Poot Stools 33 
i Iron Base 
i tee] Plan tan % 
é treight High 
i Doughnut Infor 
- 
a 
WORLD'S FAIR 1940, De Page I 
j 
Burroughs - Electric 1 
Page - 
1 Motel 9-10-53 
A. spery 
12 
1 Mimeomraph, Model G0, hand opers etanc, 17x22” Oct. 3¢ 35 
1 Mimeceraph Duplicator No, % « sal way 39 3 
1 Mimeceraph Model 100 Jay 39 
Multigraph 
1 Model 1700 Jan. 37 352: 
1 araph, Model 17% Feb. 37 351 
den Wales - Electr! 1 Al¢reesseraph, Model 2700, Electric, Serial 266751 Mer. 39 5 
1 Graphotype Machine Electric - Model 6362 Mar. 39 35279 
Mode) 11-F With Stan wapnotype Machines, Model 661 Jan. 37 35133 
Sopt 59 353 
12” Carri 1 Multilith Machine Model 1277 Serial 272616 36 35223 
Rotagrint Company 
2 
Potaprint Machine, Modcl R-30 Jue 58 55215 
2 Ditto, Incorporated 
| 
| 
| 
(35044 
10L20-P #5501 
1 #55016 
6105-P 93502) 
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Underwood, Hand-Operat 
1 Model 8120 
610" i Jan. 39 35255 
1 Check Protector, =" Key Sutton - Electri Jum 359 3535 
1 Perforetor + Cummins $39 Modcl 506 June 39 35206 
2 Check Signing Machinc (Cummins) Model Ce Rlectric Nov. 37 35130 
. 34 1 « ping Machino (Natiowl Cas Rogietor Company) 
risl 5-11991,Modol 1-30410 (116-8) Apr. 37 5913; 
1 Payroll Accounting Machine (Burroughs) Motel 26-17=0 
ertal 2642351 Fob. 37 35221 


procedure, keyed to the successive phases of the enter- 
prise. There have been several distinct periods since 
the work started a little more than four years ago— 
the period of administrative planning and organization, 
the period of construction and development, the period 
of operation and maintenance requirements, and now 
the period of liquidation. Each of these phases has 
had a particular set of purchase requirements, but 
there has been no abrupt change in the department at 
any time. Instead there has been a tapering process, 
always looking ahead to the next development and 
preparing to handle it in the most efficient way on the 
basis of what has gone before. 

This policy has been true regarding the release of 
materials as well as in their procurement. With three 
busy months of Fair operation ahead, involving a full 
and active maintenance program, the plans and the 
organization for liquidation of materials are well ad- 
vanced, the department is geared to the new problem, 
and the work has, in fact, already started. 


The Salvage Board 


The broad problem of liquidation and salvage in- 
volves three general classifications : 

(1) Liquidation of buildings as a whole, including 
or excluding installed equipment. 

2) Liquidation of movable and uninstalled property 
or equipment. 

(3) Supervision of similar operations conducted by 
participants in the Fair (as distinguished from Fair- 
owned property), particularly in respect to permitting 
material to leave the grounds. 

Central authority for the program is exercized by a 
Salvage Board, consisting of the Director of Purchase, 
a representative of the Finance Department, a repre- 
sentative of the Quartermaster Department, and a rep- 
resentative of the Property Control Section of the 
Accounting Department, who also serves as secretary 
of the Board. The funetion of the purchasing officer 
in this set-up is a vital one, for it is his responsibility 
to make the recommendation as to the manner of dis- 
posal, and also to carry it out. The function of the 
Board is to establish general policies, and to review 
and confirm actions taken under these policies. 


Purchasing in Reverse 

To accomplish the present purpose, the purchasing 
department retains its essential organization and _ its 
division of responsibilities, except that in the dis- 
position of materials the actual procedure is of course 
the reverse of normal procurement. That is to say, 
a “Salvage Request” is received instead of a purchase 
requisition. The matter is referred tos the particular 
buyer of that class of material — in most cases the 
same buyer who originally purchased the item, for 
turnover in this department has been exceedingly light. 
For example, J. F. Kenny, who bought all the electrical 
supplies and equipment, is now engaged in finding an 
outlet for that which has served its purpose. Miss 
Mildred R. Caparell, buyer of office supplies, is now 


engaged in disposing of surplus furniture and _ office 


machines. And so on, down the line. 

Instead of seeking sources of supply, these buyers 
are now sounding out the market and seeking pros- 
pective users of the material, much of which is rather 
special in nature. Schools and colleges are being 
contacted as possible customers for portable bleacher 
sections; park departments, fraternal organizations, 
bands, and military schools as users of uniforms; etc. 
Negotiations are conducted with a view to securing 
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the best possible return consistent with the customer’s 
ability and desire to use the equipment. Wherever 
practicable, the policy of competitive bidding is en 
couraged, just as in the process of buying, for the 
lair 1s operated as a quasi-public agency and has a re 
sponsibility for showing that every effort has been ma: 
to conserve its assets and funds. 

Instead of arranging for convenient warehouse 
space, the problem now is to expedite the removal of 
materials, and arrangements have been made with th: 
city for the opening of a new dump close to the Fait 
grounds, where the debris resulting from demolition of 
buildings can be disposed of with a minimum haul. 

The Salvage Request is routed like any other pu 
chase department form to secure the necessary authori 
zations with the least delay, to advise all intereste: 
departments, and to expedite the routine of disposa! 
It is a six-part form, each copy identified by a special 
color. The issuing department retains the sixth (green | 
copy as its own record. The other five are passed 
along to the Property Section of the Accounting De 


partment, where the previous accounting record ap 


These lots of uniforms are typical of the 
equipment now being liquidated. 
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plying to this particular item is inserted. 
(salmon) copy is retained here, 
are forwarded to the Purchase Department, where 
recommendations are prepared as to the best method of 
disposal. Approved by the Director of Purchase, 
all four copies are sent to the Comptroller for au- 
thorization of the disposition as recommended, This 
part of the procedure has been streamlined now that 
liquidation is of first importance, and only one signa- 
ture in addition to that of the Purchase Director is 
required. 

The Comptroller returns the fourth copy (buff) 
to the Purchase Department as authorization to go 
ahead with the disposition as planned. The other 
three copies go to the Stores Department, where the 
second (pink) copy is retained as a record, the orig- 
inal (white) is returned to the Property Section for a 
record of the final disposition, and the triplicate (blue ) 
is sent to the Auditing Department for the final 
counting record. 


The fifth 


and the other four 


Liquidation Has Begun 

To accelerate the process of liquidation, the Purchase 
Department has compiled lists of the material ready 
for immediate disposition, and adds to these lists from 
day to day as additional items are reported on the 
Salvage Requests as ready for release. In mimeo- 
graphed form, and classified according to general clas- 
sifications of related materials, these lists have been 
sent to selected lists of prospective buyers along with 
a letter outlining the conditions of sale, which, in brief, 
are that the material is offered “as is,” “where is,” and 
“if is” to eliminate any later claims arising from the 
availability and condition of the material; all sales to 
be final and on a net cash basis; all taxes and expenses 
incident to handling and removal to be for the account 
of the buyer; labor and trucking equipment used on 
the Fair site to conform with ‘all labor agreements 
in force with the New York World’s Fair 1940, Inc. ; 
and delivery to be taken within five days of notifica- 
tion from the Purchase Department. 

Approximately $100,000 worth of material and 
equipment have already been made available through 
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The technique of disposition is as clearly 
defined as the technique of procurement. 


such lists, and a very considerable portion has already 
been sold. 

Looking further ahead, a complete catalog or in- 
ventory is now in process of compilation, listing all 
items of property which are not now available but 
which will be offered subsequent to October 27th. Re- 
cent visitors to the Business Systems Building, where 
the “World’s Fair Offices at Work” exhibit is located, 
have seen this inventory in process of compilation, 
being transferred from the IBM punch ecard record 
maintained by the Property Control Division. This 
record is completely itemized, cach individual piece 
of equipment identified with the tag number attached 
to the piece itself, and showing the date of purchase 
and original cost. 

This list is also being prepared in mimeographed 
form for circulation among prospective customers. The 
chief difference is that the tag number is used for iden- 
tification in place of the Salvage Request number, since 
no formal request for disposition has yet been made 
by the various departments, The covering letter points 
out that these items will be available for sale subse- 
quent to October 27th, and that bids are now being 
received. If bids are accepted, deposits are required 


on a sliding scale according to the amount of. sale, 
and items are held for the account of the buyer. The 


other conditions of sale are similar to those previously 
cited, including the requirement that delivery shall be 
taken within five days after the Purchase Department 
advises the buyer that the material is available. Thus 
it is planned that the surplus will start moving out 
of the Fair grounds within a few days after the gates 
are closed to the public, clearing the way for the 
process of demolition which must be promptly under- 
taken. 


Policies 


Naturally, the objective of any salvage program 
is to realize as much as possible from the sale of the 
surplus material. Being handled by practical buyers, 
it is likewise recognized that to move the material 
and this is an urgent consideration in the present case 
—the controlling factors will be demand, and good 
value to the buyers. Consequently, except in the cases 
where repurchase agreements have been made, there 
are no preconceptions or rigid standards as to the re- 
turn which is to be realized. It has already been de- 
monstrated that this will vary over a wide range. It 
may average somewhat over 50% of original cost. 
There have been instances already where the return 
is better than 90%, and some where 15% 1s regarded 
as a very satisfactory deal. Obviously there are few 
prospective buyers who will be able to use specialized 
searchlight units and elaborate pyrotechnical equip- 
ment, On the other hand there will be many who 
could advantageously follow the example of the Bor- 
ough of Queens, which has made arrangements to 
equip its new municipal building largely with furni- 
ture from the Fair offices. 

The largest problem will be to make contact with 
the logical customers. Specialized lists are now being 
prepared of those who might be interested in con- 
tractors’ equipment, construction and landscaping 
equipment, restaurant and cafeteria equipment, park 
benches and stanchions, automobiles and trucks, and 

Continued on page 84 
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HOW 


INTERNATIONAL 
HARVESTER 


BUYS 


By HARTLEY W. BARCLAY 


N the operation of the International Harvester 

Company, which manufactures a wide variety of 
products, many of them unrelated in the type of ma- 
terials and supplies used, purchasing is a major re- 
sponsibility of management. As the company’s line of 
products has increased, all of them stemming from the 
farmer’s and other customers’ changing demands, the 
organization for the purchase of materials and sup- 
plies has had to keep abreast of a rapidly expanding 
business. 

Materials are purchased for the production of from 
60 to 70 basic products. The company manufactures 
a full line of motor trucks, wheel and crawler type 
tractors, farm implements of a great many types, and 
binder twine. It also operates a steel mill, ore mines 
and coal mines, and owns and operates sisal fibre 
plantations. Its purchasing is complicated by the fact 
that almost all of the company’s products are capable 
of practically infinite variations to meet requirements 
of customers and the differing local conditions where 
the products are used. The number of the company’s 
p-oducts, allowing for these variations, runs into the 
thousands. Its repair parts catalog lists more than 
250,C00 items. 

Upwards of 2,000 different classifications of ma- 
terials are purchased in the operation of the company’s 
purchasing department. An average of 75 to 100 sales- 
men are interviewed daily. In the neighborhood of 
20,000 sales calls are made upon the company annuall. 

“aturallv, in the operation of such a widely diversi- 
fied business. procuring materials for reore than 20 
menufacturing works and aux'liarv onerstions in the 
'nited States. snd for more than 100 sales branches 
and service stations, the purchasing department of the 
company buys a wide variety of supplies. 


John Morrow, |r., Vice President 
in charge of Purchasing, traffic 
and sisal fibre. 


R. M. McCulloch, Manager, 
Purchasing Department. 
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FORTY MOST IMPORTANT MATERIALS PURCHASED BY Pipe jie 
tee 
INTERNATIONAL HARVESTER COMPANY Cad on 
Fitting 
Abrasives Chain Valves 
Alloys Coil Etc. 
Lock 
Ferro Malleable Rubber Goods 
Automotive Parts Silent Mechanical 
Units and parts for tractors and Grip Supplies 
motor trucks, such as: Senate General 
Axles Hospital 
Ignition equipment Coal Surgical 
Windshields Coke Laboratory and scientific in- 
Rims dB struments 
Wheels Railroad 
Frames Stri Electrical 
p 
Glass Tubing Foundry 
Cabs—Special Fabricated Scrap 
—— Etc. Heavy melting 
eto Cotton Fabrics Steel 
rakes a Cast Iron 
Transmissions Electrical Equipment : 
Batteries Motors Sisal _ 
Radiators Generators, etc. Fibre 
Carburetors Forgings Stampings 
Clutches Steel Steel 
Bearings Brass Steel 
Ball Hardware Rolled products 
Roller Automotive Bars 
Lined Iron, Pig _— 
Brick Foundry 

Strip 
Refractory Malleable Alloys 
Building Leather Plates 

Building Materia.s Locomotives Stainless 
Sand Lumber Tool, etc. 
Cement Rough Tires—Rubber 
Asbestos Finished Motor truck 
Insulation Pattern Tractor 
Class Machine Products Implement 
Brisk Screw machine parts Tools—Small 
Fabricated steel Machine Tools Cutters 

Building Contracts General plant machinery and Drills 
Manufacturing plants equipment Reamers 
Raw materials properties Conveyors Dies 
Branch houses Boiler house and power plant Jigs 
Service stations equipment Fixtures 
Etc. | Mining machinery Tubing 

Salen Steel mill equipment Steel, seamless 

Office Supplies Cooper 

Castings Stationery Brass 
Iron Printi 
el Paint Pigments 

uminum Varnish 
Die , Paper and Paper Products Synthetic 
Brass . \& Petroleum Products Finishes 


Organization of Department 


Purchasing functions of the International Harvester 
Company are centralized in the purchasing department, 
located at the general offices at 180 North Michigan 
Avenue, Chicago, The degree of centralization is per- 
haps greater than in most companies, as practically 
all of the procurement is done through the general 
office. This degree of centralization has proved to be 
most effective in the company’s buying, although, as 
will later be shown, there is the closest cooperation 
between the central purchasing office and the store- 
keepers at the various works, who come under the 
manufacturing department. 

John Morrow, Jr., vice president of the company, 
is the executive officer in charge of purchasing. He 
also has charge of the traffic department and has super- 
vision of the company’s sisal operations. Sisal is an 
important factor in the company’s operations because 
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it is the chief raw material used in the manufacture 
of binder twine. 

Mr. Morrow has charge of all the company’s pur- 
chasing in the United States, and likewise purchasing 
for the company’s foreign manufacturing operations. 
An entirely separate organization is maintained for 
foreign purchasing, however, in the foreign areas 
where manufacturing is carried on. 

Reporting direct to Mr. Morrow is R. M. McCulloch, 
manager of the purchasing department. 

Three assistant managers, H. H. Brooker, R. A. 
Fischer, and E. P. Renstrom, report to Mr. McCulloch. 
Each assistant is in charge of a group of buyers and 
assistant buyers, and each more or less specializes in 
a group of materials. 

There are five buyers in the department, J. A. 
Fritsch, Miss Mae V. Kennedy, W. H. Lovell, W. E. 
Ray and W. F. Stubenrauch. In addition to his duties 
as buyer, Mr. Stubenrauch acts as chief clerk. 


PURCHASING 


4 


Aucust, 1940 


Sisal 


JOHN MORROW, jr. 
Vice President 
Purchasing, Traffic 


R. M. — 
Manager Purchasing 


Purchasing 
Foreign Plants 


H. H. BROOKER 
Assistant Manager Assistant 


R. A. FISCHER E. P. RENSTROM 
Assistant Manager 


| 


W. E. RAY 
Buyer 


W. F. STUBENRAUCH M. V. KENNEDY 
Buyer and Chief Clerk Buyer 


Assistant Buyer 


| 


W. B. SWIFT 
Assistant Buyer 


W. H. LOVELL J. A. FRITSCH 
Buyer Buyer 


H. A. JONES | A.A. WALKER 
ssistant Buyer Assistant Buyer 


T. A. MORRIS 
Assistant Buyer 


C. LUCKSINGER 
Assistant Buyer 


STRADER 
Assistant Buyer 


Stenographers 


Filing Department 
GEORGE THOMPSON 
Receptionist 


{Mail Boys 


Heavy duty International motor truck 


ERR 


Seven assistant buyers comprise the — ot 
the buying personnel of the department, H. Davis- 
son, W. B. Swift, T. A. Morris, C. ie H. A. 
Jones, A. A. Walker and I. Strader. Some of these 
assistant buyers work directly with the buyers, while 
others report directly to one of the assistant managers. 

The accompanying chart shows in graphic form the 
organization of the department. In the main, it is 
organized for simplicity of responsibility. The line 
of responsibility is clear and direct, with little or no 
overlapping of duties. Within the department itself 
Mr. McCulloch is in complete charge.* In matters of 
sufficient importance to require top executive consider- 
ation and decision, Vice President Morrow furnishes 
liaison with that group and in turn has direct contact 
with the executive management of the company. 

Insofar as supervision is concerned, the company’s 
purchasing department functions independently of the 
operating departments. Naturally, however, it has the 
very closest cooperation with all other departments, 
particularly with manufacturing, engineering and sales. 


Personnel Policies 


It has been a long standing policy of the Interna- 
tional Harvester Company to train its own personnel, 


with trailers 
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and as this policy affects the purchasing department 
naturally follows that this department, with the ex 
ception of new recruits or younger men being taken 
in from the outside, is composed of men who have had 
considerable service with the company and who in 
their training have gained an extensive experience in 
the purchasing field. 

There are several sources within the organization 
from which men of experience can be drawn by the 
purchasing department when the necessity arises. |! 
is natural that the main potential source should be th 

factories, in order to obtain men with some knowledg: 
of operating problems or contact with uses to whic! 
materials are put in the manufacture of the company’s 
products, as well as the problems confronting the fa 
tory organization in the flow of production through a 
plant. The department also has learned from experi 
ence that a well-trained commercial mind is an in 
portant qualification, 

It is not considered absolutely necessary by the con 
pany that purchasing department men have either 
full manufacturing or a full engineering expe rience. 
Practical knowledge in these branches is essential, bi 
it has been found that after a very few 


years in the 
purchasing department its buyers have 


gained wid 


Delivery truck 
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knowledge of production and engineering practices 
and techniques. Where their knowledge in some spe- 
cific problem is not sufficient, they always have access 
to the manufacturing or engineering executives best 
versed in the particular problem. The younger men 
who are taken in from the outside from time to time 
are encouraged to take special educational courses. 

While it is the practice to assign certain broad classi- 
fications of materials to assistant managers, buyers 
and assistant buyers, it is the aim to have every man 
in the department sufficiently trained by experience to 
buy any material the company requires, should the 
need arise. While buyers do handle certain materials, 
specialization as between different groups of materials 
is not over-emphasized. The specialization is well di- 
versified. Within the group of each assistant manager 
may be found materials as unrelated as steel bars and 
surgical suppiies. 

Vice President Morrow began his service with the 
company in 1902 as an office boy at the Springfield, O., 
works. In 1907 he was transferred to the purchasing 
department as a clerk. In 1910 he was promoted to 
chief clerk of the department, and the next year was 
sent to Europe to help install a stores and purchasing 
denartment for the company’s European factories. 
Following other European experience, he joined the 
American Expeditionary Force in France, and was 
attached to the General Purchasing Board. 

In 1919, following the war, he was placed in charge 
of all purchasing for the company’s European plants, 
and later organized a traffic department for the same 
plants. In 1931 he returned to the United States, and 
several months later became manager of the purchas- 
ing department at Chicago. From that position he was 
advanced to vice president in 1935. 

Purchasing Manager McCulloch also spent the 
greater part of his service with the company in its 
purchasing department. He began his service witn 
the company in 1904 and has 36 years of service. 
His first job was in the order and schedule department 
in 1904. In 1909 he was transferred to the company’s 
Hamilton, Ont., works in the purchasing department. 
In 1926 he returned to the Chicago general office as 
an assistant manager in the purchasing department. 

Short biographical sketches of other members of 
the department are included elsewhere in this article. 

It is essential in the purchasing department of such 
a company as the International Harvester Company, 
which handles so many diversified materials and sup- 
plies, to develop a versatile, well-rounded department 
personnel. A great deal of study is given to methods 
whereby thorough training and information may be 
given to the different men in the department. The ob- 
jective is to train them so well that they may be moved 
about on different jobs when the occasion requires 
without the quality of the work suffering. 


Office Layout 


The purchasing department is located on the fifth 
floor of the Harvester Company’s Chicago general 
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offices. This is the lowest floor of the building used 
by the company. The purchasing department was 
located there for convenience and accessibility to sales 
men. All members of the department are located on 
that floor except Mr. Morrow, who has his office in 
the executive department. 

The manager, assistant managers and buyers are 
provided with private offices, the assistant buyers being 
located at individual desks in the general room in con 
venient position to the assistant manager or buyer to 
whom they are responsible. 

The stenographic, filing and mailing departments 
are located in the rear section of the department. 


Contracts and Methods of Ordering 


The company follows the plan of fitting the method 
of purchasing to the commodity and the general mat 
ket conditions—that is, either buying in the open mar 
ket as required, making short or long term written 
contracts or agreements, or buying a given quantity 
for specific delivery. All contracts are made by the 
central purchasing department and the storekeepers 
at the works furnished with a copy. The storekeepe: 
henceforth places his orders direct on the supplier 
against these contracts. However, copies of such orders 
placed by the storekeepers against contracts are sent 
daily to the central purchasing department for scrutiny. 

In the case of two or more contracts for like com 
modities, storekeepers requisition such materials on 
the purchasing department, in order that the buyet 
may allocate quantities with the different suppliers. 

Vurchases made in the open market or for specifi 
quantities and deliveries are made either on estimates 
furnished by the plants or on detail requisitions reach 
ing the purchasing department through the medium 
of the storekeepers for quantities and deliveries eithe: 
prearranged or to ft in with a given schedule of pro 
duction at the plants. 

Strictly speaking, the function of the purchasing 
department ceases when either a contract is made 01 
a purchasing order is placed to cover either requisi 
tions or estimates. In other words, the storekeepers 
at each of the plants assume the responsibility of seeing 
that the material arrives at the plant as required and 
usually the purchasing department intervenes onl\ 
when it becomes necessary for the factory to call upon 
it for assistance in some emergency. 

The manufacturing department of the Harveste: 
Company is organized with collateral plants making 
parts for machines made in other plants. This involves 
a considerable quantity of interworks buving. All such 
interworks buving is handled directly by interworks 
orders placed by the storekeepers of the buying works 
with the works from which the materials are bought 
No copies of these interworks orders are sent to thi 
purchasing department, as the plant manufacturing a 
given collateral handles the ordering or requisitioning 
on the purchasing department of materials necessary to 
mate the interworks order, thereby functioning as an 
originating works. 
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THE PURCHASING STAFF 


H. H. BROOKER, Asst. Mgr.— Educated elementary schools, Lockport, N. Y., business 

college; experience with number of manufacturing, railroad and oil concerns; chief 
clerk storekeeping department, New York Central R.R.; joined Harvester Company 
1912 as stenographer, accounting department; assistant traveling auditor 1917; with 
Allied Purchasing Committee and War Industries Board during World War; 10 months 
with War Industries Board Commission in London and Paris after war; assistant to 
steel buyer in purchasing department, Harvester Company, January, 1920; appointed 
assistant manager, purchasing department, April 1, 1926; since 1923 buying paints and 
varnishes, coal and coke, electrical supplies, petroleum products, lumber, rubber tires. 


E. P. RENSTROM, Asst. Mgr.— Educated elementary and high schools, Chicago, special 

courses in higher accounting and in foreign languages, Northwestern University; 
started with Harvester Company July 3, 1916; began in accounting department, then 
promoted to assistant general bookkeeper; transferred to purchasing department Oc- 
tober, 1917, as record clerk checking lumber operations; shortly afterward began buying 
small tools and mill and factory supply items; supplemented purchasing experience 
with widespread accounting study, including railroad and packing house accounting, 
basic office procedure, genera! bookkeeping, credits and collections, etc.; appointed 
assistant manager, purchasing department July 1, 1937; now buying scrap iron and 
steel, scrap metals, pig iron, castings, forgings, truck and tractor wheels, frames and 
alloys such as Ferro Manganese, Ferro Silicon, Spiegeleisen, etc. 


R. A. FISCHER, Asst. Mgr.—Started with Harvester Company March 1, 1923; 17 years of 

service with the company ; entire experience with company spent in purchasing department ; 

2 appointed assistant manager, purchasing department, July 1, 1937; specializes in buying steel 
bars, plates, shapes, sheets, strip, wire, automotive parts. 


W. F. STUBENRAUCH, Buyer— Started with Harvester Company Sept. 5, 1905; 35 years of 

service with company; first job in storekeeping department, Deering Works; entered pur- 
chasing department as clerk; successively promoted through various jobs to present position 
as buyer and chief clerk of the department; specializes in buying windshields, clutches, 
shock absorbers, head lamps, truck bodies. 


W. H. LOVELL, Buyer— Educated public schools, Ashley, Ill, later studying telegraphy; 

early experience as telegraph operator and in freight auditor’s office, Illinois Central 
Railroad; began service with Harvester Company January 15, 1906; first job in traffic 
work in repairs department; handled motor truck repairs for repairs department, duties 
consisting of passing on size of stock orders; transferred to purchasing department 
Feb. 22, 1917; specializes in buying building materials, belting, rubber goods (mechanical 
and molded), cotton goods, refractories, fire brick, electrical supplies, insulating mate- 
rials. 


6 W. E. RAY, Buyer—Began business career as office boy with Deere & Company, Moline, 

Ill.; promoted through successive stages to file clerk, invoice clerk, to Assistant Purchas- 
ing Agent buying bolts, nuts, rivets, washers, etc.; one year spent in selling with Standard 
Oil Co. of Indiana; two years as yard superintendent and construction supply company ; 
joined Moline Plow Company in purchasing department, eventually becoming assistant buyer ; 
began service with Harvester Company as storekeeper at Farmall Works, Rock Island, III, 
\pril, 1926; spent nine years as storekeeper at this works; transferred to general offices in 
1935 as buyer in purchasing department; now buying machinery, electrical equipment, and all 
goods of a capital nature, small tools such as drills, reamers, cutters, ete., and has 
responsibility for all types of construction contracts. 
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MAE V. KENNEDY, Buyer— Specialized in secretarial and general business course, Barrett 

Institute, Chicago; began service with Harvester Company, August, 1918; employed in 
purchasing department throughout entire 22-year service period with company; began as 
stenographer; handled steel correspondence for 12 years and later began buying small tools; 
now specializes in buying batteries, air cleaners, carburetors, fuel pumps, filters, mufflers, high 
pressure lubricating equipment, hardware, cardboard trim and upholstery material. 


8 J. A. FRITSCH, Buyer— Business college training; began service with Harvester Company, 

1917; first job as general clerk in employment department, Deering Works; charge of 
works mailing department for two years; entered stores department in 1920; began purchas- 
ing certain materials for workers in 1921; entered purchasing department of company in 
1923; first job there buying items used in Deering Works; now buying roller chain, screw 
machine parts, all types of screws, bolts and nuts, lock washers, pipe, steel tubing, formed 
tubular products, miscellaneous springs, motor valves, valve tappets, valve springs, pis- 
ton rings, piston pins, moldings, instrument penels for trucks, speedometers, gauges. 


C. R. LUCKSINGER, Asst, Buyer— [3egan service with Harvester Company December, 1929; 

first job as office boy in purchasing department; experience in obtaining prices and 
handling delivery of items; recording price information; now buying warehouse steel, 
wire cloth, wire rope, rails, malleable chain. 


10 A. A. WALKER, Asst. Buyer— Special training in agricultural, business administration and 

art courses. Began with Harvester Company July, 1935; first job clerk in purchasing 
department; assisted in placing orders covering materials requisitioned by works, and assist- 
ing buyers in department; now buying some automotive parts, electrical equipment, paper 
containers, safety equipment. 


1 H. A. JONES, Asst. Buyer— Received A.B. degree in commerce from School of Com- 

merce, University of Wisconsin; started with Harvester Company 1934; began handling 
records on certain production items and assisting in buying; promoted to assistant buyer; 
now buying gaskets, die castings, welding rod and tips, ingot molds and stvols, rolling mill 
rolls and railway supplies. 


1 H. C. DAVISSON, Asst. Buyer—B.S. degree in commerce, Northwestern University; 

began with Harvester Company in 1936; experience in storekeeping department at Spring- 
field and Farmall works; came into the purchasing department in 1937; began placing orders 
for small tools; later made assistant buyer; now specializing in buying small tools and mill 
supplies. 


13 I. L. STRADER, JR., Asst. Buyer— (sraduated in Metallurgical Engineering, University of 

Illinois; began with Harvester Company 1935 in purchasing department; first duties con- 
sisted in keeping records and helping buyers; promoted to assistant buyer; now buying non- 
ferrous metals, ball and roller bearings, engine bearings, gears, steel stampings, spark plugs. 


14 W. B. SWIFT, Asst. Buyer— A.B. degree, Tuck School of Business Administration and 

Finance, Dartmouth College; three years with life insurance company; assistant cashier, 
Illinois State Insurance Department, 1934; began service with company August, 1934; worked 
in storekeeping department at McCormick, West Pullman, Tractor and other works learning 
stores handling and procedure; two years spent grading lumber; entered purchasing depart- 
ment July, 1937; first job keeping records; now specializing in buying mill supply items, 
plumbing, heating equipment, etc. 


15 T. A. MORRIS, JR., Asst. Buyer— 3.5. degree in School of Commerce, Washington & Lee 

University; began service with the Harvester Company in 1935; entered purchasing de- 
partment and spent some time in training work; now specializing in buying petroleum prod- 
ucts, industrial chemicals, abrasives, felt goods, automotive service station equipment. 
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Mailing Department. 


It may be well to note here that all detail records are 
kept by the storekeepers at the works and only records 
of quantity and price of materials ordered are kept in 
the purchasing department for ready reference. 

Requisitions originating in the’ sales branches 
throughout the country go first to the order clerk in 
the central sales department office in the Chicago gen- 
eral office. He consolidates the various orders for 
similar supplies, keeps records of the requisitions, 
checks delivery and performance for the entire sales 
organization, much the same as a storekeeper performs 
at an individual works. 

In addition to the storekeepers at each works, there 
is also a chief storekeeper in the general office whose 
duty it is to keep in close contact with the individual 
store keepers and others at the plants. It is of course 
natural that the purchasing department is at all times 
in close cooperation with the chief storekeeper. 

In the further discussion of the operations of the 
purchasing department, the methods for handling the 
purchase of production items for the manufacturing 
works will be considered. In addition, however, the 
purchasing department 
handles the procurement 
of all miscellaneous fac- 
tory supplies, small tools 
and maintenance — items. 
These are purchased in 
substantially the same way 
as production items, be- 
ing bought both against 
contracts and in the open 
market. 


Mailing Department. 


Specifications 
Nearly all production 
material requisitions han- 
dled by the purchasing 
department carry detailed 
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specifications, Specifications for all production mate- 
rials are written by the Harvester engineering depart- 
ment. Specifications for tools and equipment are 
written at the various works by the plant engineering 
or tool designing departments under the supervision of 
the works superintendent. All purchases of plant equip- 
ment, machine tools, heavy-duty dies, fixtures and the 
like are made by the central purchasing department 
collaborating with the factory staff. 

The purchasing department places all contracts for 
building construction and building improvements of 
every description, and in such instances collaborates 
with the construction engineering department which 
furnishes designs, plans and all specifications. 

Blueprint specifications come to the purchasing de- 
partment from various sources along with the requisi- 
tions. One copy of the blueprint specifications is filed 
in the purchasing department with the requisition for 
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iuture reference. The other copies go out wii 
inquiries to suppliers. 

In the case of production items, it is the general pol 
icy of the purchasing department to follow the speci 
fications sent in by the storekeepers of the works. But 
if, in the course of its inquiries, it develops competition 
that departs from or upsets a works engineerinp cle 
partment specification, it is its perogative and duty 
inform the proper engineering department executiy 
of the possibilities of ‘the alternate material. 

The alternate material is then freely discussed and 
debated and in the end a mutually satisfactory decisior 
is arrived at. 


Placing of Orders 


After the requisition arrives in the purchasing 
partment, the buyer sends out inquiries and develops 
competition for the business in the same way that « 
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petition is developed on contract purchases. After this 
has been done, and negotiations have been concluded, 
the buyer makes his decision and the order is issued. 

The order is written in complete form, including 
information such as the f.o.b. point, prices, terms, time 
and place of delivery. It also indicates to the supplier 
whether the sale is subject to taxes and if so, which 
taxes. If the sale is not subject to taxation, a tax 
exemption certificate is attached for the benefit of the 
supplier. In all, the original and seven copies of all 
orders are written and distributed as follows: 

1 copy to the traffic department for routing. 

1 copy to the disbursing division of the accounting 
department. 

3 copies for the receiving works. 

1 copy for the purchasing department files. 

1 copy (pink sheet ) of all orders and correspondence 
is arranged together daily in a folder in groups, in 
dicating all transactions of assistant managers and 
buyers. This is used for ready reference by anyone 
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A requisition from the 

works is the first step 

in initiating a pur- 
chase order 


in the department, and is a 
check by the manager and 
the assistants on the activi- 
ties of the department as a 
whole or in groups. 

The original copy, ot 
course is mailed to the ven- 
dor. 
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Checking of Orders 


After the central purch- 
asing department has placed 
order with a supplier, the 
storekeeper at the receiv- 
ing works is responsible for 
following the order as re- 
gards delivery and checking 
receipt of the materials. 
The inspection department at 


Purchase order rec- 
ords are simple, con- 
cise, complete, and 
easy of reference 


= the works has the respon- 

- sibility for checking quality 

4 and other sj:ecifications. The 
responsibility for checking 

and approving the vendor’s 

invoice for quantity, price, 

| terms and payment rests 
a sens upon the works accounting 


department, which receives 
one of three copies of the or- 
der sent to the works. The 
disbursing division of the 
accounting department in the 
general office, upon receipt 
from the works of the invoice and supporting docu- 
ments, further price, terms, extension, cash 
discounts, ete., and is charged with the final payment of 


the bill. 


Inasmuch as the accounting department checks the 


checks 


invoices both at the receiving works and in the dis- 
bursing division of the general office, and the store- 


keeping department at the works checks materials and 
deliveries, it is to be noted that the purchasing depart- 
ment, except to countersign vouchers indicating that 
the vendor is in good standing, has no responsibility 
either in the control of the quantity of materials re- 
ceived or the approval of price, terms and payment of 
the invoice. 


Handling of Records 


A standard short form filing system has been devel- 
vped for handling records on screw machine parts and 
other parts and materials where thousands of individ- 
ual items are bought and recorded. These forms are 
filed by a numerical system, based upon the last digit 
in the part or pattern number. This system has been 
found to be unusually advantageous in the case of 
parts where many items have to be bought. It 
provides quick reference, requires small filing space, 
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Tractor powered mower Tractor drawn hay rack Hay loader Tractor powered hay chopper 
atfords a complete up-to-date record without consult- background of helpful cooperation in this way with 
ing the works, and affords an immediate idea of yearly many suppliers who have found that as a result ot 
parts requirements. mutual helpfulness, their products have been improved 

The Harvester Company’s purchasing department to the point that their markets have been widened. 
is not charged with direct responsibility of inventory a 
control, this being under the jurisdiction of the manu- Standardization 
facturing department. Materials purchased wherever possible are made t 

Responsibility for the broader, more important pol- fit the greatest number of machines and models, and 
icies Of inventory control rests with the executive toward that end a representative of the purchasing 
management, and Mr. Morrow participates in the de- partment sits on the company’s committee on materials 
cisions made from time to time regarding these pol- and parts standards. This standardization group and 
icies. The chief storekeeper, who reports to the man- its work is of tremendous importance in such a varied 
ufacturing division, is usu: lly charged with the de- and widespread industry. Large economies are p 
tails of working out with the plant organization the sible, and the purchasing department has a very direct 
inventory policy adopted. interest in cooperating to the fullest extent to achieve 

Policies of Purchasing Department 

The Harvester Company has a number of specific 
purchasing policies which have been followed for many International Harvester stockrooms are mod- 
years and which form a sort of unwritten framework ern and efficient in layout and equipment, 
for the operation of the department. The paramount engineered to provide the utmost in com- 
consideration is the purchase of quality materials. pactness, accessibility, and good lighting. 
This has always been the foundation of the company’ 
purchasing policy. It has prided itself on qui lity 


products and quality products cannot be built without 
the use of high quality materials. 

It has been stated before that the company  fol- 
lows the plan of fitting the method of purchasing to 
the commodity and general market conditions, and as 
observation of commodity prices over the past many 
years indicates a gradual downward trend of so many 
of the materials and units which this company buys, 
due to the progress of technology and related factors, 
it is the endeavor of the purchasing department to 
maintain as great an amount of flexibility within the 
department as is consistent and to thus be in position 
to take advantage of commodity price movements. 

This policy seems the one best calculated also to 
keep the minds of the buyers and others in the or- 
ganization more alert to price trends and general con- 
ditions related to responsibility for price trends. This 
policy of flexibility oftentimes can be used to mutual 
advantage of both buyer and seller. 

It is the department’s policy to encourage develop- 
ment of better methods of production, which will help 
also the company’s cost and at the same time help the 
supplier. The purchasing department has an enviable 
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. SHIVELY, BABSON 


= 


THESE SPECIAL VALVES \'M ORDERING 
ARE FOR SOME NEW INSTALLATION WORK 
IN OUR PLANT. I'M ANXIOUS TO GET THEM 
BY THE TENTH OF NEXT MONTH. 


INJUSTRIAL | 
CHEMICALS 
COMPANY 


PURCHASING 


WE'LL LOSE A GREAT DEAL ON OUR 
PRODUCTION IF THESE VALVES DON'T 
ARRIVE ON TIME. !'D LiKE SOME 
ASSURANCE AGAINST ANY SUCH LOSS. 


WELL,! GUESS WE COULD WRITE IT IN )= 
THE ORDER OR CONTRACT, | 


j 


ON THE OROER FORM, NEAR THE BOTTOM, BUT 
ABOVE THE SIGNATURE SPACES, ARE THESE WORDS: 


The vatves covered by this order shail be delivered 
For each full day's delay in delivery after that 


the purchase price. 


INDUSTIAL 
CHEMICALS 
COMPANY 


PURCHASING 
AGENT 


at the purchaser's plant on or before September10. — 


date , $50 damages shall be deducted from = 


(M GLAD THAT PROVISION IS INCLUDED. 
WE NOW HAVE AN EXACT BASIS FOR SETTLE- 
MENT IN CASE THERE IS ANY DELAY. OUR 

COMPANY WILL LOSE MORE THAN THE AMOUNT 
NAMED FOR EVERY DAY YOu'RE LATE. 


— 
WE'LL LOSE IT TOO, AND SO You 
CAN TRUST US TO BE ON TIME. 


INDUSTRIAL 
CHEMICALS 
COMPANY 


20: Damages Payable for Non-Performance 
of a Purchase Contract 


ROVISIONS such as the one illustrated above are com- 
Pee in business contracts. The one here shown binds 
the seller to pay a named sum as damages in case he fails to 
perform at the time agreed. In the law these damages are 
known as liquidated damages. What they shall be in case of 
breach is settled between the parties when the contract is 
made, Thus they try to make certain that faulty performance 
by the obligated party does not lead to a lengthy dispute and 
possibly costly litigation. 
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In case there is a suit, the court normally accepts the sum 
agreed upon by the parties. However, these sums must appear 
to be a reasonable measure of the damages logically resulting 
from the failure to perform according to the terms of the 
contract. They must not be intended as a penalty, out of pro- 
portion to the actual damages. If they appear to be so in- 
tended, courts wil! not enforce them. 

Naturally, in the case given, the damages would not he col- 
lectible if the purchasing agent or other qualified agent of his 
company were in any way responsible for the delay. 
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INVENTORY CUT 42% 


by applying scientific methods 


economical ordering quantities for stock 


for determining 


items 


By R. H. WILSON 


Gene-a. Servic> Manager 
Bell Te!2phone Labo ato ies, Inc. 


BUYER or stock control clerk, in determining 

economical ordering quantities for the pur 
chase of stock for a store or stockroom is often 
faced with the following conditions: 

1. Discounts increase as the lot size increases 

2. Different suppliers offer different discounts 
from list for quantity purchases. 

3. Various periods are given within which pay- 
ment may be made (called “Payment Periods” 
in this paper 

4. The larger lots because of size can be shipped 

at a lower transportation rate than the smaller 
lots. 

The risk of obsolescence, depreciation, etc., 
usually increases as the amount of stock car- 
ried increases. 

It is obviously very important to determine the 

most economical lot size to purchase, but standard 
methods of calculating it are seldom used because 
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they are too long and involved. .\s a result, the 
amount purchased generally depends on the judg 
ment of the buver. Now since so many economi 


factors have to be taken into account, this selection 
is exceedingly difficult to make. and if the buyer 
does not select the most econo nical lot size there 
is a loss in profit with no corresponding gain in 
operation. 

This paper describes a now method of deter 
nuning the most economical | t size. It is so simpli 
quick and accurate that anyone can use it. 

Since discounts generally increase with the quan- 


tity of goods purchased there is always a_ natural 
desire to purchase a larger quantity and so get the 
advantage of a lower price. There is, however, a 


distinct danger in doine th’s because it costs money 
to carry additional s‘ock. There is not only more 
capital tied up. but insurance increases, and there 
is greater danger from obsolescence and deprecia- 


49 


ar 
| 


TABLE 1 


Estimate time stock will last tor size of order necessary to get discount from list, and select the line on which this time 


(1) 
falls, as shown in the left hand column of the form. 


headed $150.) 
figure subtract the discount rate, 1 for 1%, 2 for 2%, etc. 
from the table after the discount rate has been subtracted. 

lot size to purchase. When the list price varies 


(2) Calculate the cost of the order without the discount. 
umn on which the amount of money is indicated in the heading across the page. 


(3) At the point at which this line and the column cross, select the figure shown in the table. 


Select the col- 
(e.g. If an order comes to $150. use the column 
From this 


This figure can then be compared with similar figures obtained 
The lowest of the figures so obtained indicates the most economical 
with different suppliers, the discounts should first be adjusted to conform to the 


highest list price. 


COST CF ORDER IN DOLLARS (WITHOUT DISCOUNT) 
WILL LAST 5 Ts 1s | 20 3 40 50 60 80 100 150 | 200 250 300 400 600 1000 | 2000 | 10000 
1/2 WEEK 114,04 [107,06 [104.71 [103,54 [102,37 [101,79 [101,44 | 101,21 | 100.92 | 109.74 | 170,51 | 100,39 | 100. 32 | 100. 27 | 100, 22 | 100. 17 | 100, 11 | 100, 08 | 100. 5 
! ° 114,09 | 107,09 | 104,76 | 103,59 | 102,42 | 101,84 | 101,49 | 101, 26 | 100,97 | 100,79 | 100,56 | 100,44 | 100,37 | 100,32 | 100,27 | 100, 22 | 100, 16 | 100, 13 | 100, 10 
1/2 WEEKS 114,13 [107,13 | 104,80 | 103,63 | 102,46 101.88 [101.53 [101,30 [101.01 | 100.83 | 100.60 | 100,48 [100.41 | 100,36 | 100,31 | 100, 26 | 100, 20 100, 17 | 100, 14 
. 114.17 | 107.17 | 104,64 | 103,67 | 102,50 | 101.92 | 101.57 | 101.34 | 101.08 | 100.87 | 100.64 | 100.52 | 100.45 | 100.40 | 100,35 | 100,30 | 100, 24 | 100, 21 | 100. 18 
3 e 114,26 | 107, 26 | 104,93 | 103,76 | 102,99 | 102.01 [101,66 | 101.43 | 101. 14 | 100,96 | 100.73 | 100.61 | 100.54 | 100,49 | 100.44 | 100,39 | 100,33 | 100.30] 100.27 
4 Ld 114.35 [107.35 [105.02 [103.85 | 102.68 [102.10 [101.75 | 101.54 [101.23 | 101.05 | 100.87 | 100.70 | 100.63 | 100.58 | 100,53 | 100.48 | 100,42 | 100,39 | 100,36 
5 114.43 | 107.43 | 105. 10 2.16 | 100.16 | TOT. 31 | TOT. 13 | 100.50 | 100.78 | 100.71 | 100.66 | 100.61 | 100.56 | 100,50 | 100.47 | 100.44 
r6 Ld 114.52 [107,52 [105.19 | 104, 02 | 102,85 | 102. 27 [101.92 | 101.69 | 101.40 | 101. 22 | 100.99 | 100.87 | 100.80 | 100.75 | 100.70 | 100.65 | 100,59 | 100,56 | 1(0,53 
d bd 114,60 | 107,60 | 105, 28 | 104. 10 | 102,93 | 102.35 | 102.00 | 101.77 | 101.48 | 101.30 | 101.07 | 100,95 | 100.88 | 100,83 | 100,78 | 100,73 | 100.67 | 100,64 | 100,6 
hed 114,69 | 107,69 [ 105. ‘164. TS a 102.44 | 102.05 | 101. 1.57 | 101.39 | 101. 16 | 101.06 | 100.97 | 100.92 | 100.87 | 100.82 | 100.76 | 100.73 | 100.70 
117.78 | 107.78 | 105.45 28 | 100. 11 | 102.53 | 102.1 CT.95 | 101.66 | 101.48 | 101. ici. 13 101.06 | 101.01 [100.96 100.91 | 100. 85 | 100.82 | 100.79 
10 114,86 | 107,86 | 105 104, 36 103, 19 [102.61 | 102, 26 | 102,03 [101,76 [101.56 | 101,33 2! 14 [101.09 100,99 | 100,93 | 170,50 | 100, 87 
bd 114.96 | 107,96 | 105.63 | 104.46 | 103.29 | 102.71 | 102.36 | 102.13 [101.84 | 101.66 | 101,48 | | 101.26 19 101,09 101,00 | 100,97 
115. | 106,04 1105.71 | 104.54 | 103.37 | 102.79 | 102.44 102.21 | 101.92 | 101.74 | 101.51 | 101.39 | 101.32 | 101.77 | 101.27 | 17 | 101.08 | 101,05 
YTS WKS, OR 3 MONTHS 115, 12 | 108.12 | 106.79 | 104, 62 | 103.45 | 102,87 | 102,52 | 102, 29 | 102.00 | 101.62 | 101.59 | 101.47 | 101.40 | 101.35 | 101.30 | 101.25 | 101, 19 | 101, 16| 101, 13 
115.47 | 108.47 | Ta | 106. Tos. 80 | 10a. 2. 64 | 102.35 | 100.17 | 101.94 | 101.82] 101.75 | 101.70 | 101.65 | 101,60] 101,54] 101,51 | 101,48 
“wow wg fF 115.90 | 108.90 | 106.57 | 105.40 | 104. 23 | 103.65 | 103.30 | 103.07 | 102.78 | 102.60 | 102.37 | 102,25 | 102. 18 | 1C2, 13 | 102,06 | 102.06 | 101.97 | 101.94] 101.91 
mY weé 116, 2° | 109, 22 | 106,92 | 105,72 | 104,58 | 104. 103,65 | 103.42 | 103. 13 | 102.95 | 102.72 | 102,60 | 102,53 | 102.48 | 102,43 | 102,38 | 102.32 | 102, 29 | 102. 26 
116.59 | 109.59 | 107, 26 | 105.08 | 92 | 1.47 | | 100.08 | 10S. 94 | 10.82 | 102.77 | 100, 72 | 102.66 | 100,63 102,60 
| a a 117, 02 | 110,02 | 107,70 | 106. 5e | 105,36 | 104.76 | 104.43 | 104,20 | 103.91 | 103.73 | 103,50 | 103,38 | 103.3! | 103, 26 | 103.21 | 103,16 | 13,10 1.7 | 1m 
| a 117,37 | 110.37 | 108.84 | 106.87 | 105.70 | 105. 12 | 104.77 | 104.54 | 104. 25 | 114.07 | 103,84 | 103,72 | 103.65 | 103.60 | 103.55 | 103.50 | 103. 44 | 103.41 | 103,38 
117,72 | 110.72 | 108.39 | 107.22 | 106. 1%. 47 | 105. 12 | 104.89 | 104.60 | 104.42 | 104.19 | 104.07 | 104.00 | 103.95 | 103.90 | 103.65 | 103.79 | 103. 76 | 103.73 
a. ws 116.15 [TIT TS | 106.62 | 107.65 | 106. 48 | 105.90 | 105.55 | 105.32 | 15. 0 | 104.85 | 104.62 | 104.50 | 104.43 | 104.38 | 104.33 | 104. 28 | 104. 22 | 104.19 | 104. 16 
52 5 * Tym 118,49 | 111.49 | 109. 17 | 107.99 | 106, 106, 25 [105.90 | 105,67 | 105.38 | 105. 20 | 104,97 | 104,85 | 104.78 | 104,73 | 104,68 | 104,63 | 104,57 | 104.54 | 104.51 
76 © © T-1/2 YeIns 120,74 1113, 74 | 111.41 | 110,04 | 105, 108, 49 | 108, 14 | 107,91 | 107.62 | 107, 44 | 107,21 | 107,09 | 107,02 | 106.97 | 106,92 | 106,87 | 106.81 | 106.78 | 16.75 
106 * © 2 YEARS 122,99 | 115,99 | 113,65 | 112.49 | Vit.3t | 110.73 [110.38 | 110. 15 | 109,86 | 109.68 | 109.45 | 107.33 | 109.26 | 109.21 | 109. 16 | 109. 11 | 109, | 109. 02 | 108,99 
.. BAA 127.48 | 120.48 | 118. 16 | 116.96 | 115.82 | 115. | 114.89 | 114.66 114.37 [114.19 | 113.96 | 113.84 | 113.77 [113.72 [113.67 | 113.62 | 113.56 | 113.53 | 113.50 


tion. The interest alone on the capital investment 
may easily be more than the saving in price. On 
the other hand, in addition to the saving from dis- 
counts, “Payment Periods” and_ transportation, 
there is a saving in purchasing routines by placing 
fewer orders for stock when larger amounts are 
purchased. These factors are subject to calculation 
and it has been found possible to provide a table 
which offers a very easy method of determining 
the most economical lot size to purchase, taking 
them all into account. 

Naturally this table will vary with each business 
or with each stockroom in a given business because 
of the different operating factors involved, but it 
will be shown later how to obtain such a table. 
Suppose such a table (Table I) has been prepared 
for a given store or stockroom, it is then a very 
simple matter to analyze the terms of any or all 
suppliers. 


Example 
Suppose an item costs 5c, is being used at the 


rate of about 1500 per month and that terms are 
offered as follows: 


Company A 


1% discount if purchased in lots of 5,000 
Company B 

1% discount if purchased in lots of 3,000 

2% discount if purchased in lots of 6,000 

3% discount if purchased in lots of 12,000 


Also assume that the use of this item is increasing 
at the rate of about 100 a month. Under these 
conditions an average of 1550 will be used the next 
month, 1650 the month after that, etc.; so that without 
considering the discount at present: 

3000 at 5c each would cost $150 and would last about 8 wks. 
5000 at 5c each would cost $250 and would last about 3 mos. 


6000 at 5c each would cost $300 and would last about 3% mos. 
12000 at 5c each would cost $600 and would last about 7. mos. 


From Table I, using the cost of the order (without 
discount) and the number of weeks or months the 
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order will last as given above, the following results 
are obtained: 


TABLE II 

Lot Cost of Time Order Figure from 

Size Order Will Last Table | 

3000 $150 8 Wks. 101.16 

5000 250 3 Mos. 101.40 

6000 300 31 Mos, 101.53 
12000 600 7 Mos. 102.72 
Now in order to take care of the discount, 1 


should be subtracted from the figures in the last 
column if the discount rate is 14; 2 should be 
subtracted for 2 “, etc. If this 1s done 


3 for 3%, 
for the above example the following is obtained: 


TABLE Ill 
Index Figure 


Lot Figures from Discount Figures from Col.2 
Size Last Column Table Il Rate Less Discount Rate 
3000 101.16 1% 100.16 
5000 101.40 1% 100.40 
6000 101.53 2% 99.53 

12000 102.72 3% 99.72 


The index figures in the right-hand column of 
Table III are not actual costs, but indicate whether 
it costs more or less to carry the item, taking into 
account all the economic factors previously listed 
and the different discount savings on the orders. 
So the smaller the figure in the right-hand column 
the more economical is the order associated with 
it. Hence the order to place in the above example 
is one for 6,000 items at 2% discount. 

It should be noted that in actual practice Tables 
II and III would not normally be made when using 
the discount tables. All that is necessary is to jot 
down the figures that go in the right-hand columns. 
This only takes a few minutes and in this short 
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Several innovations in storeroum service have 
been developed at Bell Laboratories. Above: 
Specimen parts mounted on panels show the 
prospective user exactly what is carried in stock 
and facilitate his selection. Below: A self- 
service stockroom, where the engineer picks 
out just what he wants before writing his 
requisition. 


Mr. Wilson, shown at the left in the lower 
photograph, joined the engineering department 
of Western Electric Co. in 1914, and was in- 
timately associated with the development of 
transatlantic radio equipment and various types 
of vacuum tubes for war purposes. He has 
been with Bell Laboratories since 1919. As 
General Service Manager, he is in charge of 
central stores, traffic, photostat and blueprint 
facilities, files, and general office services. 


space of time the most economical size 
of order is definitely and accurately se- 


lected. 

It is recognized, of course, that there 
are still other practical considerations 
which must be taken into account and 
which might affect the amount of stock 
to order. These are (1) availability of 
cash to purchase large quantities of stock 
instead of using it for advertising or sell- 
ing or in any other part of the business, 
(2) seasonal demands, (3) perishability 
of the item, (4) effect of transportation 
and (5) amount of storage space re- 
quired. If the purchase of the item is not 
affected by any of these, then, as stated 
above, the most economical size of order 
to select can be obtained by using 
Table I. 

Sometimes the terms are more com- 
plicated because (a) the list price is dif- 
ferent for different suppliers, and (b) the 
discount terms are in series. An exam- 
ple for both cases will show how easily 
they can be handled. 

(a) Suppose in the example already 
given, Company A has a list price of 5c 
and Company Ba list price of 4.9c. This 
means that the Company B is giving an 
additional 2 (.le on 5c) on all its or- 
ders. The calculation in Vable III should 
be made as before at a 5c list price, but 2% more 
should be subtracted from the figure obtained from 
Fig. I for the lot purchased from Company Bb. If 
the discount as calculated is not a whole number, 
subtract whatever figure of discount rate is ob- 
tained. 

(b) When the discount is given as a series, say, 
20—-5 and 1%, it should be converted to one dis- 
count rate. In the case given, it is 24.76%. This 
means that 24.76 should be subtracted from the 
figure obtained from Table I. 

In the Harvard Business Review for October, 
1934, a paper was published called “A Scientific 
Routine for Stock Control” which describes a rou- 
tine method for determining the most economical 
“Ordering Amount” for any stock item when dis- 
counts, ete., for larger lot sizes do not enter into 
the transaction. 

In that paper it was shown, with reference to the 
ordering amount, that all the stock control clerk 
is required to do is to determine the rate at which 
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any item is moving and use this in a table similat 
to the following to obtain the most economical 
amount of stock to order for the particular item 
under consideration. 

(f course, the table has to be prepared to meet 
the operating conditions of the stockroom but this 


TABLE IV 
ORDERING AMOUNT 


Quarterly Ordering Quarterly Ordering 

Demand Amount Demand Amount 

in Dollars in Dollars in Dollars in Dollars 
5 18 300 135 
10 25 400 160 
15 30 600 195 
20 35 800 220 
40 50 1000 250 
60 60 2000 350 
100 80 3000 430 
150 95 5000 560 

200 110 


| 
= 
ore 
s 
__ 
= 
= — 
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can easily be cone as described in that paper. .\s 
given above it meets tl.e san.e operating 
Table I. 

The ordering amounts determined in this way are 
such that the interest on the investment in stock, 
depreciation, obsolescence, insurance and the cost 
of reorcers when added together are as low as pos- 
sible. 

Sometimes it is found that buying the most eco- 
nomical amount to stock, as determined in Table 
[\ where discounts are not considered, is more 
economical than purchasing the most economical 
lot with discount and it is generally well to make 
this check. Since the item is moving at the rate 
of 1550 the first month, 1650 the second, and 1770 
the third, the quarterly rate of movement must 
average 16050 and at 5c each this is 3x 16050x5 or 
about $250 worth. From Table IV the amount to 
purchase (neglecting discounts) is approximately 
$125 worth (2,500 units’ which would last approxt- 
mately 6 weeks. Introducing this into Table I, a 
figure of 101.12 is obtained. This is larger than the 
lowest figure in Table III, so 6000 at 2% should 
still be purchased. 

Variation in Periods Allowed for Payment 

Quite frequently variations in periods allowed 
for payment (“Payment Periods’) are offered as 
well as discounts. Suppose in the above examp'e 
that Company A’s terms are 90 days while Com- 
pany }} will only offer 10 days. The effect on the 
overall cost can readily be found by the use of 
Tabte V. Su»pose the interest rate on money in- 
vested in stock is 5%, then the credit for 19 davs 
(From Table V) is found to be .14 and the credit 
for SO days is 1.23. In order to take “Payment 
Periods” into account, these fieures should be sub- 
tracted from the figures obtained from Table I. 
When this is core. after deduction for discount. 
the results obtained are shown in Toble VI. Since 
the lowest figure again expresses the best terms, 
it is now found most economical to purchase 3,000 
from Cempany A at 1% discount, net 90 days. 

Transportation 

‘s tle lot size increases there is usually a good 
chance to male a siving on transportation. In 
general this is rot an amonnot large enough to 
warrant the purchase of a larger lot size but since 
the larger lot is usually associated with a larger 
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discount the combination may be so profitable that 
the larger lot should be purchased. 

It would be both tedious and impractical to 
prove this by taking into account all the economic 
factors one by one but it becomes a simple matter 
if the discount table (Table I) is used. The fol- 
lowing example will illustrate the method to be 
followed. 

Suppose in the example given on page 2 there 
is a saving of $1.50 on transportation it the item 
is bought in lots of 6000 instead of 3000 or 5000 
and a saving of $3.60 if bought in lots of 12,000, 
Proceed to find the most economical size of lot 
taking into account both discounts and Payment 
Periods until Table VI is obtained. The first and 
last columns of this table are repeated in Table 
VI. 

Now express the transportation saving as a dis- 
count. This is easily done by multiplying the saving 
on transportation by 1(0 and dividing by the cost 
of the order. On the 6,000 lot at a cost of $300 there 
is a saving of $1.50 so this is equivalent to a dis- 
count of $1.50x100/300 or 50%. On the 12,000 lot 
at the cost of S600 there is a saving of $3.60 so this 
is equivalent to a discount of $3.60 x 100/600 or 
O°, (NX tab'e from which these figures can be 
cbtaired directly should be made if these calcula 
tons have to be made often Now subtract these 
discounts from the figures in the right-hand column 
of Table VII, deriving Table VIII. 

\s before, the lowest figure in the right-han« 
column indicates the most economical lot size to 
order: it will be noticed that whereas before it was 
the orcer for 3,000 it is now the order for 6 OOO 
lems due to the saving in transportation. 


More Risk When Purchasing Larger Lot Sizes 


Tab'e TL has been prepared with a 2% risk charge 
ircluced in tle carrying rate on stock for deprecia- 
tion. obsolescence, etc.. which should apply to a 
mocerately sized lot. Suppose that a larger lot 
should carry a 5 charge because of the increased 
rsk. To take care of this, simply multiply the num- 
ber of weeks the larger lot size will last by the 
difrerence in the risk factor (5%—2%) or 2% and 
add the result to the number obtained from Table I 
after making all deductions for discounts, Payment 
Periods and transportation. As before the lot w'th the 
lowest figure is the most economical one to carry. It is 
obvious, of course, that if the small lot is alreacy the 


TABLE V 


To be used with the discount table (Table |) to apply the 
correct factor for savings from variztions in periods allowed 
for payment. Subtract the figure given below for the correct 
interest rate and payment periods, from the figure obtained 
trom Table | after the discount rate has been deducted. Do 
this for different lots and payment periods, and the Icwest 
figure indicates the most economical lot size to purchzse. 


PAYMENT 

PER I00S INTEREST RATE ON CAPITAL INVESTED IN STOCK 

(DAYS ) 4% 5% 6% 8% 
$0.05 $0.07 $0.08 $0.11 
10 216 ait 
15 16 33 
60 .66 1.32 
90 1.23 1.48 1,98 
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most economical regardiess of risk this 
check does not need to be made. 

To see how this works take the same 
example as before and suppose that 
the 2% risk charge included in Table 
1 is satisfactory tor the 3,C00 lot but 
that the 5,000 and 6,000 lots should 
carry a 5 charge and the 12,000 lot 
an 8% charge because of the increased 
risk. Take the 5,000 lot first. From 
Table II, it is seen that this amount 
will last 3 months or 13 weeks. So the 
amount to add to the figure for this 
lot in Vable VIII is (50¢—2e) times 
13 or 03 x 13 or .39. The resultant in- 
dex figures are shown in Table IX. 

Again the lowest figure in the right- 
hand column indicates the most eco- 
nomical size of order. Due to the in- 
creased risk it 1s seen that it is advisable 
to purchase 3000 instead ot OUOU. 


Preparation of Discount Table 
(Table 1) 

\When purchasing a supply of stock 
there are two factors which together 
determine the operating charges. One 
is the share of general overhead which 
remains constant for a given period of 
time and the other includes all the 
variable charges such as interest on 
the capital invested in stock, a charge 
for insurance, obsolescence, deprecia- 
tion, purchasing costs, etc. 

Now ‘Table I is used to make a 
comparison between different methods 
of carrying stock for any one stock 
item. Consequently the charge for 
overhead can be taken at any figure 
because it cancels out when the com- 
parison of costs is made. In the tabie 
it has been ta’en as $100. 

The second factor includes all the vari- 
able costs listed above which change with 
the amount of stock carried; and has been 


TABLE VI 
(1) (2) (3) (4) (5) 
Figure from 
Lot Table | less “Payment Credit from Index 
Size Discount Discount Rate Periods”’ Table V Figure 
3000 1% 100.16 90 days 1.23 98.93 
5000 1% 100.40 10 days .14 100.26 
6000 2% 99.53 10 days 14 99.39 
12000 3% 99.72 10 days 14 99.58 
TABLE Vil 
Lot Size Index Figure 
3,000 98.93 
5,000 100.26 
6,000 99.39 
12,000 99.58 
TABLE Vill 
(1) 3 
Net Saving from 
Lot Figure Transportation Expressed Index 
Size Table Vil as a Discount Figure 
3,000 98.93 — 98.93 
5,000 100.26 — 100.26 
6,C00 99.39 98.89 
12,000 99.58 .60 98.98 
TABLE IX 
Lot Index Figure Time Lot Add for Index 
Size Table VIII W.|i Last Increased Risk Figure 
3000 98.93 8 weeks — 98.93 
5000 100.26 13 weeks 13 = 100.65 
6000 98.89 15 weeks 03 x 18 = .45 99.34 
12000 98.98 30 weeks .06 x 30 =1.8 100.78 
TABLE X 
Weekly Number of times 
Demands on Out of Stock per 
Year Inventory Stockroom 100 Demands 
1931 $62,046 1,833 No record 
1932 41,262 1,274 sg 
1933 36,314 993 
1934 37,869 1,139 0.30 
1935 38,082 1,266 0.43 
1936 36,212 1,405 0.28 
1937 37,286 1,562 0.24 
1938 33.525 1,459 0.35 
1939 35,894 1,482 0.34 


based on each $100 worth of stock sold in a year. This 
allows the desired comparison of costs and has two ad- 
vantages; the table can be used for any stock item re- 
gardless of the amount sold in a vear; and the discount 


can be taken as 1 for 1%, 2 for 2%, ete., 


in the text. 


as explained 


In Table I it has been assumed that the carrying 
charge is 9% (made up of 6% for interest on capi- 
tal invested in stock, 2¢¢ for depreciation and obso- 


lescence and 1% for insurance) and that 7Uc is the 
average cost of placing additional orders for stock 
Other stockrooms will, of course, have different 


operating factors than those given above. The 
author will, on request, be pleased to discuss the 


preparation of a similar table for different operating 


~ 


conditions. 


Operating Results 


Several of the stockrooms in Bell Telephon 
Laboratories, Inc., which had been operating for 
years on the basis of ordering stock in accordance 
with the judgment of experienced stockkeepers 
were placed in 1931 under the system described 
l‘urther improvements in the system have bee) 
made since that date, including those given i 
this paper, and as they were perfected they 
were put into use. The effect on the inventory 
during a nine-year period is shown in Table \. 

It will be noticed that the inventory dropped 
42% while the demands ultimately decreased by 
about 19%. It will also be noticed that since 1934 
the demands have increased by 30% while the in 
ventory has decreased 5%. Meanwhile the out-of 
stock condition was maintained at the figure set in 
advance: once out of stock for every 300 demands 
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G. L. HARTMAN, Purchasing Agent 
of The Oilgear Company, Milwaukee, 
joined that organization in 1922, when 
the company was just eight months old. 
Gil had just taken his degree in Me- 
chanical Engineering at Marquette Uni- 
versity, but along the way he had ac- 
quired seven invaluable years of diversi- 
fied shop experience, the combination providing an 
ideal background for the purchasing requirements of a 
company with a highly engineered product. 

A native of Manitowoc, Wisconsin, young Hartman 
early felt the urge to mechanical endeavor, and left 
high school after two years to take a job with the 
Waukesha Motor Company, where he was placed at 
exacting work in the tool room, and loved it. The de- 
pression of 1914 came along, and as the youngest em- 
ployee he was laid off, but his interest in shop work 
was stronger than ever. He found an opening at the 
Waukesha Bridge Works and later returned to the 
motor company. 

After two years, he saw the advantages of finishing 
his education. By concentrated effort, he completed the 
balance of his high school course in one year, and saved 
enough in a year of tool making at the Allis Chalmers 
Manufacturing Company to enroll in the Engineering 
College at Marquette. Under the cooperative system, 
school terms alternated with periods of practical work 
in local industrial plants. Over the next five years, 
with a little time out for the army, Hartman made the 
first hand acquaintance of the Allis Chalmers foundry 
and operating departments, and did time study and 
routing for Nash Motors, while earning the Tau Beta 
Pi key in his engineering studies. 

In the young and small organization at Oilgear, he 
had contact with many phases of the work, including 
purchasing, which was of relatively minor importance 
at the start. As the company grew, however, the work 
increased in volume and consequence. Hartman devoted 
more and more of his attention to buying, and today 
heads a compact and efficient department of four, 
handling purchases, stores, receiving and_ shipping. 
Intimate familiarity with materials and their applica- 
tion, and what is expected of them, help to make it a 
real service department, where the language of the 
production and technical men is understood and spoken. 

In the Milwaukee Association of Purchasing Agents, 
which he joined in 1926, Gil has served as secretary, 
vice president, president, and national director. He has 
taken a keen interest in association work, both local and 
national, particularly in the educational program. A 
couple of years ago he headed a regional judging com- 
mittee on the Boffey Award. He inaugurated round 
table discussions of purchasing topics at the Milwau- 
kee meetings. For several years he has taught engin- 
eering subjects at the Milwaukee Vocational School, 
and has taken an active part in the purchasing courses 
at Marquette University and the University of Wiscon- 
sin Extension Division. 

Golf and a well equipped basement workshop pro- 
vide year-round recreation. Summer vacations are al- 
ways family affairs, for Mrs. Hartman and three fine 
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daughters share his enthusiasm for swimming, fishing, 
and roughing it in Wisconsin's northwoods. He finds 
time, too, to do his part as a good citizen, and has 
turned in an excellent report as Division Commander 
in Community Fund work. 


RENE H. GARROT, Division Purchas 
ing Agent of the United Fruit Company 
at New Orleans, has spent the whole 
thirty years of his business life with that 
rganization. Ten days after his gradu- 
ation from the School of Business and 
Commerce, St. Aloysius College, he got 
a temporary job as an extra stenog- 
rapher during the vacation period. It was supposed to 
last only a tew weeks at the outside, but they kept 
finding new jobs for the youngster to do, so that in 
the course of the next three years he acquired a well 
rounded training in many phases of the company’s 
operations, working successively for the Port Captain, 
Port engineer, General Agent, Accounting Department, 
Wireless Accounting, Commercial Freight Agent, and 
Passenger Department. 

In the latter part of 1913 he was assigned to clerical 
work in the Purchasing Department, and_ presently 
climbed to the top of that particular ladder with his 
appointment as Chief Clerk. In 1923 he was appointed 
Buyer. Two and a half years later he was Chief Buyer, 
in 1928 Assistant to the Purchasing Agent, and in 1930 
Division Purchasing Agent, the position he now holds. 

His success in purchasing is largely due to the fact 
that he has never tried to complicate the function un- 
necessarily. He considers the department primarily as 
a service organization, with perfect cooperation as the 
chief essential. His own experience in the various de- 
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partments before he came into purchasing work helps 
to make that cooperation intelligent and effective. 

His talent for cooperation is also apparent in his 
association record. He served two terms as president 
of the New Orleans Association, 1934-1936, and a year 
on the national executive committee as vice president 
for District No. 7. He was Vice Chairman of the 
N.A.P.A. convention at New Orleans in 1936. 

His golf game is rated as “good to fairly good.” It 
might be better but for the fact that he plays strictly 
for amusement, and business gets the first call on his 
time and serious attention. His real hobby is wall 
painting and the finishing of woodwork. He is also 
active in the Carnival Clubs, holds a lieutenant’s com- 
mission in the U. S. Naval Reserve, and is a worker on 
the New Orleans Association of Commerce Committee 
tor the Advancement of New Orleans. His daughter, 
Shirley, has just completed her sophomore year at 
Newcomb College, Tulane University. 


BASIL L. NELSON, |Division Purchas- 
- ing Agent of the Northern States Power 
Company, has a most consistent record. 
A native of St. Paul, he has lived there 
all his life. His first job, fresh out of 
high school, was as a purchasing de- 
partment clerk; within a year he was 
doing the buying, and he’s been pur- 
chasing for that company and its successor ever since. 
In 1926, two years after joining the Twin City Asso- 
ciation, he was elected secretary-treasurer of that or- 
ganization, and he’s been re-elected annually for four- 
teen terms. 

In the early days of his buying career with the St. 
Paul Gas Light Company, he commenced the study of 
law in the evening courses of the St. Paul College of 
Law. But after two years, eye trouble dictated an im- 
mediate abandonment of night school study. He has, 
however, found abundant satisfaction in purchasing 
work, which he considers one of the most interesting 
and useful threads in our economic fabric. 
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In his business philosophy, the entire structure rests 
upon the foundation of buying and _ selling, and 
follows that any improvement made in the relationshi 
existing between these two business functions naturally 
makes for a more sound and stable structure. In twenty 
years of purchasing he has seen this relationship 
proved tremendously. The type of buyer and of selle1 
has changed. [ach has become more expert, attained 
greater knowledge of the work he has to perform, ha 
developed a greater understanding and sympathy 
the other’s position as well, and has expressed this 
in greater cooperation, curtailing industrial wastes am 
increasing efficiency all around, to the benefit of all 
industry. Nelson himself, both as a competent buy: 
and as an active association worker, has contributed 
no little to this development. 

His abundant energies have been usefully applied 
in a wide variety of activities. He is a past president 
of the St. Paul Traffic Club, and has served that 
organization in many capacities. He is president ot 
the second largest Parent Teacher Association in Min 
nesota. He has taken an active part in the local Com 
munity Chest for many years. lour years ago he was 
one of the organizers of the St. Paul Winter S; 
Carnival Association, and served as its Purchasing 
Agent during the first two vears of its existence. It is 
a noteworthy record of achievement for a busy execu 
tive not yet out of his thirties. 

Iver true to St. Paul, Basil married his grade schor 
sweetheart. They have two children: Marilyn Jeanne 
aged 12, and Basil, Jr., 6. — 

Music has always been one of his favorite diversions 
He has sung with the Orpheus Club, St. Paul’s larg 
male chorus, and is still tolerated in the baritone section 
of the church choir. Around home, and strictly for his 
own amusement, he frequently does a bit of fiddling. 

In sports, swimming remains his pet activity, whicl 
is natural enough since he was an able competitor d 
ing high school days and spent his summers as 
guard. He enjoys golf, but admits that he is getting 
better fast. At the present time he is chairman of 
company’s golf league. Hunting is also one oi 
pleasures, in the Minnesota woods, of course. 
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“The Chairman of your Board wrote thanking me for a 
$30 order. I'm merely calling to tell him he’s welcome.” 
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SIX PRACTICAL PAPERS 
FROM THE GROUP MEETINGS 
AT THE N. A. P. A. CONVENTION 


STEEL SALES PROBLEMS 


By N. J. Clarke 


Vice President in charge of sales 
Republic Steel Corporation 


AY business is done today, it is per- 
fectly obvious that no company can 
return a satisfactory net profit without 
intelligent buying on the part of its pur- 
chasing organization. In our Republic 
conferences, in which I frequently take 
part with our purchasing people, I am 
continually impressed with the heavy re- 
sponsibilities they carry on their should- 
ers. 

First, with navigation open only part 
of the year, our purchasing people must 
estimate our ore requirements for the 
following season, not only as a whole 
but at individual producing points. This 
requires long-range forecasting of a high 
order. Scrap requirements must be fig- 
ured weeks and even months ahead. Such 
items as pig tin, manganese and other 
vital necessities which must be imported 
today from actual belligerents or from 
countries in the very shadow of war 
present tremendous problems. 

Then there are brick, timber, coal, 
limestone and hundreds of other items, 
all of which have their peculiarities and 
varying market conditions. These pur- 
chasing conferences have chastening 
effect on me, for I come away with the 
feeling that we peddlers really have a 
rather simple job compared to yours. 


Public Relations 


Whether they realize it or not, the 
purchasing executive and his assistants 
occupy front line outposts in the field 
of public relations. They can play a 
great part in building and maintaining a 
favorable relationship for their company 
with industry in general. Salesmen cir- 
culate widely. They are the radio an- 
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nouncers of Lusiness, and sometimes, | 
must admit, the town criers. 

If the salesmen who call upon you 
are treated with courtesy and consider- 
ation, their opimion of your company 
soon becomes known to the many other 
people they encounnter in the course of 
their work. ublic opinion ts an intangi- 
ble thing, but it is built up by the little 
things that people come to Leue-e about 
you through a few words dropped here 
and there. And no company ever suc- 
ceeds over the long pull without the sup- 
port of the man in the street. 

Perhaps it is unnecessary to have men- 
tioned this. I know from experience that 
the salesman’s life is far more pleasant 
than it once was. We still hear com- 
plaints on the time salesmen must waste 
waiting for interviews, but I find that 
the salesman who is really performing 
a service for his customers spends very 
little time cooling his heels. By the same 
token, we hear occasionally of the buyer 
who crawls into his hole and defies the 
salesman to sell him. He doesn’t worry 
us too much because if his management 
is alive to its responsibilities he won't be 
a buyer very long. 

What we are all after in the long 
run is to reduce the cost in time, money 
and effort of beth selling and buying, 
and this can only be done by both buyer 
and seller acquiring a workable under- 
standing of the other's problems. 


Price Policies 


As I look back on my early days in 
sales work, it seems to me that price was 
the determining factor in a great num- 
ber of purchases. Quality and service 
carried some weight, but the buyer who 
received the most orchids from the front 
othce was the one who could, by any 
means at his disposal, reduce the seller’s 
profit to the vanishing point. 

That policy, I am happy to say has 
been modified materially in recent vears. 
I have keen around too long to helieve 
that this is due to a surge of compassion 
and brotherly love on the part of the 
buying fraternity. It has come about 
for the simple reason that it is good 
business. The better qualified buyer of 
today is better posted on markets and on 
values than his predecessor. He knows 
that within reasonable limits there is a 
bottom price for every commodity. He 


1 eenl. realizes, moreover, that all 


nesses are inter-dependent, that 1 é 
can prosper greatly or for long 
expense of others. As a_ broad 


executive he is just as anxious, 
spending his firm’s money to. bes! 
sible advantage, to promote better 
eral conditions—just as anxious 
salesman or any operating man. 
There are occasions when any buy 
is able to buy at rumous prices be 
the salesman is there to get the 
at any price. Perhaps he is trying 
supplant some long established cor 
tor. Perhaps his management ts 
to increase plant operations on. thie 
guided premise that a higher oper 
rate will somehow return a_ pro 
gardless of the realized price. O1 
represent one of those outfits, fortu 
becoming less numerous, who d 
know their true costs and can not est 
lish the breaking-point between 
and loss. 


ty 


I consider it to be a sales function, a 
not a purchasing function, to estab 
fair prices and see that they are mai 
tained. I become more convinced 1 
most of the disastrous price brea! 
which occur from time to time in ¢ 
industry are due to the sales depart 
ments’ over-eagerness to get busin 
rather than to the buvers’ insistent pré 
sure for concessions. 

There was a day when the cost str 
ture was flexible enough to permit sor 
price concessions without complete saci 
fice of profit. Today this flexibility ha 
largely keen eliminated. | am thinkin 
largely in steel terms. 
aware, it is not only in base prices tha 
cuts occur, but that extras can also Ix 
cut, terms can be modified and a do 
other ways can be found to reduce thi 
net. The extras which | mention, apy 
ing to both quality and sizes, are di 
signed to cover only the additional 
involved. If they are excessive they «i 
feat their purpose by becoming an it 
tion and an incentive for price maniy 
tion. 

It is unfortunate that many buyers 
look upon extras as “gravy” added 
the steel producers to conceal their real 
prices. We need to convince steel user 
that extras are intended purely to 
pensate for additional costs of prod 
tion, 
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Most purchasers are opposed to sud- 
den upsets in the price structure of ma- 
terials used in the manufacture of their 
products. If they have reasonable inven- 
tories on hand they face substantial 
write-downs, which, rightly or wrongly, 


reflect on the buyer’s judgment. More- 
over, they are at once confronted with 
the necessity of deciding whether to load 
up at the low level or wait for a still 
lower price at the risk of missing the 
boat entirely. Production plans, based 
on a certain price level, must be revised. 
If the flurry is a short one, it is highly 
questionable whether the lower prices 
benefit anyone. 


Fixed Costs Are Higher 


Many factors have contributed in re- 
cent years to the increasing rigidity of 
our cost structure. Not only have costs 
risen rapidly, but a substantial propor- 
tion of them are entirely beyond any pos- 
sibility of correction on our part through 
the usual channels of better methods or 
increased efficiency. These new elements 
of cost apply to every business, large or 
small. In proportion they weigh heavily 
on every organization, and play a large 
part in the long postponement of busi- 
ness stabilization. 

Higher Federal, State, County and 
City taxes not only serve to increase the 
taxpayer's direct burden, but apply as 
well to every vendor from whom we 
purchase material, resulting in a com- 
plete cycle of higher costs. Another re- 
sult is the virtual doubling of our ac- 


counting and legal work, as well as the 
enormous increase in the cost of making 
tax returns, schedules and reports. All 
of these extra costs must be passed on, 
by all industry to the users of its prod- 
uct and finally to the ultimate consumer 
whom these taxes were designed to 
benefit. 

There are many other elements, some 
of them highly artificial by former stand- 
ards, which enter into fixed costs today. 

Steel wages are now above 1929 levels. 

Wage increases have been continued 
without regard to price levels or market 
conditions. 

Most wage workers now have vaca- 
tions with pay. 

The work week has been reduced by 
law and time-and-a-half must be paid 
for all over-time. Steel output in 1939 
was 16% below 1929. Total employ- 
ment was up 5%. 

Group insurance has become more gen- 
eral. 

Welfare expenditures undreamed of a 
few vears ago are now the price of good 
labor relations. 

Wage and hour laws have reduced the 
productivity of salaried employees. On 
October 25th the official work week will 
be reduced from 42 to 40 hours, neces- 
sitating still more people to keep the 
wheels of business moving. 

An entirely new burden of legal and 
accounting expenses due to Securities 
and Exchange Commission requirements, 
registration of securities and = many 
others. 


BUYING GAS AND OIL 


By Ward Alexander 


Assistant Purchasing Agent 
City of Schenectady 


are three possible ways 
in which a municipality can pur- 
chase gasoline and oil. 

(1) A contract with some established 
chain of service stations for de- 
livery to city equipment in the 
normal business routine. 

(2) Purchase in bulk by the munici- 
pality for distribution from a 
central point. 

(3) Purchase in small quantities 
from several garages or storage 
places. 

Which system shall be used depends 
to a large extent on the control the 
municipality has over three other fac- 
tors: 

(1) The centralization of equipment 

storage. 

(2) Facilities to test and control 
quality of the gasoline and oil 
purchased. 


(3) The facilities to control the dis- 
tribution without waste. 

Inasmuch as Schenectady is a com- 
pact municipality, it was decided that 
the central storing of equipment and 
the centralized distribution of gasoline 
and oil after purchase in bulk would 
be the most economical. In addition, 
the City of Schenectady has adequate 
facilities for testing all such purchases. 
Since that decision was made, vear by 
year improvements have been made in 
the purchasing, the testing and dis- 
tribution of gasoline and oil. There 
are still some weaknesses in the proce- 
dures; we are far from having a 100% 
perfect set up but the set up this year is 
much better than it was last vear, and 
last year and the years before showed 
improvements over preceding years. 

The big improvement this year has 
been in distribution. A new gasoline 
service station has been opened for use 
with all the most modern equipment 
and with a very comprehensive record 
system. On the face of it, this may 
not seem important from a purchasing 
standpoint, but when I tell you that 
before this new equipment was used, 
we got only about an average of 40 
gallons of oil that was accounted for 
out of a 55 gallon drum, whereas now 
we account for all of the 55 gal- 
lons of oil in a 55 gallon drum, you 
can easily visualize its importance. In 


a measuring beaker 


\\ hether we are buyers or sellers, this 
is a situation of very grave concern to 
all of us. It is a condition to which we 
must give increasing attention to the end 
that corrective action may be taken. 


Reciprocity 


One more factor which has assumed 
increasing importance to the point of be- 
ing sadly overdone, is our old friend 
Reciprocity. It is only natural that we 
should buy, when we can properly do so, 
from our friends. But the scientific, sys- 
tematic highly organized form which 
reciprocity buying has taken in recent 
times is as distasteful to most sellers as 
it must be to all purchasers. If all sell- 
ing were done on a reciprocity basis, bus- 
iness could close out its sales depart- 
ment, fire the salesmen and substitute a 
few good, accurate bookkeepers. 

Direct reciprocal relations are natural 
and proper, but when they are carried to 
the second, third and fourth generation 
it becomes a serious problem to every- 
body involved. Certainly it handcuffs the 
purchasing executive and sadly limits his 
ability to function in the best interests of 
his company. 

| hope the whole reciprocity question 
will some day get a thorough overhaul- 
ing. Where it is carried to extremes it 
will ultimately defeat its own purpose, 
for any sales department requiring the 
constant use of the reciprocity crutch 
will eventually find itself outdistanced by 
its more alert and aggressive competi- 
tors. 


other words, as far as the municipality 
goes, we are saving 30% on the cost 
of oil by the use of this new equip- 
ment. The savings in gasoline, while 
not as startling, are also material and 
bring home forcibly the need for the 
Purchasing Department to check on 
the possibilities of distribution before 
advocating any method of purchase. 
The first savings may be more than 
lost by later waste. 

For many years Schenectady has 
had facilities for testing gasoline and 
oil, but during the last year procedures 
have been improved and the tests ex- 
panded. The normal test was made 
as to distillation range, corrosion and 
certain other physical characteristics, 
and each shipment was accompanied 
by the refinery certification that the 
octane rating was not less than 72. 

All tests and samples are made in 
compliance with standard methods of 
the American Society for Testing Ma- 
terials and American Petroleum In- 
stitute. In addition to this standard 
sampling procedure on gasoline the 
City has devised a test for determin- 
ing the presence of water in the gas- 
oline truck. 

Approximately one gallon of gaso- 
line is drawn into a five-gallon con- 
tainer from each of the compartments 
by the quick openings of a bottom 
draw-off valve. The gasoline is per- 
mitted to settle, the upper portion is 
decanted and the residue is poured into 
Any water con- 
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tained in a truck is thus concentrated 


in the beaker, and the presence ot 
any undesirable moisture is immediate- 
ly called to the attention of the Pur- 
chasing Agent. 

With this testing procedure, we are 
in a position to buy unbranded gaso- 
line and oil under standard specifica- 
tions, and be certain that we receive 
what we pay for. However, we do 
not do this and I expect that the next 
important improvement in our. pur- 
chasing procedures will be the pur- 


chase of these supplies under con- 
tract in accordance with specifica- 
tions. 


When Schenectady’s Industrial Cen- 
ter was set up, provision was made 
so that we could buy in tank car lots. 
This provision was the installation 
of two 10,000 gallon gasoline tanks. 
Possibly because of our nearness to 
tidewater gasoline storage facilities, 
we have found that we can buy as 
cheaply in transport lots in tank 
car lots. 


as 


The Right Grade 


Considerable thought should 
given to the grade of gasoline and 
oil purchased to be sure that it pro- 
vides most economic operation of 
equipment. Just as in the case of other 
it not always most 
economical to buy the cheapest ar- 
ticle. Schenectady buys the regular 
grade gasoline as this has been found 
to be most satisfactory in its various 


be 


commodities, iS 


types of equipment. Determination 
of the type and grade of oil to be 
purchased is a much more compli- 


cated problem, however; we have found 


that the various oils do not act uni- 
formly in different equipment. As 
an example we had considerable dif- 
ficulty with our diesel engines and 
some ot the small gasoline motors. 


These troubles were entirely removed 
after we discovered the proper oil to 


use. In this case the plugs were 
constantly being fouled going 
out of service. Breakdowns are very 
costly and all breakdowns that could 
be traced to the grade of oil used 
have now been eliminated. 

If specifications are used they 
should be drawn very carefully by 


someone having thorough knowledge 
of the problems involved. If only 
small amounts of either gasoline or 
oil are purchased, it desirable to 
obtain standard products from respon- 
sible suppliers, and to purchase by 
trade names or brands. 


is 


should broad 
enough to permit reasonable compe- 
tition. Allowance should be made 
for the different methods of manufac- 
ture that 
finished 


Specifications 


can produce an acceptable 
product. It important 
when purchasing against specifications 
that the muncipalities should have la- 
boratory facilities to check products 
purchased. It is advisable that lubri- 
cating oil be considered under actual 
operating conditions in a thorough test, 
before making a major purchase. 


is 
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CONTROL OF STORES 
By R. C. Harris 


General Storekeeper 
The Pennsylvania Railroad Company 


% 


| 


stock control 
is a directing, guiding or restrain- 
ing power over the procurement of ma- 
terials and supplies. The personnel han- 
dling the work therefore must have the 
ability and experience to direct, guide 
and It imperative for a 
supply officer not only to realize that 
sound principles exist for his guidance, 
but that he take full advantage of them. 

Let us look briefly at a few of the 
principles which may he 


restrain. is 


defined : 
First, it is imperative that close and 


sympathetic contact be made with the 
users of material. The supply. officer 
must know something about the user’s 


methods and his future plans. There is 
no adequate substitute for this contact. 
The supply fortunate indeed 
if the user works on a budget. In that 


he 


1s 


officer 


event can, through experience, de- 
termine the percentage of the budget 
which is represented by material. It 


will not tell him how many units of each 
kind must be provided to carry out the 
budget, but it will tell him the total 
value of the material which must he 
purchased or manufactured. The supply 
officer must then from his own records 
determine what proper balance 
among the various kinds of material re- 


is 


a 


quired. It is here that records of the 
manner in which stock is used form a 
vital source of information for future 


guidance. If a budget is not prepared 
hy the user, the supply officer still has 
recourse to the plans of 
his own records 


the user and 
for guidance. Without 
a budget, the work of the supply officer 
is made far more difficult. 
\ second principle of stock control 
the of the responsi- 
bility for quantities ordered, the direct 
custody of unapplied material and_ its 
distribution to the users, combined with 
a highly centralized control over the 
time when orders are prepared, the de- 
scriptions of materials ordered, and the 
general policy which is to govern the 
preparation or orders. If one hundred 
men are engaged at widely scattered 
points in the preparation of orders and 
must supply users at those points, those 
men should be trained in the methods 
you want used and then place upon 
them the responsibility for the results. 
The reason for this is two-fold; first, 
stock control is most likely to get out 
of hand sudden and 
changes in economic 


decentralizing 


Is 


violent 
conditions. 


occur 


It is then that action must be quicl 
The combined efforts « 


forceful. 


experienced employe engaged in or 


ing is required to meet 


th 


si 
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One group alone cannot accomplish 
change effectively, and it is hers 


the 


train 


ing 


carried 
times brings dividends. 


along 


The 
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son is that a centralized ordering 


is too far away from the actual 
the material and from the changes 


are constantly occurring in tha 
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place 
small 
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us 
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COUNTY PURCHASING 


By Jos. W. Nicholson 


Purchasing Agent 
City of Milwaukee 
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T PRESENT approximately 200 
cities, 75 counties and all but 


two states of the Union have some 
type of centralized purchasing. The 
degree of business efficiency of these 
departments varies from the most in- 
efficient, where the buying function 
has been centralized in one depart- 
ment presided over by a political ap- 
pointee chosen for his skill as a vote- 
getter, to the most efficient which 
compares favorably with the most 
successful industrial purchasing de- 
partment in the country. 

When you consider there are 3,070 
counties in this country, it is surpris- 
ing that so few as 75 have done any- 
thing in this direction. In this group 
of 75, however, will be found some 
of the most efficient public buying or- 
ganizations in existence. 

The study of county purchasing 
was started by the Governmental 
Purchasing Committee in November, 
1937. At that time it was found that 
information was very meager as ap- 
parently no previous attempt had been 
made to obtain and correlate this in- 
formation. The first step was to con- 
tact the 3,070 counties by question- 
naire. This questionnaire sought in- 
formation as to laws, practices and 
administrative organization relating to 
county purchasing. The replies re- 
ceived were sufficient to form an au- 
thentic basis for the development of 
this study. 

In collaboration with this study 
Robert A. Martino, Division of Codes 
and Specifications, National Bureau 
of Standards, Washington, D. C., sent 
a questionnaire to the purchasing of- 
ficials of all counties to determine the 
extent of the use of U. S. Govern- 
ment standards and specifications as 
well as the extent of inspection and 
testing practices; whether purchasing 
is centralized and by what authority; 
also the method of appointing the 
Purchasing Agent, by civil service or 
otherwise. 

Mr. Martino received a total of 1,- 
177 replies. It was found out that in 
more than 600 counties purchases are 
made by the county clerk, by some 
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other individual appointed by the 
supervising board subject to board 
approval or by the board itself. In 
500 other counties it was stated that 
no purchasing agency was maintained 
and that purchasing is done by the 
heads of individual departments or in- 
stitutions. However, the purchases of 
many of these counties are subject to 
the approval of the county purchasing 
board. 

Among the 75 counties having cen- 
tralized purchasing, the purchasing 
authority is usually appointed by the 
supervising board or commission of 
the county under the general author- 
ity granted to it by the state legisla- 
ture. The duration of their appoint- 
ment, in many cases, is indefinite and 
subject to the pleasure of the gov- 
erning board. In a few cases the ap- 
pointment of the County Purchasing 
Agent is made on an annual or bien- 
nial basis. When the county manager 
plan is in effect, the manager usually 


appoints the Purchasing Agent. In 
several counties civil service examina- 
tions are held for the selection of ad- 
ministrative officials. 


Standards and Tests 


Regarding the use of standards and 
county purchasing, 
the survey showed that approximately 
523 counties reported general use of 


specificatl ms in 


standards and specifications on which 
to base contracts for purchases. Tech- 
nical specifications for road and 
bridge construction are usual'y pre- 
pared by the county engineer or the 
superintendent of highways. On other 
types of general specifications, Pur- 
chasing Agents or committees con- 
sisting of the Purchasing Agent and 
departments interested prepare spec- 
‘fications tor materials, supplies and 
equipment. Approximately 112 coun 
ties state that they have adopted and 
used Federal specifications on which 
to base contracts for purchases while 
75 employ standards and specifications 
prepared by national technical organi- 
zations’ testing laboratories. 

Of the 162 counties in 28 states re 
porting the use of laboratories for 
testing commodities purchased by the 
county, only 14 maintain their own 

. Continued on page 87 


STANDARDIZATION AND 
SIMPLIFICATION IN THE 
STEEL INDUSTRY 


By R. E. Zimmerman 

Vice President in charge of 

Research and Technology 
United States Steel Corporation 


XPERIENCE throughout industry 

has been that a reasonable degree 
of standardization has exerted a con- 
structive and helpful influence in many 
ways. It has made for efficiency and 
economy in production and has reduced 
or eliminated confusion in use. Both the 
producer and the consumer have gained 
thereby. So well has the principle oper- 
ated with respect to numerous com- 


monly used products that items falling 
outside the standard fields are called by 
special names. 

In widely diversified fields the advan- 
tages of standardization are readily 
recognized. From pipe sizes to safety 
codes, building blocks to food containers, 
hose connections to railroad track 
gauges, the adoption of standards has 
been beneficial. Automobiles are avail- 
able, not to individual specification but 
in standard models produced in quantity 
and at low cost, so that they are within 
the financial reach of millions of pur- 
chasers, Variations in nonessential tea 
tures are procurable, but at increased 
prices. Suitable tires may be secured 
almost anywhere in America because 
sizes have been standardized. Electric 
lamp sockets are uniform throughout the 
country and there is no longer the 
tedious ordeal of fumbling in the at- 
tempt to connect a fixture cord to an 
ill-fitting outlet receptacle. Standardiza- 
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tion has been projected into so many 
processes and products now in daily use 
that we forget the laborious measures 
by which it was advanced from one item 
to another, step by step. The tendency 
is to take for granted many of the bene- 
fits which were won by years of evolu- 
tion and patient endeavor. 

It is readily apparent that whatever 
of standardization there be, it must be 
expansive enough to provide for neces- 
sary varicty and selection, and dynamic 
enough to permit of improvement and 
progress. 

In the steel industry, standardization 
has not been irrationally reverenced, but 
it has not, by any means, been treated 
as a stranger. Almost fifty years ago the 
Association of \merican Steel Manufac- 
turers, after due experiment and investi- 
gation, adopted a set of standards relat- 
ing to the physical properties and chemi- 
cal composition of boiler plate, struc- 


tural steel, and rivet stock. The specin- 
cations served a useful purpose in their 
time, but with continual advancement in 
the technique of steel making and with 
new requirements arising in the trade, 
they became obsolete and have long since 
been superseded by others. 
Stardardization of products, which is 
logically of more direct interest to the 
consumer than standardization of prec- 
esses, has been playing an increasingly 
important role in the steel industry for 
several decades. Cne of the interesting 
examples is the standardization effected 
in the series of wide flange beams, 
whereby the respective numbers pro- 
duced by the several manufacturers are 
readily interchangeable. The provision 
of the convenient and logical geometric 
series of beams was, of itself, an effect- 
ive move toward simplification and 
economy; the added feature of inter- 
changeability enhanced the value of this 


whole project for the structural ind 
try. Similar benefits were realized w 
sheet steel piling was rationalized as t 
design, then standardized, and produce: 
in sections best suited to meet the c 
ditions encountered in engineering pra 
tice. 

Pig iron, the prod-ct of the bla 
furnace, is regularly produced in g1 
which have been set up as standat 
specific purposes. Each fully integrat 
steelmaker may produce whatever 
of iron he chooses for his own ope! 
hearth or Bessemer operations, but 
does not have any such leeway in 
plying iron for foundry purposes. A 
matter of fact, even in the case o 
metal intended for conversion into st 
the supposed degree of freedom is some 
thing of an illusion, because econ 
considerations as well as metallurgical 
factors demand that iron for open heart] 
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ENGINEERING ASPECTS OF CORRUGATED 
CONTAINER PURCHASING 


met SIX years ago an investiga- 
tion was carried out in our plant 
with the object of ascertaining if savings 
could not be made by revising the di- 
mensions of some of the fibre shipping 
cases used for packing our main items. 
By re-assembly of some of the units in 
the cases or actually changing the num- 
ber of units packed to the case, consid- 
erable savings were made by reducing 
the total area of the sheet required to 
make up the new proportioned cases. 
The cutting down of the flap area of the 
cases plaved a most important role in 
attaining the desired results. 

A complete survey of warehouse con- 
ditions in both cosmopolitan and other 
areas was carried out and reports show 
that shipping cases were not only badly 
damaged in transit, but were also break- 
ing down in storage, with consequent 
damage to their contents. 

The results of these surveys and in- 
vestigations threw an entirely new light 
on the manner in which shipping cases 
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By A. V. Grundy 


Packaging Engineer 
Co‘gat>-Palmolive-Peet Company 


were damaged in transit and storage, 
compared to the conception most people 
had of the treatment shipping cases 
undergo during shipment by truck, rail 
or boat. The fatigue load which cases 
were expected to counteract when 
stacked in some outside wareliouse, was 
unbelievable. 

The next step undertaken was to re- 
move as much as possible all unneces- 
sary causes of damage to shipping cases 
by bringing same to the attention of the 
various transit companies, who immedi- 
ately gave us their full co-operation in 
every way possible to eliminate these 
factors. Remarkable results were obtain- 
ed on later shipments of merchandise to 
the same territories from which most of 
these complaints had originally been re- 
ceived. 

Further steps were taken to minimize 
the efforts of uncontrollable damage the 
containers had received at their most 
vulnerable points during transit, as 
brought out during the survey, by 
strengthening the cases at these weak 
spots. 

As a result of information obtained 
from various suppliers and independent 
testing laboratories, it was decided that 
we would immediately adopt some of 
their suggestions to improve’ and 
strengthen the quality of our shipping 
cases, but in order to really be certain 
that improved strength quality had been 
incorporated in the new cases, it was 
imperative that the necessary testing 
equipment he immediately installed at 
our Control Laboratory in the plant. 


We, therefore, erected a beam 
Compression Testing Machine which wa 
a duplicate of one which had beet 
successful operation at one of out 
plier’s plants for several years. In 
of a Constant Humidity Room for 
ditioning the cases prior to tests o1 
machine, we place them in a room 
is least subject to rapid changes in at 
mospheric conditions, leaving thet 
posed to room temperature for a pei 
of at least 48 hours to attain equilil 
as soon as possible before testing. \\« 
and dry bulb thermometer readin 
taken to obtain the Relative Him 
at the time the cases are subj 
Compression Tests and by means 
conversion factor table these read 
are transposed to give results olrtainé 
at 38% Relative Humidity and 7% 
Moisture Content. Duplicate tests cart 
out by various suppliers and an 
pendent laboratory, compared to 
tests on our own Compression Machine 
showed that both the machine and Kela 
tive Humidity Factor Table were ac 
curate enough for practical industria 
purposes. 

We were now in a position to chi 
the quality of all shipping cases received 
from our various suppliers relative 
compression resistance. Without the 
of this Compression Machine it wou 
have been impossible to check the qualit 
of the cases delivered to us by our 
pliers and find ont the many causes of 
previous failures of our cases which had 
for years been indiscernible, by mere 
visual or manual inspection. 
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; , COMPARATIVE VALUES OF DOUBLE FACE A FLUTE 
Comparative CORRUGATED CASES WITH EQUAL FABRICATION 
Valuesot —— — - 
Commercial] Same as .016 Liner Inside and Out, Vertical Corrugations 
Grades of 
.016 Liner Weight Mullen Comparative Score Line Strength % 
Vert. Scores Horiz. Scores Compression 
Mullen 32# 26# 32# 26% 32# 2# % 
Actual Straw Kraft Straw Kraft Straw Kraft Straw Kraft Top End 
100#—.016 Jute or Filled Cyl. Kk. 
High 110 196 186 240 250 108 123 105 131 108 110 
Low 90 168 158 200 210 92 106 91 114 93 90 
Standard Special 100 187 177 220 230 100 115 100 125 100 100 
Solid 56# Cyl. Kraft High 165 184 174 350 350 135 151 127 154 103 103 
Low 125 168 158 270 270 115 129 113 136 97 86 
Ave. 150 175 165 295 295 125 140 120 145 100 95 
52# W.F. Four. Kraft High 115 172 162 250 250 82 95 142 170 107 88 
Low 105 164 154 230 230 68 85 127 150 100 79 
Ave. 110 167 157 240 240 75 90 135 160 103 83 
47# Semi W.F. Four. Kraft High 105 164 154 230 230 73 88 130 156 107 87 
Low 100 152 142 220 220 67 82 120 146 100 78 
Ave. 103 157 147 225 225 70 85 125 150 103 83 
42# Dry F. Four. Kraft High 100 156 146 220 220 71 88 132 160 100 84 
Low 85 144 134 190 1%) 62 76 114 133 94 74 
Ave. 95 147 137 210 210 65 80 120 145 96 77 


This machine proved conclusively that 
high quality in the fabrication of the 
cases was essential if we were to over- 
come the troubles we had had in the 
past with damaged goods in both transit 
and warehouses. 

From this date on due to the informa- 
tion obtained by repeated Compression 
Tests on this machine, compression 
standards were incorporated on all our 
container purchase specifications, after 
mutual agreement had been reached with 
our main suppliers that it was possible 
for them to meet these requirements. 

The effect of the introduction of Com- 
pression Test Standards for all our con- 
tainers was immediately noticeable in a 
decided falling off of complaints of dam- 
aged goods received by both outside 
warehouses and retailers, but we have 
not entirely eliminated them and_ will 
always have to consider improvement of 
cases by change in design, which in- 
cludes style, size and direction of flutes 
or location and dimension of flaps. 

Materials used in the manufacture of 
containers may also be considerably af- 
fected by the contents of the case (i.e. 
high or extremely low moisture content 
soaps) requiring possible changes to the 
type of liner or corrugations used in the 
manufacture of the cases, but none of 
these items affects the strength of a case 
so much as the quality of fabrication in 
the case. 

The main causes of poor compression 
performance in corrugated are 
due to: 


cases 


1. Leaning walls of the flutes (crushed 
or dragged). 

2. High and low corrugations. 

3. Poor adhesion of the flutes to the 
liners. 


4. Spotty adhesive of flutes to the 
liners. 

5. Wide finger lines. 

6. Crushed corrugations due to poor 


printing operation or taping. 
7. Faulty stitching. 
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The aforementioned faults in their re- 
spective order were the main causes of 
cases failing to meet our compression 
specification standards when we. first 
started testing all deliveries of cases 
from suppliers. 


A Source of Weakness 


During the survey of damaged cases 
in warehouses and retail stores, one of 
the main causes of damage to our orig- 
inal shipping containers was due to badly 
scuffed and split open horizontal or ver- 
tical scores which not only exposed the 
contents of the containers to the ele- 
ments but caused them to completely 
break down when stacking in piles on 
the warehouse floor. 

At this point, and in line with this 
subject, I wish to call your attention to 
some figures recently forwarded to us 
by one of our leading container manu- 
facturers. 

The accompanying table indicates that 
where the difference lies in line 
strength, kraft liners are much superior 
for horizontal score line strength than 
jute liners. But for vertical line 
strength, jute liners, owing to the grain 
of the liner running horizontally around 
the case in the opposite direction to the 
vertical flutes, showed a decided advan- 
tage in this direction. 

We have found that it is well to con- 
sider very carefully whether the sealed 
flaps of containers will always ride up- 
permost during shipment and when 
stacking on the warehouse floors owing 
to the shape of your container. In other 
words, apparently, the shape of your 


score 


score 


container decides whether the vertical 
or horizontal score lines will receive 
the most scuffing and strain during 


shipment. 

Up to now no mention has been made 
of the use of interior packing materials 
for certain items to insure their perfect 
fitting into the case, so that all the items 


therein are either braced against each 
other, the walls of the case, or against 
suitable interior pads or other packing 
materials. It must not be overlooked 
that a perfect fit of the contents of the 
case to its interior is essential to prevent 
distortion during shipment, otherwise, 
unavoidable damage to case and con- 
tents will result with disastrous results. 
Care must be specially exercised in the 
packing of goods for export shipment. 
For the buyer of small quantities of 
shipping containers who could not rea- 
sonably afford the installation of a com- 
pression tester, visual or manual exam- 
ination of representative samples taken 
from a regular delivery should enable 
him to be reasonably sure of obtaining 
well fabricated cases which should give 
better service than those previously ac- 
cepted without such examination. 


Visual Inspection 


Visual or manual inspection includes 
the careful checking over of the print- 
ing and its appearance, perfection of 
slotting and trimming, application of 
tape or stitches and depth of scoring. 
Dimensions should be also carefully 
checked and the case made up and flaps 
closed to determine score line accuracy 
and strength. 

It is to run the fingers 
lightly over the printed surface of the 
cases, especially where printing is the 
heaviest, to make sure that the corru- 
gations have not been broken down by 
printing operations. If depression in the 
corrugations are noticeable, cut through 
the liner and corrugations below 
with a very sharp razor blade, fold the 
cut portion back on itself and examine 
the flutes for unevenness in height. This 
examination should be carried out in dif- 
ferent locations on the panels of the 
case as it gives sure indication of faulty 
construction and are the points at which 
the case will readily collapse under com- 
pression during shipment or storage. 
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top 
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THE MARKET PLACE 


ACIDS 


Muriatic, 18 cwt: ........ 
Nitric, 36 deg., cwt. .......... 
Oxalic, Works, cwt. .......... 
Phenol, Works, cwt. ........ 
Sulphuric, 66 deg., ton ...... 


\ 
BUILDING MATERIALS 


Brick, N. Y. dock, per M...... 
Cement, f.o.b. plant, bbl. ..... 
Glass, single B, per box........ 
Nails, wire, per keg ........ 
Oak flooring, per M. ft 


CHEMICALS 


Alcohol, denatured, gai......... 
potest, CWt.... 
Alumina Sulf., Comm., 
Ammonia, aqua, 26 deg., 

Arsenic 

Barium 

Carbonate, ton 
Bousel, pure, gal. ........... 
Borax, powd., ton .......... 
Formaldehyde, Ib. ............ 
Glycerine, drums, lb. ......... 
Lead acetate, white, broken, 

Nickel sulphate 

Double 

Potash 

Caustic, solid ......... 

Permanganaté. ........5.. 
Sal Ammoniac 

Gran, white, cwt. ......... 

Gran. gray, Cwt...<... 


Avaust, 1940 


July 1 
1940 


2.23 
1.50 
5.00 
10.75 
14.25 
16.50 


Aug. 1 


1940 


2.23 
1.50 
5.00 
10.75 
14.25 
16.50 


72.00 
22.80 ¥ 


First - of - the - month quotations 
for carloads or mill shipments, 
with comparative prices quoted 
one month ago and one year ago 


Aug. 1 July 1 Aug. 1 
1939 1940 1940 


Saltpeter ............ 0714 081 081 
Soda 
Ash, 58%, light, bulk, cwt. .90 .90 .90 
Caustic, 76%, solid ........ 2.30 2.30 2.30 
Sal, WORKS, 1.10 1.10 1.10 
Sodium 
Bicarbonate, cwt. ............ 1.70 1.70 1.70 
CWE. 1.85 2.10 2.10 
Silicate, 60 deg., cwt......... 1.65 1.65 1.65 
Sulphur, Comm., cwt.......... 2.60 2.60 2.60 
COAL & COKE 
\nthracite, stove, mines........ 5.65 5.95 6.05 * 
Bituminous, Cleaf, mine run.. 2.50 2.50 2.50 
Bituminous, Pa. Grade A .... 2.40 2.30 2.30 
Beehive Coke, Connellsville ... 3.75 4.35 4.35 
By-product Coke, Newark .... 10.80 11.38 11.38 
FERTILIZERS 
Muriate potash, 80-85%, per 
Sulphate potash, 90-95%, bags. 36.25 36.25 36.25 
Nitrate: Soda, 27.00 27.00 27.00 
Sulphate ammonia, dom. bulk.. 26.75 28.00 28.00 
Steamed bonemeal, 3 and_ 50, 
Per TOR 23.50 32.50 32.50 
GRAINS 
Barley, maltingy 624, 67 
Corn, No. 3, yellow, 644% 
Oats, White, Bis. .29 35% 30% 
Rye, No. 2, Western, bu....... 583% 36% 611 
Wheat, No. 2, hard winter, bu. .631%4 6914 
Flour, spring patents, 196 Ibs... 4.65 1.65 1.45 
HIDES 
Light native cows, Ib............ 12 42 1114 
Heavy native steers, lb......... 10% 
Calfskins, 5-7 Ibs. per skin.... 1.30 nom, 1.2( 


<= 
af: | 
1939 | 
2.13 
1.50 
5.00 
10.75 
14.25 
16.50 
12.50 12.50 12.50 3 
2.15 2.15 2.15 
2.70 2.70 2.70 
2.16 2.85 2.85 
2.45 2.55 2:55 
69.00 72.00 
Southern pine, K.C., per M. ft~2220 22.93 
: 
2714 314 é 
3.40 3495 S75 
1.15 
02 02% 
3.00 3.00 3.00 4 
15.75 18.00 18.00 
77.00 77.00 77.00 
36.50 56.50 56.50 ; 
16 16 16 
48.00 48.00 48.00 
1.75 1.75 175 
05% 05% 05% 
12% 121% 12% 
10.00 11.00 11.00 
13 13 13 . 
AS 
06% 06% 06, 
1814 1814 18% 
4.50 4.50 4.50 ; 
3.75 3.73 S735 


1939 
[RON & STEEL 
Pig iron, foundry No. 2 . 21.00 
Pig iron, basic, valley . 20.50 
Cast iron pipe, New York.... 50.00 
Forging billets, Pittsburgh base 40.00 
Sheet bars, Pittsburgh base.... 34.00 
Wire rods, Pittsburgh base.... 43.00 
Cold rolled sheets, cwt., Pitts- 
3.20 
Hot rolled annealed sheets, 
cwt., Pittsburgh base........ 2.00 
Cold rolled strips, cwt., Pitts- 
Hot rolled strips, cwt., Pitts- 
2.0 
Tin plate, cwt., Pittsburgh base 3.00 
Bars, cwt., Pittsburgh base..... 2.45 
Shapes, cwt., Pittsburgh base... 2.10 
Bright wire, cwt., Pittsburgh 
2.60 
Ground shaiting, cwt., Pitts- 
Kails, ton, Pittsburgh base..... 
No. | heavy melting scrap, 
16.00 


METALS, NON-FERROUS 


Aluminum, virgin ingots...... 
Antimony, American, spot 
Copper 
Electrolytic 
Chromium, 97%, spot 
Lead, E. St. Louis 
(aiekstiver, 
Silver, bars, N. Y., per oz...... 
Tin, Straits, spot 
Zinc, E. St. 


METAL PRODUCTS 


Copper, wire, bare, cwt........ 
Yellow brass sheets, high 


3434 


A488 
045 


14.125 


NAVAL STORES 


Rosin, Grade B, cwt 


PAINT MATERIALS 


White lead, 

bonate 


dry, basic, car- 


Suse 


2.05 


40.00 


20.50 


485 


wd 


198.00 


3434 
25% 


0625 


14.875 
18.56 


1.61 


.07 
028 
14 


to low bo 


¥ 
.14 


11% * 
113 
AY 
0485 
33 


190.00 ¥ 


.0625 


14.875 
18.56 


1.80 * 


07 
03075 * 

14 

092 


Aug. 1 
1939 


PAPER 


News, roll, ton 
Wrapping, northern, cwt....... 4.75 
Wrapping, southern, cwt....... 3.20 
Wrapping, manila jute, cwt.... 7.75 
Chip board, No. 1, ton........ 30.00 
Wood pulp, mech., ton........ 22.00 
Wood pulp, sulph., No. 1, ewt. 2.00 


PETROLEUM 


Crude, Mid-Continent 


Gasoline, 65 oct 


Bunker Oil C 


Kerosene, 41-43 grav........... 
Penn. bright stock, light, 25 


RUBBER 


Smoke d sheets 


TEXTILES 


Cotton middlings, Galveston... 
Print cloths, 381%”, 
Sheeting, 37”, 
Wool, fine combing, %-blood... 
Worsted yarns, French 2-40s... 
Worsted yarns, English 2-40s.. 
Silk. Japan, double extra cracks 


Rayon, viscose, 150, 40s........ 
Burtiap, 10%4-02., 40"... 
Fiemp, Manila. cies 
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July1  Aug.1 
1940 1940 
30.00 50.00 
6.25 6.40 * 
5.23 
4.25 4.25 
8.25 8.25 
40.00 37.50 
34.00 34.00 
2.6214 3.171% 
1.02 1.92 
2.05 1.55 ¥ 
0334 0534 
1.35 1.3 
054 O51 
25 
() 
21 


1024. ¥ 


23%, .23Y, 

0434 0434 3 
5% 05% 
sO ¥ 
1.20 1.7714 
1.60 1.60 
2.65 2.53 ¥ 

074 0725 ¥ 

0534 .057% * 


PURCHASING 


Aug. 1 Julyl  <Aug.1 
1940 1940 
23.00 23.00 
22.50 22.50 i} 
52.50 32.20 
40.00 40.00 
34.00 34.00 
SSS 
40.00 40.00 = 
3.05 3.05 
2.10 2.10 
2.80 2.80 
| 2.60 
2.65 
40.00 =x 
mm (18508 ~ 
_ 
\ 
60 
0534 
1.03 
20 19 13% 
14 Penn. cylinder oil, 600 flash.... 
1014 11% 
101% a >i 
85 R4 
049 
35 
= 
16.65 
: 
5 
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IS MADE ENJOYABLE 
.... WITH 38,000 TONS OF STEEL 


Balanced food for America’s family dog is big 
business today. The cans to package this food 
require approximately 38,000 TONS of tin plate 
every year. 


In every phase of American life, steel plays an 
increasingly important part. Steel made the in- 
expensive automobile possible, and in so doing 
helped create 600,000 jobs. Steel pipe, furnaces, 
ranges, appliances ease the work of the housewife. 
Steel machinery eases the labor and increases the 
productivity and income of the farmer. 


To serve America in all this widespread develop- 
ment, steel, too, has developed and kept abreast of 
demands put on it. To make Youngstown one of 
the most modernly equipped steel companies in 
the world, we have put an investment equal 
to $11,346 behind every one of our 25,000 


men. 


Sheets - Plates - Pipe and 
Tubular Products -Conduit- 

Tin Plate - Bars - Rods - 
Wire - Nails - Tie Plates 
and Spikes. 25-20C 


YOUNG: 


SHEET AND TUBE COMPAN 


Manufacturers of Carbon and Alloy Stee! 
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PURCHASING 


NEW OFFICERS AT CANTON 


W. C. Hollinger of the Canton Hard- 
ware Co., has been elected President of 
the Canton & Eastern Ohio Association, 
succeeding John F. Buchman, Jr., of the 
Frankham Brass & Bronze Co., who be- 
comes National Director. Other officers 
for 1940-1941 are: A. J. Burns of the 


MORE 
TAPS 


@ When an eastern aircraft 
manufacturer needed a 10-32 
thread through these long 
brass barrels, “Gun” Taps 
were chosen. Why? Because 
tests proved that “Gun” Taps 
had the combined accuracy 
and stamina to meet the 
stringent requirements of the 
job. Special long shank ground 
thread “Gun” Taps churn 
through at the rate of 550 
R.P.M. and turn out two fin- 
ished jobs every minute. The 
average production is 6,000 
parts per tap — with 1,000 
between grinds. 


@ Has your plant a tough job 
—in brass, bronze, iron, steel, 
plastic or fiber? Ask for sug- 
gestions from “Greenfield” en- 
gineers. 


Bonnot Co., Vice President, and C. L. 
Witter of Reserve Printing Co., Secre- 
tary-Treasurer. 
ERIE BUYERS ELECT 

Frank C. Baumeister of Eureka Elec- 
tric Products Co., was re-elected Presi- 
dent of the Erie Association for the 


This “Gun” 
doesn't 
loom up in the 
picture but it's 
turning out a 


whale of job. 


GREENFIELD TAP & DIE 
CORPORATION 
Greenfield, Massachusetts 


Detroit Plant: 2102 West Fort St. 
Warehouses in New York, Chicago, 
Los Angeles and San Francisco 
In Canada: Greenfield Tap & Die 
Corporation of Canada, Ltd., Galt, 
Ontario 


TAPS - DIES - GAGES - TWIST DRILLS - REAMERS - SCREW PLATES - PIPE TOOLS 


coming year, and John W. Cooke was 
reelected as Secretary. Other officers 
chosen were: Vice Presidents, James P. 
Condon of Erie City Iron Works and 
Richard A, Amy of Perry Furnace Co.; 
Treasurer, Roy G. Zahner of Northern 
Electric Equipment Co. 


CINCINNATI OFFICERS 


The Cincinnati Association has elected 
the following officers for 1940-1941: 
President, George De Silver of Pickering 
Hardware Co.; Vice Presidents, James 
Fath of Estate Stove Co., and Lawrence 
Werner of Cincinnati Chemical Co.: Sec- 
retary, Edward Cordes of the E. Kahn’s 
Sons Co.; Treasurer, Robert Durler of 
Cincinnati Milling Machine Co.; National 
Director, \Wilbur Muchmore of Frank 
F. Taylor Co.; Trustee, Bernard Toerner 
of Mutual Manufacturing & Supply Co. 


NEW OFFICERS AT TOLEDO 


Officers of the Toledo Assoctation for 
the coming year are as follows: Presi- 
dent, J. P. Meyer of Hixon Peterson 
Lumber Co.; Vice Presidents, R. W. 
Witchner of De Vilbiss Co., and Ed 
Warner of Doehler Die Casting Co.; 
Secretary-Treasurer, W. J. Todd of City 
Auto Stamping Co.; National Director, 
J. C. Diehl of Libbey Owens Ford 
Glass Co.; Directors, Eric Suthoff of 
Spicer Mfg. Co., Gordon Yost of Toledo 
Scale Mfg. Co., Henry Poll of H. Poll 
Electric Co., T. E. Dimke of Leland 
Electric Co., G. L. Kibler of A. Bentley 
Sons Co., and John Frautschi of Bunt- 
ing Brass & Bronze Co. 


LEHIGH VALLEY OFFICERS 
J. A. Nork of the Fuller Co., Cata- 


sauqua, has been elected president of 
the Lehigh Valley Assoctation for 1940- 
1941, succeeding I. L. Rush of Victor 
Balata & Textile Belting Co., Easton, 
who becomes National Director. Other 
officers for the coming year are: Vice 
President, T. C. Neil of Allentown; 
Secretary, Joseph Carcione of Easton; 
Treasurer, E. H. Wieder of Allentown; 
Directors, C. W. Rubow of East Strouds- 
burg, G. M. Overfield and G. A. Hild- 
enberger of Bethlehem, R. T. McClarin 
of Allentown, C. R. Fehnel of Nazareth, 
and J. H. Barr of Phillipsburg. 


MONTREAL UNDERTAKES TO 
SUPPLY AMBULANCE 


The Montreal Assoctation, in a desire 
to make a tangible contribution to the 
cause of Canada and the Empire, has 
undertaken to supply the Canadian Red 
Cross Society with a four stretcher 
ambulance, at an estimated cost of $1,750. 


When writing Greenfield Tap & Die Corporation please mention Purchasing 
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OF DEVELOPMENT AND EXPERIENCE 


The successful application of roller bearings to any type of equipment 
requires two basic factors. 


FIRST, CORRECT BEARING DESIGN, MATERIAL AND CONSTRUCTION 


The TIMKEN Bearing of today is the finest tapered roller bearing that has 
ever been made. Timken history over a period of 42 years is a story of con- 
tinual improvement in bearing design—in fact Timken has pioneered every 
important refinement and improvement ever made in tapered roller bearings. 
Among these Timken achievements are: the one-piece multiple perforated 
cage; TIMKEN Electric Furnace Alloy Steel; TIMKEN Bearing surface finish, 
the finest finish known to modern bearing science; and wide area contact 
between the ends of the rollers and the under-cut rib of the cone, thus assur- 
| ing accurate roller alignment around the periphery of the raceways; without 
| which high bearing speeds would be impossible. 


SECOND, LONG EXPERIENCE IN APPLYING THE BEARING TO MEET 
THE PROBLEMS OF ANY TYPE OF EQUIPMENT 


Timken has successfully applied bearings to every kind of mechanical equip- 
ment. It takes several years to thoroughly prove the successful use of bear- 
r : ings in meeting the individual specialized problems of any given condition 
: of service. Timken's vast fund of experience takes the guesswork out of 
bearing application. 


- _ When you install TIMKEN Bearings you are not experimenting. You get both 
4 of these two important basic factors that are so necessary for dead-sure, 
satisfactory bearing performance: first, correct design, material and construc- 
tion; and second, 42 years of engineering experience in applying bearings. 


‘ THE TIMKEN ROLLER BEARING COMPANY, CANTON, OHIO 


0. COPYRIGHT 1940, BY THE TIMKEN ROLLER BEARING COMPANY 


When writing The Timken Roller Bearing Company please mention Purchasing 
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W. B. Osler of Harrison Brothers, Ltd., 
is chairman of the co.amittee in charge 
of the project. 


JULY 9 
TRION, GA—Plant visit of the Chat- 


tanooga Association, at the Trion Mfg. 
Co. The all day program included in- 
spection of the plant and dairy units, and 
luncheon at the Riegeldale Tavern. 


JULY 11 
BIRMINGHAM—Luncheon meeting of 


the Birmingham Association, at the Red- 
mont Hotel. Speaker: C. E. Armstrong, 
City Comptroller, “What Becomes of 
Your Tax Money.” 


“ADVERTISING PAGES REMOYRE 


COATESVILLE, PA.— Plant visit o: 
the Philadelphia Association, at the 
Coatesville Plate Washer Co., and golf 
outing at the Coatesville Country Club. 


JULY 12 
PORTLAND—Luncheon meeting of the 
Association, at the Mallory 
Hotel. Report on the N.A.P.A. conven- 
tion proceedings, by Ross PB. 
National [irector. 


Oregon 


Cooper, 


LOUISVILLE— Annual boat excur- 
sion of the Loutsville Association, on the 
Eleanor T, as guests of Edward J. 
Theobald. A stop was made for swim- 


Get Exactly 
What You Pay For! 


“Why do you charge 5 cents a glass for your lemon- 
ade when the other boy charges only 2 cents?” asked 
Mr. Sharp, as he sipped his scconu glass. 


“The cat fell in his,” answered Truthful Tommy. 


When you're tempted to make an apparent saving 
by buying cheap glues, remember there’s usually a 


realize it at the time! 


‘cat” in the background 


even though you don’t 


DIVISION OF 
National STARCH PRODUCTS Inc. 


820 Greenwich St., New York — Chicago — Philadelphia — Boston — San Francisco 
and All Principal Cities 


PURCHASING 


ming and dinner at Twelve Mile Island, 
and a business session was held on 
board. 


JULY 17 

ERIE—Ninth annual picnic of the Erie 
Association, at Moreland Park. J. P. 
Condon was general chairman of the 
committee in charge, assisted by R. A. 
Amy, F. C. Baumeister, J. W. Cooke, F. 
J. Kuhn, M. F. Ludwig, J. F. 
C. W. Yartz, and R. G. Zahner. 


SYRACUSE— Annual summer party of 
the Syracuse & Central New York As- 
sociation, at Bellevue Country Club. 
Golf, sports, and banquet. 


koehl, 


JULY 18 

ROCKFORD—!lant visit at the Na- 
tional Lock Company. The Rock River 
Valley Association was host to members 
of the Chicago, Milwaukee and Tri City 
Associations for the day. Luncheon was 
served at the National Lock Co. follow- 
ing the trip through the plant. The 
afternoon was devoted to golf and swim- 
ming, and there was a dinner meeting in 
the evening. 


TOLEDO— Annual golf tournament of 
the Toledo Assoctation, at the Highland 
Meadow Club. The committee included 
Walter Todd, Bert Pim, G. L. Kibler, 
J. Lowell Caufhel, F. J. Trout, T. FE. 
Dimke, Ed Warner, A. J. Goetz, and 
Gordon Yost. 


JULY 20 
BIRMINGHAM—Annual picnic of the 


Birmingham Association, at 
Beach. 


Pineview 
Swimming, sports, and dinner. 
Lee Allen Brooks was in charge of the 
arrangements. 


SEATTLE— Nineteenth annual family 
picnic of the [Vashington Association, 
at Alexander's Beach on Lake Samma- 
mish. 


JULY 22 
DETROIT—T wentieth Annual Moon- 


light Excursion of the Detroit Associ- 
atton on the Steamer Put-In-Bay. The 
usual excellent program of music, con- 
tests, prizes, dancing, and entertainment 
was enjoved by a near-record attend- 
ance. 


JULY 23 
MILWAUKEE — Informal luncheon 


meeting of the \Wilwaukee Association, 
at the Elks Club. This was the first of 
two summer meetings scheduled for the 
exchange of opinions on business condi- 
tions and commodity trends in the pres- 
ent state of general uncertainty. 


JULY 24 
BUFFALO— Annual family outing of 


the Buffalo Association, at the Buffalo 
Automobile Club, in Clarence. Games, 
dinner, and dancing. Edward J. Butler 
was general chairman of the committee 
in charge, Russel A. Sharp, honorary 
chairman, and Charles T. Boldt, vice 
chairman. Others on the committee 


When writing National Starch Products Inc. please mention Purchasing 
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were Thomas R. Beecher, John C. New- 
ton, Frank G. Kager, J. A. Frank Neal, 
and Frank Meier. 


JULY 25 


CLEVELAND — Twenty-third Annual 
Picnic of the Cleveland Association, at 
Nela Park. Games, entertainment, 
swimming, dinner, favors, and dancing. 
Barney Bergquist was chairman of the 
committee in charge. 


BIRMINGHAM—!Luncheon meeting of 
the Birmingham Association, at the Red- 
mont Hotel. Speaker: John Sutter of 
the Owens-Illinois Glass Co., “Insulux 
Glass Blocks.” Mr. Sutter’s talk was 
illustrated with motion pictures. 


F 


HOPKINS IS CITY P. A. 
AT KANSAS CITY 


Roscoe C. Hopkins has been appointed 
City Purchasing Agent at Kansas City, 
Mo., according to an announcement by) 
Horace R. MecMorris, Director of 
Finance. As reported last month, Mr. 
Hopkins became acting P. A. upon the 
resignation of R. H. Van Ness, and the 
appointment has now been confirmed. 
He was formerly Purchasing Agent for 
Menorah Hospital, and has for many 
years served as secretary of the Kansas 
City Purchasing Agents Association. 

G. R. Slocum, formerly Purchasing 
Agent for the Loose-Wiles Biscuit Co., 
has been named as Mr. Hopkins’ assis- 
tant. 


WAR HELPS TO CREATE NEW | 
U. S. INDUSTRIES 


\ccording to data compiled by Harold 
CC, Rushmore, Purchasing Agent of the 
International Textbook Co. and Interna- 
tional Correspondence Schools, the war 
in Europe is already beginning to create 
new industries in the United States. 

“The wartime development of indus- 
try in this country is by no means con- 
fined to the production of munitions, 
planes, and other war supplies,” he says. 
“Those things are temporary. But the 
shutting off of supplies from abroad has 
brought about the development of in- 
dustries for the production of many 
things we formerly imported. The pro- 
duction of these things in the United 
States may well continue after the war 
is over.” 

Imports of drawing instruments, for- 
merly received in large quantities from 
Germany and Switzerland, have virtually 
stopped, and as a result, a company has 
been organized in New Jersey to manu- 
facture them. 

Diamonds, essential to the operation 
of many industries, were cut for the 
most part in Holland and Belgium. 
Since the invasion of those countries 
there has been a marked increase in the 
cutting of diamonds in New York. 

Mr. Rushmore predicts that American 
industry will solve the problems pre- 
sented by shortages of raw materials 
such as rubber, silk and tin, as well as 


MISTER, YOU'VE GOT SOMETHING! 


Right he is! Paintcil—for permanently marking materials exposed 
to the elements—is something! Eliminates the cumbersome, costly 
paint bucket and brush method. Handy as a pencil to carry. Can 
be used on any hard surface, such as wood, metal, glass, etc. 


Exposed indefinitely to the elements, markings remain as sharp and 
clear-cut as the day they were made. 


Distinctive types for marking hot metals, too! 


ASK YOUR JOBBER OR WRITE US DIRECT 


If your jobber doesn’t handle Paintcil, write direct for samples and full details. 
Simply say which type you want — for hot markings or cold markings. 


Paint in Stick Form 


manufactured products. 


When 


HELMER-STALEY, INC. 327 W. Huron St., Chicago, III. 


writing Helmer-Staley, Inc. please mention Purchasing 
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Cooperative Buying for 
Governmental Units 


om Central Board of Purchases, 
City of Milwaukee, has taken steps 
to coordinate the buying of independent 
hoards and commissions, as well as the 
Milwaukee County Board, through a 
plan of voluntary cooperation. The proj- 
ect follows in general outline the highly 
successful experience of the City of 
Cincinnati and Hamilton County, where 
purchases of several items for these two 
governmental units, the University of 


Write— 


Cincinnati, the public schools and_ the 
public library have been coordinated to 
good effect. 

A number of conferences have been 
held with representatives of the buying 
agencies in the Milwaukee area, and 
wholehearted cooperation is assured. 
There will be no attempt to create new 
legislation setting up a metropolitan pur- 
chasing board, but a plan has been set 
up for frequent conferences looking to- 


OKAY 
TRED 


LEATHER 
BELTING 


A specially tanned, treaded 
leather belt, proven better 
than Ist grade oak.... yet 


costing no more! 


Here is a transmission belt which has greater pulling power, 
less slip, low elongation and greater pliability than smooth- 
surtace first-quality oak ... yet it costs no more! 


Like VIM TRED—America’s premier “certified” belt—it is 
treaded for superior pulley grip. 


OKAY TRED is not a “new” belt, but is now publicly 
announced for the first time. To introduce this better- 
than-oak belt, we'll send you a sample and a folder giving 
the facts about Houghton’s patented treaded leather belts. 


E. F. HOUGHTON & CO. 
PHILADELPHIA 


Chicago — Detroit 


PURCHASING 


ward an enlargement of the scope of 
the voluntary cooperative purchasing 
work that has for some time been car- 
ried on through the City Board of Pur- 
chases. Later on it is contemplated that 
the suburbs will be invited to join in the 
plan, giving still larger opportunities to 
realize additional economies. Joseph W. 
Nicholson is City Purchasing Agent and 
the initiator of the project. 

At the same time comes news-of a 
similar undertaking by the City of New- 
ark and Essex County, N. J. The ap- 
proach in this case is somewhat differ- 
ent, and is being worked out by planning 
to have the city and county purchasing 
departments advertise for bids on com- 
parable items on the same day, so that 
there will be a direct comparison of bids 
available. It has already been put into 
effect on certain food supplies, and _ al- 
though some disparity in bids was found, 
the results were generally considered en- 
couraging. While there is no effort to 
consolidate the volume of purchases, the 
tendency is to bring quotations more 
nearly in line than has been the case 
in the past. 

A conference was held in the latter part 
of June, attended by Freeholder Burnett, 
County Purchasing Agent George C. 
Bergen, City Commissioner Byrne, City 
Purchasing Agent Salvatore Bontempo, 
and Samuel Gaiser of the Board of 
Education. It was agreed that all public 
units doing purchasing could join’ in 
the move, and it is expected that sev- 
eral other independent boards may take 
advantage of the opportunity. At the 
present writing, the Board of Education 
has not made a definite commitment. 

The step is seen as a possible fore- 
runner of centralized purchasing, but 
for the present actual centralization is 
not an issue since the law holds each 
of the purchasing groups responsible for 
its own buying. Voluntary cooperation 
for mutual benefit is the sole basis of 
operation and the sole objective for the 
time being. 

The conditions leading to this exten- 
sion of coordinated buying are by no 
means peculiar to the areas mentioned 
above. Within the past month it has been 
disclosed, for example, that the same 
supplier charges the City of Detroit 65 
cents a gallon for ice cream for the 
park refectories, and charges the Board 
of Education 73 cents a gallon for its 
school lunch room requirements. Simi- 
larly, one bakery offers 10-inch pies to 
the Board of Education at 27 cents, but 
charges the City 30 cents for 9-inch 
pies. These discrepancies are now the 
subject of an investigation by Purchasing 
Commissioner Edward H. Kennedy, Jr., 
on orders by Mayor Jeffries. At the 
same time the Mayor has refused to ap- 
prove proceedings of the School Board 
meeting at which contracts were awarded 
contrary to the recommendation of a 
special committee including Purchasing 
\gent William Collins and Lunch Room 
Director Lawson A. Wiles. Coordination 
of purchasing among the several depart- 
ments of the City government would be 
the first step toward the correction of 
such situations. 


When writing E. F. Houghton & Co. please mention Purchasing 
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Accurate Stock List. No time lost 
shopping, or wheedling the plant 
to use substitutes—steels listed in 
Frasse Stock List are stocked. 
Frasse List is Certified by Ameri- 
can Appraisal Co.—if size is listed, 
you can get it at once. 


Alloy Data Charts simplify heat 
treatment — eliminate time-wast- 
ing annoyances, money-wasting 
failures. Charts accompany every 
Frasse Alloy shipment—show heat 
treatment, resulting physicals, ef- 
fect of mass, SAE and actual anal- 
yses, grain size, heat number— 
reduce guesswork, save time for 
heat treater. 


Quick Technical Service. No time 
lost—no production lost when you 
need help on steel problems. Com- 
petent Frasse Engineers have 
saved money for hundreds of steel 
users—are immediately available. 
Frasse Technical Service is fast. . . 
and gratis. 


WHY FRASSE STEEL SERVICE 
SAVES VOU TIME..MONEV..EFFORT 


Simplified Price lists help you 
figure steel prices quicker . . eas- 
ier. Prices include all possible 
extras— reduce arithmetic to a 
minimum. Lists make pricing and 
estimating easy—save you time 
and effort. 


Mill Service. Place your mill order 
through Frasse .. and forget it! 
Frasse Service Manager, with tele- 
type wire to mill, will expedite 
your order, advise rolling and 
shipping schedules, prepare ex- 
port packing slips, arrange gov- 
ernment inspection—assume all 
the nagging, time-stealing detail 
work that you escape. 


Technical Data File makes it easy 
to find steel data you need. In- 
dexed cards, regular file drawer 
size—no lost motion rummaging 
through handbooks, catalogs, 
folders. Money-saving, steel-buy- 
ing facts are kept at your finger- 
tips—where they can be used. 


These six services already save time, effort, money for hundreds of steel users. (Questionnaire to alloy 
chart receivers showed 6 out of 10 use them as standard practice—demand them with every order.) 


What's more—these services are gratis . . . don’t cost you a cent extra. Why do without them any longer? 
Save yourself time, trouble, money by specifying Frasse on your next order for mechanical steels. 


AFRASSE and GC. Dre. 


GRAND STREET AT SIXTH AVENUE, NEW YORK CITY + STOCKS AT: NEWYORK « 
JERSEY CITY + SALES OFFICES: HARTFORD + BALTIMORE + ROCHESTER + SYRACUSE + JAMESTOWN 


FRASSE MECHANICAL STEELS: SEAMLESS AND WELDED TUBING + TOOL STEELS + STAINLESS STEELS 
COLD FINISHED BARS - SAE ALLOY STEELS - DRILL ROD + MUSIC WIRE - C.R. STRIP AND SHEETS 


PHILADELPHIA + BUFFALO 


When writing Peter A. Frasse and Co., Inc. please mention Purchasing 
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COMPLETE PLANT FACILITIES 


To serve your industry, and the scores of others that make 
4 eo up Fafnir’s varied customer-list, requires plant facilities of 
an extremely broad character. Hundreds of thousands of 
dollars’ worth of high-precision tools. Precision working 
methods —such as Fafnir develops in its Super-Precision 
department. A large, uncompromising group of inspectors, 
like those who comprise one-fourth of Fafnir’s total per. 
sonnel, * * Give intangibles as well as tangibles full weight 
when you choose your bearing source. On every point, you 
will find that the Fafnir organization matches the high stand- 
: ards of the Fafnir product. The Fafnir Bearing Company, 

New Britain, Connecticut. 


FAFNIR 


THE BALANCED LINE * MOST COMPLETE IN AMERICA 


“Yours on Request” offers you the latest catalogs 
and manufacturers’ announcements, information 
on new industrial products. Are you using this 


department? Turn to pages 10-16. 


PURCHASING 


COTTON ACREAGE 


The July estimates of the Crop Re- 
porting Board, U. S. Agricultural Mar- 
keting Service, shows 25,077,000 acres 
planted to cotton and under cultivation 
for the current season. This is up slightly 
from the corresponding figures for the 
past two years, comparing with 24,943,- 
000 acres in 1939 and 25,018,000 acres in 
1938. With these two exceptions, how- 
ever, the acreage this season is the small- 
est since 1900. The report was closely in 
line with general trade expectations. 

On the basis of average abandonment 
over a period of ten years, and calculat 
ing the crop by states, based on the five 
vear average yields per acre, 1935 to 
1939 inclusive, the New York Cotton Ex 
change Service appraises the prospective 
crop as 11,765,000 bales. During the last 
crop year, a total of 11,600,000 bales were 
harvested. 

Domestic consumption of cotton over 
the past year amounted to 7,600,000 bales, 
the largest figure on record except for 
the year 1936-1937, when domestic users 
absorbed 7,950,000 bales. In addition to 
this high consumption figure, more than 
6,000,000 bales were exported during the 
past crop year, so that heavy inroads, 
totalling some 2,000,000 bales, were made 
into stocks on hand, both government 
held and those in private hands. 

Continued heavy use is anticipated 
during the year ahead, but’ it is esti 
mated that a sharp curtailment in exports 
due to war conditions may cut our for- 
eign outlet by as much as one-half. In 
that event there would be 8,765,000 bales 
left for domestic consumption, and it is 
not regarded as likely that this figure 
will be attained, even with the impetus 
of the armament program. Crop failure, 
or an early end to foreign hostilities, 
would of course alter the outlook mate- 
rially. At the present time, however, a 
considerable surplus is in prospect. 
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PASSAIC SAVES ON 
SCHOOL PURCHASES 


After three months of operation under 
a system of centralized purchasing, the 
Passaic Board of Education estimates 
that savings of $4,000 have already been 
effected in the purchase of school sup- 
plies, and surplus inventories have been 
substantially reduced. Miss Katherine M. 
Young is Purchasing Agent, reporting 
to Harry H. Vanderberg, chairman of 
the business and finance committee of 
the Board. 

Miss Young has been an employee of 
the Board of Education twenty-three 
years. After attending a convention of 
Public School Business Officials in Cin- 
cinnati last year, she recommended the 
establishment of centralized purchasing 
for school supplies, and was given the 
assignment of such a plan into effect last 
March. 


PURE THREE POINT LUBRICATION 
A Complete Line of Industrial Petroleum Products 


When writig advertisers please mention 


A Pure Oil engineer will help solve your 
lubrication problems. Write today. 
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With the latest precision machinery, modern 
production methods, long service workers 
supervised by a skilled engineering staff, and 
every scientific laboratory facility, the spacious 
Continental Screw Company plant of over 3 


acres floor space is amply equipped to econom- 
ically produce quality fastenings, and render 
the accelerated service required to meet pres- 
ent day demands. 


Within our own plant we have a fully 
equipped steel processing mill which enables 
us to complete the important first stage of 


fabrication independent of all outside sources. 


COMPLETE STOCKS — PEAK PRODUCTION — DELIVERIES ON TIME! 


The HOLTITE line comprises a wide range 
of time-tested, precision-made fastening units. 
It has been our privilege to assist thousands 
of manufacturers in the design and production 
of Special parts and fastenings precisely suited 
to their individual needs. Send samples or speci- 


fications of your requirements for quotations. 


Specify HOLTITE products on your next 
order — check their strength, accuracy, uni- 
formity and ease of application — you'll find 
them the most economical fastenings for 


smooth, uninterrupted production. 


When writing Continental Screw Co. please mention Purchasing 
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“ACE” STANDARD 


Our popular leader, rep- 
resenting the highest 
achievementin stapling ef- 
ficiency for Lifetime Jam- 
proof Service. Uses Stand- 
ard Staples-210 Capacity. 


“ 

ACE” PILOT 
A medium-size all 
steel, precision built 
machine. Performance 
unmatched in its price 
range. Uses Standard 
Staples-210 Capacity. 


“ACE” CADET 


A sturdy small machine,, 
same construction, as 
the Pilot with shorter 

magazine. Uses 
Standard Staples 
105 Capacity. 


44 CLIPPER 
PLIERS 


$450" 
Lightweight, easy action, 


= built for lifetime per- 
ormance. Uses Undulated 
Staples-210 Capacity. 


ACE STAPLE REMOVER 


Saves your finger-nails c 
6 0 * 


ACE 


--prevents torn papers. 

Every stapling ma- 

chine operator should 
~ have one. «East of Rockies 


ORDER FROM YOUR STATIONER 
ACE FASTENER CORPORATION 


Makers of the World's Best Stapling Machines 
3415 N. Ashland Ave. 


writing 


ACCOUNTING FOR GOVERNMENT- 
OWNED MOTOR EQUIPMENT; AC- 
COUNTING FOR GOVERNMENTAL 
SUPPLIES— These two new publications 


| of the Municipal Finance Officers Asso- 


ciation, identified as Accounting Publi- 
cation No. 6 and No. 7 respectively, have 
been compiled primarily from the ac- 
countant’s standpoint, being part of a 
series covering accounting procedures 
for public property, inventories, payrolls, 
debt, taxes, and budgets. They are never- 
theless of direct interest to purchasing 
officers, who are generally charged with 
the procurement of such equipment and 
supplies, who are seeking ultimate values 
through the records of maintenance and 
operating expense, and whose responsi- 
bility includes the control and handling 
of stores. 

The booklet on motor equipment con- 
siders four types of administrative policy, 
ranging from the case in which 
separate department has complete re- 
sponsibility for its equipment service and 
maintenance, to the completely 
tralized  transportative serving 
all departments. Each of these presents 
some special problems in getting a 
proper accounting picture. 


each 


Ceti- 


sery ice 


Of special interest to the Purchasing 
Agent who requires accurate and com- 
plete data on performance and expense 
are the sections dealing with Equipment 
Records (including individual equipment 
record, equipment history record, and the 
monthly summary of expenses); Pro- 
cedures for Recording Equipment Ex- 
penses (including gasoline, oil and 
alcohol; tires, other supplies, and repair 
parts; repair labor, outside repairs, in- 
surance, and depreciation) ; Equipment 
Operating Data; Tire and Battery Rec- 
ords; and Budgeting Equipment Service. 
The suggested procedures are illustrated 
with fifteen specimen forms covering the 
essential working records and summaries, 
and providing for a complete correlation 
of expenses, performance, and accounts 

The booklet on stores accounting rec- 
ognizes the fact that much attention has 
been given to the control of government 
cash expenditures and balances, but that 
the equally important balances of mate- 
rials and supplies, which are subject to 
serious losses through waste, theft and 
obsolescence, have frequently — been 
neglected. The problem is attacked from 
the standpoint of controls established 
by proper accounting methods. 

The controls necessarily the 
entire course of materials and supplies 
from their receipt to the issue, return, 
or use. The plan starts with a consid- 
eration of the storage facilities and the 
basic records of the stores ledger and 
the perpetual inventory, including central 
stores and materials in sub-storerooms. 
Procedure includes the receiving report 
(copy of the purchase order) and par- 


cover 
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tial deliveries ; requisition and issue; unit 
costs; classification of stores ; determina- 
tion of maximum and minimum. stock 
quantities ; inspection; control of inven- 
tories on construction jobs, roving main- 
tenance trucks, tools and small equip- 
ment, fuel and gasoline; taking the physi- 
cal inventory; salvage; disposal of sur- 
plus and obsolete items; inventory losses 
and adjustments; besides matters of a 
strictly accounting nature relative to 
these operations and records. There is 
also a section on stores reports, includ- 
ing an operating analysis, report on the 
condition of the inventory, and on the 
financial condition of the working capital 
fund. 

Illustrating the various procedures are 
specimen forms for the stores ledger, 
perpetual inventory record, purchase 
order copy used as receiving report, 
stores requisition, request for purchase, 
inspection report, daily tool record and 
monthly coal report, various inventory 
record forms, operating analysis sheet, 
and a flow chart tracing the receipt, issue 
and return of materials. 

Each of the booklets consists of 60 
pages and paper cover. They are pub- 
lished by the Municipal Finance Officers 
Association of the United States and 
Canada, 1313 East 60th St., Chicago, Il, 
and are priced at fifty cents a copy. 


+. 


U. S. ARMY BUYERS 


The following appointments of of- 
ficers in charge of field procurement of- 
fices, U. S. War Department, have been 
announced in with the de 
fense program: 

Quartermaster Corps: Major Clarence 
J. Blake, Second & Arsenal St., St. Louis, 
Mo. 

Ordnance Department: Major H. M. 
Reedall, 935 U.S. Custom & Courthouse, 
St. Louis, Mo. 


connection 


Air Corps: Major Ray G. Harris, 
Stearman Aircrafts Co., Wichita, Kan- 
sas. 

Corps of Engineers: Major R. 


Whitaker, 1117 U. S. 
Chicago, 

Medical Department: Lieut.-Col. Royal 
K. Stacey, Second & Arsenal St. St. 
Louis, Mo. 

Signal Corps: Capt. Arthur FE. Mickel- 
son, 1819 West Pershing Road, Chicago, 
ll. 

Chemical Il’arfare 
Harry R. Lebkicher, 
Bldg., Chicago, I. 

Local purchases for the Navy Depart- 
ment are centered in the Supply Officer, 
Naval Training Station, Great Lakes, 
Ill. Firms wishing to have their names 
placed on the mailing list to receive pro- 
posals should file their request at the 
above offices. 


Postottice Bldg., 


Service 


1113 


Major 
Postoftice 
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Crame 


doutte the distinction 


FINE PAPERS 


MADE IN DALTON, MASSACHUSETTS 


SINCE 1801 


A well-thought-out letter, smartly typed on Crane's Paper, carries its full 
message for you and speaks twice; once in your words, again in the pape! 
But you may give that letter a double measure of prestige by enclosing it in 
an envelope by Crane; an envelope of the same paper as your letterhead; an 
envelope that has a generous wallet fold that at first glance bespeaks your 
good taste and the care with which you discharge every detail of your 
business. Crane Paper and Crane Envelopes are the combination employed 
by leading business houses, banks and professional men to keep their flow 
of correspondence at the highest standard of excellence, with every lette: 
building its share of respect and favorable consideration for them. We invite pou 
to write for examples of fine letterheads on Crane’s Fine Papers, with envelr es to match. 


When writing Crane Co. please mention Purchasing 
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IN R IBBONS.... 


STREAMLINE PERFORMANCE 


IS 
PROFITABLE PERFORMANCE 


With the streamlining of business 
methods as well as business machines, 
has come more and better work with less 
time, less effort and less cost. 


Columbia ribbons, for all types of busi- 
ness machines, are kept abreast of the 
latest developments by advanced labo- 
ratory research and rigorous testing to 
insure the utmost in efficiency and 
economy. For your benefit, Columbia 
laboratory has kept constantly at work 
developing, before they are needed, these 
new, better and modern ribbons which 
insure the best results from modern busi- 
ness machines. 


In ribbons for your special as well as 
regular requirements, Columbia origi- 
nality plus Columbia quality will solve 
your purchasing problems just as they 
have solved the problems of many of 
America’s leading firms by definitely im- 
proving and speeding up work with grati- 
fying savings in cost. 

Why not check on your ribbon performance by 
testing a few Columbia ribbons in your business? 
Recommendations will be made by Columbia with- 
out obligation as to ribbons—and also carbons— 


best suited to the particular requirements of your 
business. 


COLUMBIA 


RIBBON &G CARBON 
MANUFACTURING CO., INC. 
Main Office and Factory: 

GLEN COVE, L. lI. e NEW YORK 


Branches 

58-64 West 40th Street, New York City 
204 Dwight —— Kansas City, Mo. 

327 South LaSalle Street, Chicago, Ill. 
155 West Congress Street, Detroit, Mich. 
227 East Michigan Street, Milwaukee, Wis. 
200 Plymouth Building, Minneapolis, Minn. 

107 Union Street, Nashville, Tenn. 

314 Pennsylvania Building, Philadelphia, Penna. 
908 Standard Life Building, Pittsburgh, Penna. 
205 East 6th Street, Cincinnati, Ohio 
(Harris-Moers Company) 

—Also— 

London 
England Australia 


FOUR METHODS PROPOSED 
FOR DEFENSE BUYING 


Advice from Washington indicates that 
the gigantic procurement program for 
national defense will make use of four 
principal buying methods—open bidding, 
cost-plus contracts, negotiated orders, 
and fixed prices. Throughout the entire 
program, an effort will be made to keep 
the profit motive alive as an incentive to 
production, while seeking the fairest pos- 
sible prices on government requirements. 
A general limitation of profits to pro- 
ducers on government contracts, in the 
neighborhood of 8%, is said to be con 
templated. 

According to the general plan, the 
practice of open bidding will be fol 
lowed in the procurement of standard 
items. Cost-plus contracts, which are not 
heartily approved of in principle and 
which will be safeguarded by means of 
cost audits at stated intervals, are to be 
considered when special research and 
other unusual expenses are dominant fac- 
tors. Negotiated contracts will be used 
where changes in plant set-up and pro- 
duction methods are invol\ed. 

The fourth type of purchase, to he 
applied, for example, in the purchase 
of uniforms, calls for direct contracts at 
prices set by the government, the usual 
hidding to be eliminated. On such an 
order it is proposed to have the Army 
supply the cloth, woven under contract 
from wool purchased by the government, 
manufacturers to make up the uni 
forms at prices stipulated by the Army. 

The National Defense Commission, in 
conjunction with the Army and Navy, 
has set up a cost formula, in which the 
items of material and labor costs, operat- 
ing overhead, and profit are worked out 
for each non-standard article of equip- 
ment that may be needed. It is similar 
in many respects to the system set up by 
the Canadian government since the out 
break of the war, which is working 
quite satisfactorily in the Dominion. It 
does not attempt to set up uniform prices 
for such equipment, as purchases and 
production are to be widely spread, but 
differences in cost due to local condi- 
tions must be justified under the formula, 
and the profit margin must be kept 
rigidly within the prescribed maximum. 

In the case of the negotiated contract, 
a producer is called in and a price ar- 
rived at for the manufacture of the 
equipment, taking into consideration the 
adjustment of plant facilities and 
methods, the extent and scheduling of 
the order, and probable costs. This plan 
has been applied to the purchase of tanks 
and engines, the negotiations with Ford 
Motor Company and Packard Motor 
Company regarding the manufacture of 
Rolls-Royce engines being a case in 
point. 

Experience with cost-plus contracts 
during the World War has made the 
government wary of such agreements as 
a buying policy. It is recognized, how- 
ever, that in certain cases as suggested 
above, where research, re-equipment of 
plants, and other factors not wholly 
predictable are involved, such an ar- 
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rangement may prove to be the most 
feasible and equitable manner of pro- 
curement. In such cases, the procedure 
will be to make a complete investigation 
of probable costs, fix the amount to be 
spent on salaries and on other determin- 
able expense, and then to audit the en- 
tire cost charges at stated intervals dur- 
ing the life of the contract. With such 
supervision and control in effect, it is 
likely that costs will be approximately in 
line with the cost formula previously de- 
scribed. 


COAL PRICE COMPLIANCE 


Latest word from Washington indi- 
cates that the Bituminous Coal Division 
will make an effort to put minimum 
price schedules into effect within the 
next few weeks, and is pressing to com- 
plete arrangements to that end. Con- 
siderable doubt has been expressed in 
the trade as to whether this project, 
which has been hanging fire since 1937 
without evidence of positive action, 
would ever become effective. The Act 
expires in 1941. There is to date little 
enthusiasm concerning its extension or 
re-enactment. A period of actual trial 
at this time would at least provide some 
factual evidence as to the practicability 
of the schedules which have’ been 
worked out, and the prospects of mak 
ing the plan workable after previous 
failures and overlong delay. 

The present plan, according to Di- 
rector Howard A. Gray of the Bitumi- 
nous Coa! Division, is to make the 
prices eftective on September 3. The 
initial schedules will cover more than 
12,000 code members, representing up- 
wards of 90% of national production. 

Some concern is apparently felt re- 
garding compliance on the part of pro 
ducers, and in the closing week of July 
a conference was held at Washington, 
with producers and the Commission in 
attendance, to discuss final plans for 
assuring that the regulations to be pro- 
mulgated will be observed in the indus- 
try and that coal will not be sold at less 
than the minimum prices to be estab- 
lished 

Producers who are members of the 
“bituminous coal code,” thereby par- 
ticipating in the market regulatory plan 
provided by the Coal Act, may sell their 
coal at prices higher than the established 
minimum. However, they may not sell 
at lower prices without incurring penal 
ties under the law. 

Participation, according to the Bitumi- 
nous Coal Act, is optional. Producers 
who elect to remain outside the code 
may sell their coal at any price they 
choose, but are subject to a special tax 
of 1914% on all coal sold. 

“The coal industry, which has _par- 
ticipated throughout the long and diffi- 
cult task of formulating minimum prices, 
is continuing that cooperation in the big 
job of setting up practical machinery to 
assure that the minimum prices and 
marketing regulations will meet with 
proper compliance,” Director Gray said. 

“Through the producers’ boards, I 
have sought suggestions from the coal 
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OTHER 
ESSENTIAL PRODUCTS 


OF 
AMERICAN CHAIN & CABLE CO.), inc. 


* 
CHAIN Weed Tire Chains 
Welded & Weldless Chain & Attachments 
AMERICAN CHAIN DIVISION 
CABLE—Tru-Lay Preformed Wire Rope and 
Crescent Non-preformed Wire Rope 
Tru-Loc Fittings—Tru-Lay Control Cables 
AMERICAN CABLE DIVISION 


BRAKES —tTru-Stop Brakes for Trucks & Buses 
Tru-Level Oil Controller 
AMERICAN CABLE DIVISION 


CUTTING MACHINES — Wet Abrasive 
Cutting Machines—Nibbling Machines 
ANDREW C. CAMPBELL DIVISION 


CHAIN BLOCKS~— and Trolleys 
FORD CHAIN BLOCK DIVISION 
WIRE ROPE —Loy-Set Preformed Wire Rope 
Nonparell Non-preformed Wire Rope 
“Korodless” (Stainless Steel) Yacht Rigging 
Aircraft Control Cables 
HAZARD WIRE ROPE DIVISION 


AUTOMOTIVE EQUIPMENT —for 


garages and service stations 
MANLEY MANUFACTURING DIVISION 


SPRINGS — Owen Springs and Units for Mat- 
tresses and Furniture 
OWEN SILENT SPRING COMPANY, INC. 
FENCE—Page Fence, Wire and Rod Products, 
Welding Wire 
PAGE STEEL AND WIRE DIVISION 
VALVES — Brass, Iron and Steel—and Steel 
Fittings 
READING-PRATT & CADY DIVISION 
CASTINGS — Electric Steel Castings and 
Malleable Iron Castings 
READING STEEL CASTING DIVISION 
AMERICAN CHAIN DIVISION 
HOISTS and CRANES~— wright Chain 
Hoists, Electric Hoists, Cranes 
WRIGHT MANUFACTURING DIVISION 


\ 
TRADE 


INDUSTRY 


> 
KS 


MARK \ 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


..,and may the 


WRIGHT Hoist win! 


Its record proves it can and will 


The gong clangs for Round 1 of the greatest industrial battle of all 
history. The Wright High Speed Hoist is ready. It is fast, powerful— 
trained to the minute—a seasoned, experienced winner in thou- 
sands of material-handling bouts.... Wright Hoists offer the 
American industrialist 21 distinct points of superiority that drive 
the job through with minimum effort of operators—with unfailing 
dependability “in the clutch”—with lowered costs first and last. 
... If your production schedule counts every minute—let us give 
you the WRIGHT answer to your most difficult hoisting problems. 
The line of Wright Hoists is one of the 137 ACCO Pedigreed 
Products—a few of which are listed at the left. 


WRIGHT MANUFACTURING DIVISION 


AGRICULTURE 


TRANSPORTATION 
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industry on how the compliance program 
should be operated. The boards have 
responded. Now we _ shall sit down 


with the representatives of the industry 


FROM 
SABOTAGE 
TRESPASSERS 


TROUBLE-MAKERS 


FORCE, ALWAYS STAYS 
IN LINE, QUICKLY INSTALLED 


Wise executives today are profiting from 
thee gained during a similar war 
period 25 years ago, and are protecting 
their plants against sabotage, trespassers, 
trouble-makers with rugged, sturdy 
Anchor Fences. 


Anchor Fences protect plants from costly 
interruptions to production schedules; 
keep profits from being wiped out. Give 
your plant adequate protection—by in- 
stalling Anchor Fence, by adding sections 
at strategic points or by extending your 
fencing to protect new additions to your 
plant. In case of future plant expansion, 
Anchor Fence can easily be moved to new 
locations to provide necessary protection 
there. 


Anchor’s Nation-Wide Erecting Service is 
prepared to install your Anchor Fence im- 
mediately. Send for the Anchor Fence 
Engineer today. He will recommend the 
proper Anchor Fence installation to com- 
pletely protect your plant, and show you 
the many Anchor features which give you | 
extra protection and longer life. Or mail 
the coupon now for free 
Industrial Fence Catalog. 


MAIL COUPON NOW! 


Anchor Post Fence Co. 
6615 Eastern Ave., 
Baltimore, Md. 


CD Please have Anchor Fence Engineer call. 
OC Send illustrated Industrial Fence Catalog. 


|and go over these suggestions, 


together 


lwith the division’s contemplated plans, 
and weld a sensible and satisfactory 
procedure.” 

The representatives of the industry 
who will confer with division officials 
on compliance were designated by the 
Bituminous Coal Producers’ Boards 


conference committee. This committec 
was created by the respective producers’ 
yoards as a central body for co-opera- 
ition with the Government on questions 
|\pertaining to the Coal Act. The boards 
‘are elected by the individual “code mem 


ber” producers for participation in ad- 
|ministration of the Coal Act. 
The representatives are as follows: 


Ezra Van Horn, Cleveland, chairman 
|of producers’ board for District 4, Ohio 
J. R. Henderson, Chicago, secretary of 
the producers’ board for District 4, 
| Ohio ; J. R. Henderson, Chicago, 
|tary of the producers’ board for District 
|10, Illinois; Walter A. Jones, Altoona 
lsecretary of the producers’ board for 
| District 1, central Pennsylvania and part 


Ssecre- 


of Maryland and West Virginia; J 
Norval Terrio, Washington, secretary 
lof the producers’ board for District 6, 


and A. L. 


producers’ 


West Virginia, “Panhandle” ; 
Vogl, Denver, counsel for the 
board for District 16, western and south 
ern Colorado. 

The mines producing from 90 to 
of the nation’s commercial will be 
included in the first price schedules to b. 
promulgated. As about 1,800 additional, 


coal 


but very small, producers who became 
‘ode members too late to be included 
in the first schedules will be included in 


supplemental price schedules to be pro 
mulgated at a later date, substantially 
all of the nation’s coal production ulti- 
mately will come under Government- 
*stablished minimum prices and market- 
ing regulations. 


Under the Coal Act, minimum prices 
and marketing regulations are designed 
to maintain a “cost floor’ beneath the 
usually “below cost” market prices for 
‘oal and to prevent the trade practices 
which Congress found unfair. These 
prices and regulations will cover only 
sales at the mine by code members. The 
relatively few remaining active produc- 
ers who are not code members may sell 
at any prices they choose, but subject 
ito a 1914% tax. 
| The prices and regulations do not 
japply to sales by retail coal dealers, 
jexcent that code members must charge 
the dealers not less than the estab-| 


lished prices when dealers buy their 
coal. 

Congress found that stabilization of 
the coal industry was necessary to the 
|welfare of the country. Bituminous coal, 
\vital to national defense as the source 
lof approximately three-fourths of the 


nation’s total industrial power require-' 
in approximately | 


‘ments, is produced 
ithirty States. Directly and indirectly, 
it gives employment to more than 1,000,- 
|000 workers. 
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CASTERS 


| 

A 


THERE ARE SIZES 
AND TYPES OF 
BASSICK CASTERS 
FOR EVERY NEED 


WHEN YOU BUY 
CASTERS SPECIFY 


BECAUSE —You buy the prod- 
uct of the largest manufacturer 


—and the leader in the caster 
business. 

BECAUSE—You buy a quality. 
product backed with a guaran- 
tee of satisfactory service. 
BECAUSE —You buy the 
economy of quantity production. 
Bassick distributors are conveniently 
located for prompt delivery, and’ 


factory representatives are at your 
service. Just call or write. 


Complete Catalog on Request 


i 


THE eek COMPANY 


_ Connecticut 


BELLEVILLE, ONTARIO 
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VARNISHED 
POWER CABLES 


OVER 60 TYPES OF 


When writing John 


ROEBLING © ELECTRICAL 
WIRES AND CABLES 


Power Cables: Paper; Cambric; Rubber 
Parkway Cable 
Police-Fire Alarm Cables 
Service Entrance Cables 
Network Cables 
Magnet Wire 


Rubber Covered Wires and Cables: 

Code; Performance; and Heat Resist- 

ing; Plain Rubber 60°, sheath Power 

Cable, and 40% or 60% sheath Flex- 
ible Cords 


Slow-Burning Wires and Cables 


Bare and Weatherproof Wires 
and Cables 


Submarine Cables 


Appliance Cords 


And a wide variety cf other wires and 
cables, either Standard or to Cus- 
tomer’s Specifications 


QUICK SHIPMENT 


Prompt Service is available at all offices and 
warehouse points listed below, where large 
stocks of a wide variety of standard Roebling 
Wires and Cables are always on hand. Your 
request for information, prices or samples will 
be welcomed. 


JOHN A. ROEBLING‘S SONS COMPANY 
TRENTON, N.J. 

Atlanta, Boston, Chicago, Cleveland, LosAngeles, 

NewYork, Philadelphia, Pittsburg, Portland, Ore., 

San Francisco, Seattle. Export Dept., New York 


EBLING 


A. Roebling’s Sons Company please mention Purchasing 
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PRICE SAVINGS 
ARE OFTEN 


LOST 


— WHEN 
RECEIVING COSTS 
ARE HIGH 


@ The low bid can make com- 
petitive bids look bad! But if the ship- 
ment is difficult to handle—hard to 
unpack and distribute, excess receiv- 
ing room costs may wipe out the price 
advantage. The low bid may turn out 
to be a lot higher than that of another 
supplier whose shipments could be 
more easily and economically handled. 


ACME ASSURES 


Easy and Economical Handling 


Shipments braced with Acme Unit- 
Load bands assure minimum receiv- 
ing costs. Unloading is easier, faster 
and more economical. It takes only 
one snip of each strap to remove the 
lading easily and quickly. When you 
insist on shipments braced with Acme 
Unit-Load bands, your receiving room 
costs will be reduced to a minimum. 
The supplier, too, benefits as his ship- 
ping and handling costs are lower. 


GET THE FACTS ON ACME STRAP 
PURCHASE PLAN 


By purchasing Steelstrap and Unit-Load bands 
on the Acme Strap Buying Plan, you can effect 
important economies. The coupon below will 
bring you full information. No obligation. 


ACME STEEL COMPANY 


2842 ARCHER AVENUE, CHICAGO, ILL. 
Branches and Sales Offices in Principal Cities 


ACME STEEL COMPANY 
2842 Archer Ave., Chicago, Ill. 


O00 Furnish complete information on the Acme Strap 
Purchase Plan. 

0) Mail a copy of “Stopping Profit Leaks,” the story 
of the advantages of Acme Steelstrap. 


COOPERATIVE FARM BUYING 


A significant trend in the farmer co- 
operative movement is the increasing im- 
portance of supply purchasing associa- 
tions, according to M. C. Allen of the 
Massachusetts Farm Bureau Purchasing 
Department. Twenty-five years ago, pur- 
chasing constituted less than 2% of the 
total cooperative business, and now it is 
approaching 15%. In that state, the pur- 
chasing department, an outgrowth of 
the direct Farm Bureau service to its 
members, has for the past ten years done 
a volume of business ranging from $800,- 
000 to $1,000,000, and has effected sub- 
stantial savings. An inventory of $50,000 
worth of materials is maintained among 
the warehouses at Waltham, Weymouth, 
Lowell and Worcester. 


 # 


LUMBER SUPPLIES AMPLE 


Whenever the national defense pro- 
gram calls for larger supplies of lumber, 
the industry is ready to expand produc- 
tion and shipments substantially to meet 
that need. Operations are currently at 
about 70% of capacity, and such a de- 
velopment is expected to produce no 
bottlenecks in the industry. 

The defense program will absorb large 
amounts of lumber for barracks and 
other military structures, as well as for 
smaller miscellaneous uses. The ex- 
pected boom in industrial construction 
that is being stimulated by armament will 
also produce larger demands for lumber 
products. 

Furniture manufacturers expect pro- 
duction in the second half of 1940 to 
run 10 to 15% ahead of the final six 
months of 1939. 

The effect of conscription upon new 
residential construction is problematical, 
so long as the draft is restricted to un- 
married persons, but no great change 
is anticipated in the trend. 


+ 


WALTERS APPOINTED 


Clarence M. Walters has been ap- 
pointed Manager of the Purchasing De- 
partment for Libby, McNeill & Libby, 
Chicago, succeeding the late C. D. 
Darragh. 


A TWO MILLION DOLLAR 
PROBLEM OF SALVAGE 


(Continued from page 36) 


other general classifications. Later on a 
more general circularization will be em- 
ployed. Meanwhile, firms and organiza- 
tions will be placed on the list to re- 
ceive current information by making 
application to the Director of Purchase, 
New York World’s Fair 1940, Inc., at 
the Administration Building, World’s 
Fair, N. Y. 

No preferred lists or priority will be 
established. Appreciative of the thor- 
oughgoing cooperation extended by the 

City of New York from the very be- 
| ginning, and recognizing that the City 


PURCHASING 


is perhaps the No. 1 prospect for much 
of the surplus equipment, due to the 
common nature of many requirements, 
nevertheless City bids must stand up 
against competitive offers in this liqui- 
dating operation. There have already 
been a number of requests from indi- 
viduals, chiefly from Fair employees who 
for sentimental or other reasons wish 
to ‘secure the desks or equipment at 
which they have been working. While 
these are considered, along with any 
other offer, individual bids are not en- 
couraged for the dual reason that mass 
disposition is the first objective, and 
that the mere mechanics of accounting 
for and removing individual items of 
this nature is an expensive and com- 
plicating procedure. 

Suppliers of the original equipment 
are being contacted in every case as a 
logical outlet, regardless of whether a 
repurchase agreement has actually been 
made, and they are being given the 
opportunity of thus reclaiming their own 
used product. Conversely, since the re- 
purchase agreements do not constitute 
an actual contract of sale, but represent 
a commitment that can be invoked at 
the pleasure of the Fair, materials so 
covered are being offered generally be- 
fore the agreement is made effective, in 
order that the possibility of greater 
returns may not be overlooked. 

Altogether, the disposition of this vast 
quantity of material, which will become 
obsolete for its present purpose over- 
night and which must be moved quickly 
to meet a contract deadline, looms as 
large in its way as did the origiral 
purchase operation which got under way 
a little more than four years ago. It 
completes the cycle of a temporary en- 
terprise in which materials and supplies 
played an essential part in giving reality 
to the dreams and plans of the design- 
ers, and in which an orderly time sched- 
ule has always been of primary im- 
portance. It has made purchasing his- 
tory, and will be a significant experience 
even after the towers have been razed 
and the lights have been dimmed for the 
last time. The successful completion 
of this liquidation will be a tribute to 
far-sighted and well planned purchas- 


ing. 


MULTIPLEX DISPLAY 
FIXTURE FOR SALE 


A #63 Floor type revolving Multi- 
plex Display Fixture with a ten wing 
capacity, complete with 10 wings 24” 
wide by 36” high, 1’” beveled mould- 
ing frames, fillers of thumbtack board 
covered with brown burlap. 

Entire fixture finished in crinkle 
antique bronze. 

Complete with shipping case. Ideal 
for convention exhibits or in office 
for display of advertising material, 
maps, charts. In excellent condition. 


Box No. 918 


PURCHASING 
205 E. 42 St. New York, N. Y. 


When writing Acme Steel Company please mention Purchasing 
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Obituary 


Edward J. Flaherty, 50, Purchasing 
Agent for the D. B. Dodson Coal Co., 
Pottsville, Pa., died June 23rd at Jeffer- 
son Hospital, Philadelphia, following an 
operation. 


Charles C. Warne, 58, General Pur- 
chasing Agent for the New York Central 
System, died in St. John’s Hospital, 
Yonkers, July 6th, after a brief illness. 
He was a graduate of the University of 
Pittsburgh, in mechanical engineering, 
and had been associated with the rail- 
road for thirty-five years. 


Albert C. Brandt, 66, Purchasing 
Agent for the Trailer Co. of America, 
Cincinnati, died July 10th after a short 
illness. He had been with the company 
forty-three years. 


Charles Frederick Kalle, 56, for the 
past thirty-eight years a Purchasing 
Agent for the American Tobacco Com- 
pany, died at his home in New York 
City, July 10th, after a brief illness. 


Wallace Johnson, 38, Purchasing 
Agent and Assistant Secretary of the 
Cadillac (Mich.) Malleable Iron Co., 
died at the Mercy Hospital in that city 
July 20th, following a protracted illness. 
He had been with the company since 
1922, and was active in civic affairs, 
serving on the Board of Education. 


USE OF COAL CARS 
LIMITED AT MINES 


Although there is currently no short- 
age of coal cars, and none is expected 
despite a substantially higher rate of 
loading than in 1939, steps have been 
taken to conserve transportation capac- 
ities to meet any demands which may de- 
velop in connection with the national de- 
fense program. The Car Service Division 
of the Association of American Rail- 
roads last month announced that the use 
of open top cars would be restricted to 
the purpose for which they are designed, 
that is, the movement of freight. The 
ruling is directed at the use of cars for 
coal storage at the mines—the so-called 
“no-bill” coal loads. It was estimated 
that on July Ist, more than 41,000 cars 
were being held at mines, loaded with 
coal and unconsigned. The Association 
declared that this represents an avoid- 
able waste of potential transportation 
capacity. Effective July 15th, no cars 
were to be placed for loading at mines 
where more than one day’s supply was 
already being held under load and un- 
consigned. 


PURCHASING PLACED UNDER 
CIVIL SERVICE 


The position of County Purchasing 
Agent and purchasing department stenog- 
rapher in Mahoning County, Ohio, have 
been placed under state civil service. 
Ralph Dowell, present incumbent of the 
purchasing post, has been nominated for 
non-competitive appointment as Purchas- 
ing Agent, and similar action has been 
taken in behalf of Miss Martha Raegan, 
stenographer. 
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Guardian Goes 


On Record For... ‘IMAGINATION’ 


% Ever drop a coin in an automatic phonograph? Chances are 9 out of 10 you have 
—and chances are that Guardian Electric controls helped “size-up” that nickel, dime 
or quarter—making sure the coin was good—that all records of your choice came up 
to play, however scattered your selection. But, that was fairly simple. 


Imagine 20 separate record selectors scattered now at different points, with groups 
of people dropping nickels, dimes, quarters—choosing the same or different records 
simultaneously—still getting everything they want and pay for. Beginning to sound 
like music to your ears Mr. Product Engineer? 


RELAYS by GUARDIAN 


Applied to the automatic phonograph industry, Relays by Guardian helped solve this 
perplexing problem—not once—but in half-a-dozen different ways, each fitted to 
the individual manufacturer’s product. Your control problem may be tougher, but 
chances are 99 out of 100 Guardian will solve it. Write for new catalog on your 
letterhead today. 


GUARDIAN \(@ ELECTRIC 


Type-R 
Stepping Relay 1635 West Walnut Street Chicago, Illinois 


When writing advertisers please mention Purchasing 


Those i? your organization who are responsible for 
| desig® and production will be glad to know that Rich- 
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BE SURE YOUR ROPE AND 
BLOCKS ARE OF 
PROPER SIZE 


To find the pull required to lift a given 


weight when the number of parts at the 
movable block is known—the weight to be 
lifted by the tackle divided by the number 
of ropes, or parts, running from the mov- 
able block will equal the necessary pull on 
the fall, theoretically. 


But there is always a friction loss around 
sheaves, and a rule which is safe, but only 
approximate is to allow 10% friction loss 
for each sheave 3” dia. and larger. Add 
this friction loss to the load and proceed 


as if friction were not present. 


Example: 


Gun tackle—1 single and 1 double block—3 
sheaves—3 supporting parts—mechanical ad- 


vantage 3. 

100 Ibs. to be lifted. 

3 xX 10% = 30% friction loss 

100 Ibs. + 30% X 100 Ibs, = 130 Ibs. 


130 Ibs. 
— == 43.3 lbs. pull to lift load. 
3 


Other valuable facts on the proper use and 
care of rope, in the interest of greater 
safety and economy, including the Plymouth 
“Weight and Strength Table,”’ are given in 
the new edition of our booklet—*‘Lift It 


Safely"’ . . . sent on request. 


PLYMOUTH CORDAGE COMPANY 


North Plymouth, Massachusetts 
and Welland, Canada 


Division Offices: New York, Chicago 
and San Francisco. 
Warehouse Stocks: New York, Boston, 
Baltimore, Philadelphia, Cleveland, Chi- 
eago, Houston and San Francisco. 


EXPORT LICENSING 


Conservation of both raw materials 
and manufactured products essential to 
American industry and national defense 
has been furthered by the program of 
export control which became effective 
last month. The program affects twenty- 
six basic commodities, eleven chemicals, 
airplane parts, equipment acces- 
sories, armor plate, bullet-proof glass, 
plastics and optical elements, and ma- 
chine tools. On this list of specified mate- 
rials and products, licenses are required 
for all export shipments before they are 
permitted to pass through the customs, 
these licenses to be issued by the Control 
Division of the State Department. 

Copies of the regulations are avyail- 
able through customs officials throughout 
the country, and complete information 
can be obtained from the Control Divi- 
sion in Washington. In general, the ap- 
plication for license calls for the follow- 
ing information: 

Clear and adequate description of each 
item; quantity and approximate net 
value of the commodity; country of ulti- 
mate destination; specific purpose for 
which the material is required; name, 
address, and nationality of consignor; 
nature of the seller’s business. 

Exports of tin plate scrap are subject 
to special requirements. The application 
must detail both the consignee in foreign 
countries and the purchaser of the scrap; 
the specific character of the scrap to be 
exported; the number and type of con- 
tainers; approximate weight and value; 
name and address of the producer of the 
scrap; specific purpose for which the 
material is required; nationality of the 
consignor in the United States; and the 
reason why the scrap is being exported 
instead of being offered for sale to the 
United States Government. 

Unless shipments are made, from the 
port of exit listed in the application, 
within one year of the date of the license, 
a new application and license will be re- 
quired. Export licenses must be filed with 
the collector of customs at the ports 
from which shipments leave the United 
States, prior to the departure. Licenses 
are not transferable, and are subject to 
revocation without notice. Licenses which 
have been revoked, or which have ex- 
pired must be returned immediately to 
the Secretary of State. 

Penalties for failure to comply with 
the licensing requirements, or rules and 
regulations issued thereunder, are set by 
the Act as $10,000 fine, imprisonment up 
to two years, or both. The law expires 
June 30, 1942, unless extended by Con- 


gress. 


 ¥ 


Standardization in the 
Steel Industry 


(Continued from page 61) 


and Bessemer practice be held to certain 
properly determined standards. 

The circumstance that many steel 
products fall into the category of capital 
goods attaches a special significance to 


the standardization of their properties. 


PURCHASING 


Large users of steel, fabricators and 
manufacturers, are accustomed to draw 
upon more than one source of supply 
for their materials, often for the produc- 
tion of the same or identical parts. This 
means that the performance of steel 
from the different sources must be sub- 
stantially uniform, or in other words, it 
must be produced to meet definitely pre- 
scribed standards. Drawing and machin- 
weldability, 
hardenability, resistance to elongation at 
elevated temperatures, and electromag- 


ing qualities, resilience, 


netic characteristics are examples of 
properties which must controlled 
within specified limits if market par- 
ticipation is to be expected. The kind of 
standardization necessary to provide for 
the conditions just described affects a 
wide variety of steel products, such as 
bars, sheets, wire, and tubing in both 
carbon steel and alloy grades. 
Diversification tends to diminish the 
tonnage involved in the various items 
scheduled for production in the steel 
mill. Needless diversification and the 
small order walk hand in hand. Now the 
steel producer is not at all unapprecia- 
tive of small orders, particularly when 
conditions are such that they may be 
combined and consolidated for execution 
at the mill. A hundred relatively small 
orders, if they involve only standard 
products without much variety, need not 
present a serious problem as to melting, 
rolling or processing. As variety in- 
creases, however, the expense of pro- 
duction mounts rapidly. To roll only five 
tons of a certain selected shape costs 
$8.80 more per ton than to roll one 
hundred tons; in another case the added 
costs amounts to $12.95, and in a third 
instance the excess is more than $15.00 
per ton. Figures applying to one ton, as 
against one hundred, or fifty, or even 
five tons, are almost startling, for the 
additional costs alone often equal or ex- 
ceed the selling prices. The customer is 
not at fault in this matter. It simply 
represents a condition 
which in its broader aspects can be 


troublesome 


greatly ameliorated, although not en- 
tirely cured, by an application of the 
principles of standardization. This pre- 
supposes a co-operative approach on the 
part of both consumer and producer. 

It is hardly possible that standardiza- 
tion of products could take place with- 
out standardization of processes. That is 
exactly the case. The steel industry has 
been paving meticulous attention to its 
means and methods of production, all 
of the way from the selection of raw 
materials to the finishing operations on 
products prior to shipment. Suitable 
methods of chemical analysis, determin- 
ation of physical properties, the setting 
up of rational tolerances for gauge and 
shape, and the development of standards 
for surface finish are a few of the fac- 
tors which now enter, significantly, into 
the control of operations. Pyrometry at 
all important points is doing indispens- 
able service. The application of the 
teachings of physical metallurgy to steel 
making as well as to the heat treatment 
of various grades of steel is svstema- 


When writing Plymouth Cordage Company please mention Purchasing 
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tizing the procedures and making for 
regularity and reproducibility in the 
product. All of this has been matched by 
the ingenious mechanical devices with 
which the steel mills have been equipped, 
practically all of them electrified for 
precise operation and control. 

Further in the interest of rational 
standardization, the steel industry, 
through the American Iron and Steel 
Institute, is applying organized and 
conscientious efforts to the task of codi- 
fying the necessary underlying informa- 
tion. The Technical Committee of the 
Institute, in collaboration with the Man- 
ufacturing Committee, is preparing a 
comprehensive manual which will (1) 
classify and define the products of the 
iron and steel industry, (2) collect and 
present data pertaining to manufacturing 
tolerances, (3) collect information rela- 
tive to methods of inspection for each 
product, and (4) review existing speci- 
fications that might be considered ap- 
propriate as current standards in their 
respective classes. This is all in line with 
a policy of good housekeeping and 
should be effective in preparing the way 
for subsequent co-operative effort with 
the consumer. 

Standardization is not an end in itself, 
it is fundamentally a contributor to the 
efficiency of industry. By serving to elim- 
inate nonessentials it paves the way for 
rapid and economical production. In the 
present international competition for 
political and commercial position, a very 
narrow margin of superiority may be 
the factor which determines the swing 
of the balance. We in America are in- 
corporating the principle of standardiza- 
tion into our industrial efforts so that 
when we are weighed in the national or 
international balance, we shall not be 
found wanting. 


question the largest single purchaser 
of goods in this country. Its pur- 
chases are made on the basis of Fed- 
eral specifications of which there are 
over 1,250 now in use. These specifi- 
cations were prepared by more than 
70 committees composed of technical 
men selected from all branches of the 
government working under the gen- 
eral direction of Federal Specifica- 
tions Executive Committee, Procure- 
ment Division, Treasury Department. 
The National Bureau of Standards 
takes an active part in the preparation 


of these specifications (except for 
foods and drugs). Considered as a 
whole these specifications represent 


the best group of commodity specifi- 
cations thus far compiled. 
reasons, Federal 


For these 
specifications are 


= 
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more easily adaptable to county pur- 
chasing requirements, covering as 
they do, the whole gamut of public 
requirements and at the same time 
conforming to standard trade and 
manufacturing practices of industry 
This makes it possible for the Federal! 
Government to obtain more suitable 
and durable goods at fair prices.” 

1 therefore urge that county pur 
chasing departments make wider and 
more general use of Federal Govern- 
ment specifications. 


Need for Centralization 


More centralized 
needed in counties. 


purchasing 1s 
From the fact 


that we received only 1,777 replies out 
of 3,070, it is obvious that 1,893 county 


officials in an executive capacity ap 


PIRAL 


BROWN 


END MILLS 


Replace your old mills with these cost- 


County Purchasing 


(Continued from page 60) 


cutting spiral end mills and specify them 


Above. Catalog No. 33 lists 


as new equipment. 
End Mills. 


the full line of cutters. 


testing and inspection facilities; 17 Straight 
employ the services of commercial : on Brown & Sharpe Mfg. Co., 


testing laboratories; 88 utilize the lab- | Providence, R. |., U.S. A. 
oratory facilities of college or uni- | 
versity laboratories for general field 
and laboratory tests, while 43 call 
upon their state highway laboratories 
for tests and inspection of materials 
and equipment used in road construc- 
tion. 

The purchasing process is incom- 
plete unless goods are properly ex- 
amined and tested before acceptance. 
This is the usual procedure in indus- 
trial purchasing as well as in efficient 
municipal, county and state purchas- 
ing departments. It is therefore 
strongly recommended that the prop- 


| Hollow Faces 
recommer t | Double Angle Lands 
er testing facilities be utilized by | 
counties to insure full value of goods | 


purchased. It is obvious that too few | Most efficient helix 
counties are taking advantage of the and rake angles 


testing facilities available, such as 


IBS 


fbove, Long Spiral 
End Mills, Single-End 
and Double-End Types 


it right, End Mills, 
Milling Machine 
Standard Taper Shank 
Types. For use with 
Cam Lock Adapters 


Below, End Mills, 
Brown & Sharpe and 
\ Morse Taper Shank Types 


Strong Teeth 


those of tax-supported colleges and 
universities and those usually main- 
tained by the state. 

In Mr. Martino’s report he states: 
“The Federal Government is without 
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ARE YOU DOING THESE JOBS 


THE HARD way? 


Here’s an easy way to handle inside measure- 
ments—™% to 6 inches. Starrett Small Hole 
Gages No. 829 take care of the small stuff from 
\% to ™% inch; Telescoping Gages No. 229 
handle the rest up to 6 inches. Both types 
can be set to a given size and used as plug 
gages or expanded to “‘feel’’ for close or loose 
fits and miked for size. 


Starrett Gear Tooth Caliper No. 456 saves 
complicated figuring on gear work. Measures 
both chordal thickness and addendum simultane- 
ously—reads direct in thousandths of an inch 
and may be had in 20-2 or 10-1 diametral 
pitch. 


Starrett Cutter Clearance Gage No. 459 checks 
clearances directly and accurately in degrees on 
any cutter from 2” to 30” or more in diameter 


—end, spiral, helix, or inserted tooth. Saves 
grinding time, makes cutters work better, last 
longer. 


Among the 3000 tools shown in up-to-date 
Starrett Catalog No. 26P are scores of new 
tools or familiar tools with important refine- 
ments and improvements. Write for a free copy. 


THE L. S. STARRETT CO. 


STARRETT 
TOOLS 


Buy Through Your Distributor 


parently have no interest whatsoever 
in the manner in which their pur- 
chases are made or the economies 
which would result through the prop- 
er type of purchasing organizations. 
The purpose of the Governmental 
Committee is to shed light on this 
problem where it is needed, and it is 
believed that a wide distribution of 
the new pamphlet on county purchas- 
ing will tend to awaken the interest 
of responsible officials, civic organi- 
zations and _ public-minded citizens 
throughout the country. 


You will be interested in a quota- 


tion from the New York Herald 
Tribune, issue of December 18, 1938, 


regarding a year’s experience of Nas- 
sau County, New York, under its new 
charter. I quote, “Briefly, the new 
charter provided for the centralization 


of many administrative functions, 
previously left to local units, in the 
county government. The latter in- 


stead of consisting merely of a board 
of supervisors representing the towns 
and cities, the usual form of county 
organization, has a full-time county 
executive with broad powers, assisted 
by the supervisors in a legislative ca- 
pacity. The reorganization was _ in- 
tended to achieve greater efficiency 
and economy ****. An important ac- 
complishment under the new char- 
ter *** was the centralization of fiscal 
control in the hands of the county 
executive. Formerly every county de- 
partment could apply and reapply for 
additional appropriations. Now each 
department must set up its budget a 
year in advance. This is submitted to 
the executive, who, in consultation 
with the department head, removes 
all unnecessary items. The appro- 
priation is divided into four parts, and 
the department heads undertake to 
keep the expenses within each quar- 


ter’s appropriation. This year, the 
county reports, there were no supple- 
mental appropriations. The 52. vil- 


lages and town departments of health 
were consolidated into a single county 
department; a department of purchase 
was set up under a single commission- 
er, ending the old system of purchase 
by each separate department.” 


Impressive Accomplishments 


The effectiveness of the central pur- 
chase and control plan of the County 
of Los Angeles, Calif., so impressed 
the county supervisors that they cre- 
ated the position of Chief Administra- 
tive Officer of Los Angeles County 
(a modified form of the council-man- 
ager plan) to exercise administrative 
supervision and control over all de- 
partments, services and institutions of 
the county, to coordinate their opera- 
tions and to carry out rules, regula- 
tions and ordinances of the board. 
This authority also included the duties 
of County Purchasing Agent. The 
County Purchasing Agent, Colonel 
Wayne R. Allen, was appointed the 
first Chief Administrative Officer in 
addition to his regular duties. He 
now has charge of more than 50 de- 


All types, 

production—every 
phase of the job promptly and economi- 
cally handled by experts now serving 
many of the country’s leading manufac- 


metals. Design 


turers. Close, personal service; you'll 


find it quick and easy to work with us. 


HUNTER PRESSED STEEL CO. 
LANSDALE, PA. 
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partments, employing than 
15,000 employes and spending more 
than $80,000,000 annually, including 
purchases made for school districts. 
Thus while the Chief Administrative 
Officer has all the responsibility of a 
county manager, all of his acts must 
be approved by the county board. 
The county supervisors of Los An- 
geles County have exhibited broad 
vision in the interest of the taxpayers 
of their community as they have cre- 
ated an organization which is a means 
of saving tremendous sums annually 
in the reduction of the cost of goods 
and in the reduction of excess labor 
and overlapping of activities. 


Hamilton County, Ohio, has shown 
what can be done in the way of co- 
ordinating purchases by mutual agree- 
ment without benefit of statute. It 
has proven a means of saving hun- 
dreds of thousands of dollars annually 
for the taxpayers of Hamilton County 
and of the City of Cincinnati. In 
contrast to this I should like to point 
out that although the state legislature 
of Virginia has provided by law that 
two or more adjoining counties may 
appoint a joint Purchasing Agent, no 
counties in Virginia indicate that they 
have taken advantage of this plan. 

Small counties should be encour- 
aged to pool the bulk of their pur- 
chases with other adjacent counties 
and with large neighboring municipal- 
ities in order to obtain wholesale 
prices and a better quality of goods; 
also, where state laws permit, it is 
recommended that counties make pur- 
chases on favorable state contracts. 
If the orders are of sufficient size, the 
vendor can use them as a “back-log” 
of business to keep his plant running 
when without these orders it would 
otherwise be idle. This reduces his 
overhead and enables him to pass 
these savings on to the consumer. 
Some of the commodities which can 
be purchased in this manner are: coal, 
fire hose, road oil, crushed stone, 
sand, gravel, gasoline, lubricating oil, 
paper goods, highway signs, cement, 
asphalt, and sewer pipe. 


Control of Storehouses 


The consolidation of stores under 
one control system in the City of New 
York has been brought about by Rus- 
sell Forbes, Director of Purchase. All 
goods received and disbursed by city 
owned warehouses are controlled at 
a central point through a punch card 
system. This has resulted in a reduc- 
tion of inventories and of the number 
of warehouses necessary to function 
economically; it has reduced obso- 
lescence and increased turnover; it 
has eliminated unnecessary items for- 
merly carried in stock and unneces- 
sary purchases; it has facilitated the 
transfer of goods from one depart- 
ment or warehouse to another. It has 
supplied a means for the intelligent 
preparation of budgets as it provides 
budget officials with the amount of 
stock carried on hand, the rate of 
turnover, the average cost, the prob- 
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2500 or 500, whatever the distance, 
super-swift Air Express travels 3 miles a minute all the way. 
It’s tops for keeping stocks low—sales up—the modern time- 


saving way. Low rates. Complete, super-swift national and 


international coverage. Special pick-up—Special delivery. 


Phone Rar~way Express... Arr Express Division. 


Pains 


EXPRESS 


T HEY’LL appear in a wide variety of sizes and shapes — in 

everything from automotive parts to electrical appliance 
equipment—as high quality castings from the Forest City 
Foundries Co. 

And because Forest City Foundries casting specialists have 
carefully tested them every step of the way from pigs to finished 
castings, they'll do their job right—at a low unit cost. 

For over 48 years Forest City has been producing high quality 
castings. This experience plus facilities for producing gray iron, 
semi-steel or high test semi-steel castings that measure up to 
specifications, is an integral part of the Forest City organization. 
A call will bring a representative to discuss your casting needs 
and our ability to meet them. 


THE FOREST CITY FOUNDRIES € 


2500 WEST 27th ST. Phone PRospect 5040 CLEVELAND, OHI 
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EVERY PLATING DEPARTMENT 
NEEDS THESE BASKETS! 


HERE ARE THE 
REASONS WHY 


1. Jelliff Products are backed 
by a manufacturing experi- 
ence of over 60 years. 

2. Every basket is strongly 
braced and scientifically 
constructed to give endur- 
ing service. 


3. Baskets are made of metals 
best suited to your require- 
ments, as determined by the 
cleaning and pickling cycle, 
—aluminum, brass, copper, 
monel, nickel, stainless 
steel, iron, galvanize, etc. 


> 


Obtainable in varying sizes 
of wire, woven in divergent 
mesh styles. 
Round, square, oblong, or 
oval baskets shaped to suit 
your needs. 


Special types and sizes can 
be made to your specifica- 
tion. 


Popular sizes and shapes 
are stocked for prompt 
shipment. 


P.A.’s CHECKING LIST 


—Industrial Mesh —Dipping baskets 
—Lektromesh —Fabricated Screen Parts 
—Screen Cloth —Wire Filter Cloth 
—Insect Screen —Resistance Wire 


Write Jelliff for specific 


needs on above 
Sales representatives, working from lay 
cities completely cover the country. 


able consumption and many other 
pertinent facts which are necessary to 
intelligent and efficient budget-mak- 
ing. Stock is the same as money and 
no one would think of leaving idle 
dollars scattered on shelves or tucked 


away in corners. And yet that is 
virtually what is being done when 
stock is purchased and then stored 


away and forgotten. 

The City of Milwaukee has adopted 
the New York plan of centralizing 
purchasing and inventory control. The 
next step will be to 
physical control of municipal ware- 
houses and stock. We are greatly in- 
debted to Russell Forbes for the time 
he has spent with Milwaukee repre- 
sentatives, explaining his system and 
its operation. 


centralize the 


Selection of Purchasing Staff 

Before prescribing the necessary 
qualifications for a County Purchas- 
ing Agent, let us see what is expected 
of a Purchasing Agent of industry. 
According to Frank D. Bryant, Stand- 
ard Oil Company of California, in a 
talk given at a meeting of the Bureau 
of Occupations at the University of 
California, “The Purchasing Agent 
a human being who by sound business 
methods and acceptable standards of 
ethics is endeavoring to assist man- 
agement in industry to eliminate the 
vast waste in the purchase and use of 
materials. . . . It is necessary for a 
Purchasing Agent to have a very good 
disposition, to be actuated by fairness 
in the settling of disputes, to have an 
analytical mind, to be co-operative, to 
start in on his job in a pair of over- 
alls, and to be able and willing to give 
suggestions in order to help manage- 
ment in the use of materials best suit- 
ed for the products of his company, 


4 


considering, of course, cost. ...A 
Purchasing Agent should keep abreast 
of new products, should know ma- 


terials, be versed in price trends and 
price structures, be able to buy the 
proper quantities and to understand 
losses due to obsolescence. A pur- 
chasing agent must also be a good 
salesman of his own services.” 

A public Purchasing Agent requires 
similar qualifications plus a wide gen- 
eral knowledge of materials and 
equipment used in the many diversi- 
hed activities of county government, 
such as the purchase of equipment 
and maintenance supplies for  hos- 
pitals, penal institutions and sanatoria, 
automotive equipment, parks, high- 
ways, sewers and lighting facilities. 
As his purchases cover practically the 
whole gamut of manufactured sup- 
plies and equipment as well as many 
raw materials, he should have a well 
rounded, personal knowledge of the 
use of these materials, supplies and 
equipment as well as sources of sup- 
ply and approximate costs. This re- 
quires previous experience with a 
large firm and preferably with a pub- 
lic purchasing department. In order 
to properly select a Purchasing Agent 
and to provide adequate means where- 
by he in turn can select his assistants, 


PURCHASING 


STOP 
LOSSES 
from faulty 
sealed cases! 


Evans’ 


NO. 1303 


CASE SEALING 


GLUE 


The most dependable and economical 
sealing glue for corrugated fibre 
cases you can buy. Super-tenacious. 
Sets in 30 seconds. Used diluted, it 
covers 3 times more surface than 
similar adhesives. Try a gallon and 
see the difference. 


ADHESIVES 


MANUFACTURED BY 


THE COMMERCIAL PASTE CO. 


COLUMBUS, OHIO 


Largest exclusive manufacturers of 
Adhesives in the United States. 


Platform Easily Replaced 


No longer need you buy a new truck simply 
because the platform boards are worn or dam- 
aged. One or all boards im Fairbanks Com- 
mander Steel-Frame Platform Trucks can be re- 
placed easily and cheaply, without cutting or 
rewelding. bolts. 


simply by removing a few 


Handles or racks can also be changed or re- 
placed. 


Heavy steel angle irons all around the out- 
side protect platform from injury 


They're made in 
every 


styles and sizes to meet 


requirement, 
Write for Catalog 52. 
THE FAIRBANKS COMPANY 


23 East 4th St., New York, N. Y. 


Boston, Pittsburgh—Distributors in 
Principal Cities 


Factories: Binghamton, N. Y. 
Rome, Ga. 


Fairbanks 


PLATFORM TRUCKS. 
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it is recommended that competitive 
examinations be held. 


Competitive Examinations 


Walter N. Kirkman, Director, 
Maryland State Department of Budget 
and Procurement, and Chairman of 
the Governmental Committee, recom- 
mends that the nearest Purchasing 
Agents’ association be asked to ap- 
point a committee to assist in con- 
ducting the examinations and select- 
ing the chief purchasing agent. This 
committee would normally be com- 
posed of Purchasing Agents of several 
large local firms including nearby gov- 
ernmental Purchasing Agents. Where 
the civil service system prevails in 
county government, the committee 
would assist the civil service commis- 
sion in this work. The committee 
could prepare a statement of the qual- 
ifications and duties of the purchasing 
agent and his staff, suggest examina- 
tion questions, conduct personal in- 
terviews for the chief purchasing 
agent, and assist in rating the exam- 
ination papers. The Chief Purchas- 
ing Agent should select his staff from 
the eligible lists thus obtained. 

As for the organization of the de- 
partment, it is recommended that suc- 
cessful departments such as those al- 
ready mentioned in this paper, be used 
as a Standard with, of course, a scal- 
ing down of the number of employes 
and salaries for the smaller counties. 


Basic Principles 


In conclusion let me set forth the 
cardinal principles of modern central- 
ized purchasing which apply to all 
public purchasing departments. If 
these principles are followed, savings 
of approximately 15% can be made 
without question. 


1. The development of standards. 
(Reducing the number of kinds 
of commodities used for the same 
purpose, thus securing the most 
suitable and = serviceable article 
for any given purpose.) 

2. The preparation of definite speci- 
fications. (Thus increasing hon- 
est competition by eliminating 
ambiguities and misunderstand- 
ings in bidding, also facilitating 
inspection by providing a yard- 
stick with which to measure de- 
liveries.) 

3. The taking of competitive bids. 
(Thus giving all qualified ven- 
dors an opportunity to bid and 
reducing prices through open 
competition.) 

4. The study of market conditions. 
(Making it possible to purchase 
when market conditions are fav- 
orable.) 

5. The purchasing of commodities 
outright in large quantities or 
contracting for them to be deliv- 
ered required over a_ stipu- 
lated period. (Thus enabling the 
purchaser to obtain the benefit of 
wholesale quantity prices.) 

6. The effective inspection of all 
materials and rejection of those 
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THE 


Manufactured by 
MANIFOLD 
SUPPLIES 
COMPANY 

Nationwide 

Distribution 


INVISIBLE IDEALS 


which have dominated our business for 44 years 
are revealed to you in every record made with 
Panama and Beaver products. 


Identified 
Ink and Fabric 
Products of 
Superlative 
Utility and 

Quality 


A finer grinding wheel 
preferred by leading 
firms. Specify any type, 
bond, or 


size, grain, 


grade. 


Simonds Worden White Co. 


DAYTON, OHIO 


Factories at Buffalo, Beloit, Cleveland, Dayton 
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STENCIL IT — with a MARSH 


This latest type stencil cutting 
machine will save $10 to $50 a month 
in your shipping department. A 
stencil is cut in a minute. A few 
brush strokes stencil mark the address 


clearly, indelibly onto the shipping 
package. Catalog and prices on re- 
quest. 


: 


MARSH STENCIL MACHINE CO. 
720 East B St. 
BELLEVILLE, ILL., U. S. A. 
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Ideal for Air Mail 


ESLEECK MANUFACTURING COMPANY 


TURNERS FALLS. MASSACHUSETTS 


P. 


A short life and a merry 
one is no bargain in the 
purchase of springs. They 
are a dynamic product. 
Long life and trouble-free 
performance constitute 
their true measure of 
value. Do you buy springs 
or the work they will do? 


Our literature explains 
fully. Please write for it. 


LEE SPRING CO., 
30 MAIN STREET 
BROOKLYN. NEW YORK 


Inc. 
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which do not conform with spec- 


ifications. (Thus insuring full 
value.) 

7. The prompt payment of bills 
thereby earning cash discounts 
and improving credit status. 
(This is also reflected in lower 
bids.) 


8. The control of storehouses and 
shop inventories resulting in: 

a. An accurate accounting of 
inventories. 

b. The prevention of waste by 
keeping stock moving, re- 
ducing stock and preventing 
the purchase of articles for 
stock which deteriorate rap- 
idly or which may become 
obsolete. 

9. The elimination of 
purchases. 

10. The centralized control of the 
sale of scrap and waste material. 

11. The transfer of usable materials 
from one department to another. 

12. The reduction in paper work and 
in the number of employes re- 
quired to transact the purchasing 
function. 

13. The reduction of unnecessary 
sales effort and expense. 


unnecessary 


14. The elimination of favoritism, 
“buck passing,” connivance and 
underhandedness in public pur- 


chasing. 


It has been proved by those who 
have made a study of this subject 
that the tax dollar spent under an ef- 
ficient centralized purchasing plan 
will buy more, thus reducing budgets 
and operating expense. Moreover, 
political patronage can be eliminated 
in public purchases with resulting 
lower prices and improved quality of 
merchandise. When the proper type 
and quality of equipment is used for 
any given purpose, it costs less to op- 
erate and lasts longer. Centralized 
purchasing facilitates the selection of 
such equipment. 

When each department purchases 
independently, the individual amounts 
purchased are small as compared with 
the total amounts purchased by all 
departments. This militates against 
economical buying. If these orders 
are grouped, the best prices can be 
secured. Departments compete against 
each other in the same market, often 
paying as many different prices for 
the same articles as there are depart- 
ments doing the buying. There is 
danger of stocking too much mer- 
chandise, buying at the wrong time, 
failing to secure competition and 
neglecting to check deliveries. 

There is now no excuse for public 
officials failing to take advantage of 
economies in buying scientifically, as 
the benefits to the taxpayer have been 
undeniably proved by many counties 
through years of actual experience. 
It is to be assumed, of course, that 
the department of purchase is prop- 
erly manned by persons trained in 
purchasing technique and procedure, 
and that sufficient authority is vested 
in the department, so that political 


PURCHASING 


influence or favoritism will not handi- 
cap or prevent the maximum efficiency 
which is possible. 

The mere centralization of pur- 
chases in one department is not a 
remedy per se. There have been in- 
stances where, through political ap- 
pointments of incompetent and inex- 
perienced persons, the centralization 
of purchases under one authority has 
resulted in the centralizing of inef- 
ficiency and favoritism. Moreover, a 
Purchasing Agent without sufficient 
experience should never be placed in 
this position of responsibility. Even 
though he were conscientious, tax 
funds could be lost each day due to 
his ignorance of sound purchasing 
methods and neither he nor the tax- 
paying public would even be aware 
of these losses. Only an experienced 
Purchasing Agent could point out 
where the “leaks” had occurred and 
how they could be prevented. 


¢ 


Control of Stores 
(Continued from page 59) 


see how they can actually be applied by 
describing a definite system which has 
been in use for many years on a large 
railroad. 

First—every item of material author- 
ized for stock is given a specific num- 
ber which is used on stock cards, bin 
labels, requisitions, and all underlying 
forms. It is also used in correspondence, 
telephone and telegraph communications, 
and represents an official description of 
the item cut on a plate under which all 
purchases are made and all issues priced 
and reported. eliminates the 
clerical labor of checking descriptions. 
Only the number needs checking. 


Ordering Schedules 


Second—all requirements of the same 
commodity are prepared all over the 
railroad on the same day, according to 
a schedule which is watched as a train 
schedule is watched. That is, all orders 
for hose, gaskets, packing and similar 
items may be prepared today. Tomor- 
row it may be plates, shapes and bars. 
This plan gives the Purchasing Depart- 
ment the opportunity to work on the 
entire requirement of the railroad at the 
same time, thus avoiding premiums 
charged for small quantities. Since stock 
conditions are reported at the same 
time, the Stores Department has the en- 
tire picture at outlying points and im- 
mediately makes transfers to liquidate 
surpluses. This eliminates any out-of- 
pocket cost for the materials so trans- 
ferred. 


For such materials as must be pur- 
chased, requisitions are passed to the 
Purchasing Department. All requisitions 
and transfer orders are printed me- 
chanically from the same plates, and 
single item requisitions are forwarded 
to the Purchasing Department. That de- 
partment may decide that several items 
of the same general class are to be or- 
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dered from one firm, in which event 
the firm code marked thereon, and 

passed to a Service Department where t 

the order and all necessary copies are | 18% LL d d R d Sp | y 

made and mailed to the seller, the con- | 0 ca e 1) a ecia 

signee, the Test Department, and any | 
other interested party. By this method | WHEN the shop calls for rod of a silvery white color—highly corrosion resistant 


the consignee knows when the order is | —_for free turning, cutting, threading and machining—remember that Seymour 


placed cither by transfer or purchase, | 180% Jeaded Nickel Silver rod will exactly fill the bill because it is a specialty 


can be chrome plated without 


described may be used whether the 
underplating. Test samples sent on — 


article is manufactured by the using 


shipper as to delivery. This method re- product. 
duces to a mechanical operation each ond 
action except that in which human The result of almost a lifetime 
judgment must be exercised. | of study and observation, this rod 
is ideal for the manufacture of nuts, 
Manutactured Items | bolts, bushings and other fittings to 
be incorporated in cameras, scien- 
It is usual to find that corporations | tific instruments, meters, etc. It 
manufacture in their own shops a por- | machines very smoothly and with no 
tion of the requirements and purchase | undue tool wear. It plates readily ; 
the balance. The same method just | and, because of its silvery color, it 
| 
| 


corporation or purchased, the only vari- request. 

ation being that the order is sent to the 

manufacturing department instead of to iS 
the Purchasing Department. This ap- 

plies as well to the procurement of tim- 

ber which may be treated with preser- THE 
vatives by the using corporation. SEYMOUR 


link in this chain of operations and that 


by immediately cutting a new plate or 
changing the old one. Since the plate 
is used in printing the order, only the 
latest description will appear on the 
order. The plates contain the latest of- 
ficial descriptions of articles authorized 
for purchase or manufacture. 
Changes in design are inevitable in 
any large organization, but they may 


be a prolific source of dead stock. An 


STEEL STORAGE FILES 
alert supply organization will be pre- 


UALITY The Most Efficient and Lowest 
are maintained at the lowest practicable é ABRAS IVES ROLL CHECKS 
amount, so that little obsolete material 
will remain on hand when the new de- 
sign is ready. This is a fundamental 


function of the supply department i tJ 

stock ‘The of ALUMINU “OXIDE 
lesi f ts is tainly not to b 
must constantly be alert to the possi- aS Be 


bility of those changes and be prepared 
} for them. 


There is one particularly important | MANUFACTURING 
is the one providing for the preparation | COMPANY 
of the official description of the article | 35 pronenarn ST. 
quickly after the approval of the plan | ’ 
authorizing its use. That is made secure | CONN. 


Use— 


Here are files of steel, custom made 
to fit exactly your pay roll checks. 
They actually cost you less than 
shelving and cardboard boxes. Oper- 
ate smoothly and easily. Can be 
stacked to any desired height to fit 
your room space. Are dust, vermin- 
proof and fire resistant. Have many 
features that assure efficient filing 
and handling. It will pay you to get 
complete information. Mail the 
attached coupon today. 


Surplus Materials 


Unapplied material belongs to the cor- 
poration. The supply department should 
be given full authority to move it to the 
point where it will be most useful to 
the corporation. Because it was ordered 
for a certain department and not used, 
is no reason for holding it indefinitely 
when the same material is needed else- 
where for immediate use. Some one 
must be delegated with authority to 


THE STEEL STORAGE FILE COMPANY 


: yest 63rd St. ‘eveland, Ohio 
make any material on hand available a Sa Cleveland, 0 

‘ Please send information on Check Files 
for use at any other point. The supply 
but this authority carries with it a Address 


responsibility that the progress of work 
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COILED WIRE 
SPRINGS 


WIRE FORM 
SPECIALTIES 


Springfield, Ohio, U. S. A. 


“Where Your Patronage 
Is Appreciated” 


STAPLING 
MACHINES 


GLIDER 
$250" 


ACE quality in low price 
models for small offices, 
schools, or homes, assures 
Lifetime Trouble-Free 


REMOVER 


Saves your finger nails 


ORDER FROM YOUR STATIONER te seine 


ACE FASTENER CORPORATION 
Makers of the World's Best Stapling Machines 
Chicago, Ill. 


3415 N. Ashland Ave. 


We can handle items such as Light stamp- 
semble and/or fabricate at low labor costs. 
We can handle items such as Light stamp- 
ings, Genera: Machine Products and Pipe 
Fabrication. Send blue prints and speeifi- 
eations for quotation, to Box No. 360, 
Youngstown, Ohio. 


BUYER WANTED BY LARGE MANUFAC- 
TURER—Familiar with machined parts, 
tools and fixtures, preferably a man be- 
tween the ages of 30 and 40. In reply give 
full experience. Write Box No. 920, PUR- 
CHASING, 205 East 42 Street, New York, 
N 


be not hampered by any such moves. 

The supply department must, perhaps 
more than other Cepartments, build up 
a reputation for resourcefulness and 
energy. If it fails in this duty, the user 
will constantly doubt the ability of the 
department to furnish him with mate- 
rials when needed. If that doubt ex- 
ists, the user will continually prod the 
department to procure materials so he 
may see them long before they are re- 
quired. While that operation satisfies 
the user, it is tremendously expensive 
to the company carrying the investment 
in materials longer than is necessary. 

It is evident that stock control re- 
quires some sort of a guide which may 
vary with market conditions, to serve 
as a basis for the quantities to be 
ordered under the existing delivery con- 
ditions. A simple formula will provide 
this guide. The quantity used forms the 
basis, a multiplier is used to represent 
the delivery period and this factor varies 
with business conditions. From the re- 
sult is subtracted the quantities on hand 
and due on unfilled orders. This formula 
is used only when no better guide exists 
and in no case is it used in place of 
one’s judgment, where that judgment is 
based on adequate experience. 

Since every order issued by the Pur- 
chasing Department is a potential pay- 
ment out of the company’s treasury, it 
is highly desirable the value of all 
orders placed during each calendar 
month be known. It is equally desirable 
that the value of the commitments out- 
standing at the end of each month be 
known, since they will eventually be re- 
ceived and paid for. In times of finan- 
cial stress, such information is invaluable 
in determining the demands which the 
treasurer must be prepared to meet. The 
Purchasing Department of the Pennsyl- 
vania Ratiroad produces such informa- 
tion monthly through machine operation 
at very low cost. 


Technical Considerations 


The Supply Department, and particu- 
larly the Purchasing Department, can- 
not afford to be uninformed on techno- 
logical developments, in fact, just as the 
old type salesman has been replaced by 
the sales engineer, so the old type buyer 
has been replaced by the technically in- 
formed executive. Contacts between the 
selling and buying companies should be 
through the Purchasing Department, 
which will not be accomplished unless 
both buyer and seller know the technical 
characteristics of the materials and sup- 
plies they are talking about. There is no 
good reason why the Supply Department 
should not have the technical talent to 
handle a transaction in most cases from 
the time it is initiated until the material 


AVAILABLE — Young man, 25 years 
of age for position of Purchasing Agent 


or Assistant. Six years’ experience. Loca- 
tion no object. Reply to Box No. 921, 
PURCHASING, 205 East 42 Street, New 


York, N. Y. 
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Only 


WIREGRIP 
Belt Hooks 


have the patented 
blue Aligning Card 
that holds hooks in 


Flexible 
t 


loss from handling, 
prevents waste of 
short ends. Every 
WIREGRIP Hook to 
the last one can be 
used. 


STEELGRIP isa 
stronger lacing for 
all power and con- 
veyor belts. Clinches 
smoothly into belt, 
compresses the ends, 
prevents fraying, 2- 
piece hinged rocker 
pins prevent exces- 
sive wear. In boxes 
or long lengths. 


W rite 
for Catalog 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
321 N. Loomis St. Chicago, U. S. A. 


Our big free 684-page Premium 
Catalog is worth its weight in 
gold if you are in need of pre- 
miums. A few words indicating 
your problems, addressed to de- 
partment P on your business 
letterhead, will place this book, 
the Hagn Merchandiser, in your 
hands within a few days. 


STURGIS 
POSTURE CHAIRS 


Easily and quickly adjusted 
A model for every need 


WRITE FOR CATALOG 


STURGIS POSTURE CHAIR CO. 


STURCIS, MICHIGAN 


AVAILABLE 

Formerly General Motors divisional branch 
Purchasing Agent of factory equipment, 
maintenance, printing, stationery and 
emergency production items—Charge of 
stores, salvage sales and installing record 
systems—Experience covers automobile, 
electrical machinery, sheet metal, tank 
printing and chemical manufacturing, such 
as production planning, routing, inspec- 
tion, assembling, material supervisor and 
sales. Will consider moderate salary for 
start. Box No. 919 PURCHASING, 205 
East 42 Street, New York, N. Y. 
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arrives, or to be so closely coordinated 
with the technical departments that the 
transaction will be handled virtually as 
one department. The more this operation 
is condensed, the more effective will be 
the stock control. 


Conclusion 


Now let us consider the broader as- 
pect of stock control how it affects the 
country as a whole economically. Per- 
haps the best way to do this is to look 
for the failures that have occurred and 
how those failures reacted on the busi- 
ness life. A peak inventory is an evi- 
dence of failure of stock control. The 
immediate effects are: 

1. Increase unemployment until the ex- 
cess can be worked off. 


2. Create extra costs for interest on 
the investment, labor costs for handling 
and protection, and depreciation costs. 

3. Postpone any contemplated benefi- 
cial changes in design. 

4. Require the use 
extra storage space. 

The 


unnecessarily of 
history of the 
shows that industrial employment de- 
clines from about the time inventories 
reach their peak until about the time 
they reach their low point. It is not 
safe to say that high inventories are the 
sole cause of the decline in the employ- 
ment figure, but they are certainly im- 
portant contributory factors. It is prob- 
able that the sharp drop in employment 
in 1937 would not have been serious had 
it not been for the orders placed in ex- 
cess of the need in 1936, It is easy for 
us who are engaged in stock control 
work to disclaim responsibility by saying 
it was the spirit of the times, or we 
were compelled to protect ourselves 
against slow deliveries, or several other 
phrases that don’t ring true. We who see 
this relationship between inventories and 
employment cannot escape the moral re- 
sponsibility at least for high inventories 
until we have exhausted our reserve 
power trying to find the trend of future 
needs, and in constantly citing the dam- 
age to labor and to industry which in- 
evitably comes in the wake of high in- 
ventories. 

A perfect plan may fail because of 
improper coordination. A Supply De- 
partment is made up of a mass of details 
which must be coordinated with the de- 


past ten years 


signer’s plans, with the operating or 
manufacturing facilities, with the mar- 
ket’s demands, and constantly 


watched to see that it stays that way. 
There is one fact needing emphasis. No 
one system of supply is best for all 
situations. There is however one best 
supply system for each situation, and to 
find that system requires experience, 
good judgment, willingness to render a 
service, dogged perseverance, and a rea- 
sonable amount of good nature. Techni- 
cal training of the personnel is highly 
desirable but not imperative. Ability and 
willingness to handle irritating details to 
a conclusion are necessary but, more im- 
portant than any other one character- 
istic, is an understanding of the relation- 
ship of the supply department to the 
departments it serves. 


CAREY Asbestos Products are backed by over a half century 
of manufacturing experience. They are preferred because of 


their high quality and dependability. Order from nearest os 
CAREY Branch—or write Dept. 68. ee 


CAREYCEL PIPE COVERING 
INDENTED Asbestos 


pipes, 
heaters, 


Insulation for insulating 
and industrial boilers, water 
and other apparatus carrying 
temperatures to 
300° F. Heat losses are 
30°, less than through 
equal thickness of air- 


domestic 
ovens 


cell asbestos insula. ASBESTOS ROPE AND WICK 


eurved to any desired 
radius. 


Wick Packing—'%- and 1-lb. balls. 
Packed in 50-lb. cases. 


Rope 


ASBESTOS MILLBOARD—With New 


Uniform standard sheets, 42” x 48”. Two 
extra hard. 


ASBESTOS CEMENTS—For Insulating, 
tory Use, Etc. 


and 50-lb. reels. 


Pin Point Finish 


grades, 


Packing—25- 


medium and 


Bonding, Refrac- 


— Carefully designed for specific service conditions, such as 

™ pointing up and filling cracks; for finishing over molded 
insulation and for small fittings; for large fittings, 
boilers, tanks, stills, and stack and breeching lining. 


= PHILIP ‘CAREY COMPANY Lockland, Cincinn 


— Products Since 1873 
B R A NCHES 


IN PRINCIPAL CITIES 


BOLTS-NUTS 
and SCREWS 


Harper is your logical 
source of supply for every 
type of non-rust fastening 
made. Brass, Bronze, Ever- 
dur. Monel and Stainless... 
bolts, nuts, screws, washers 
and other fastenings—Har- 
per makes them all to de- 
feat those forces which de- 
stroy common fastenings. 
3600 ITEMS IN STOCK 
Immediate shipment... Al- 
most every corrosion-resist- 
ant alloy. 

SPECIALS WELCOME 
Harper's plant is set up to 
turn out a great variety of 
unusual work economically. 
Ask for Catalog 72 which 
shows the full Harper line 
and contains important ref- 
erence data. Write The 
H. M. Harper Company, 
2606 Fletcher St., Chicago. 


PITTSBURGH 
PIPING 


CREASED 
BENDS with 
CORRUGATED 
TANGENTS 


PITTSBURGH PIPING | 
EQUIPMENT 
TSBURGH, PA. 
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WIRE ROPE CLAMP 


| @ The ‘Safe - Line” 
Wire Rope Clamp, de- 
scribed in a previous 
issue of this maga- 
zine, has been granted 
be # the approval of the 

Underwriters’ Labora- 

tories, Inc., for use on 
the strongest of wire ropes. It is claimed by the manutfac- 
turers of the “Safe-Line” Clamp that an approval of this sort 
has never before been obtainable where a clamp is used to 
form and hold a loop. 

The tests necessary to obtain this approval were very 
exhaustive and consisted of both tension and vibration tests 
of numerous sets of samples. 

These samples were assembled by both the Laboratory 
employees and the Manufacturer, and the ease of assembly 
was commented upon in the summary of the report. The 
shielding of the sharp ends of the wire rope to prevent per- 
sonal injury is very obvious and permits free and safe handling 
of the rope. 

The company announced this safety clamp in November of 
last year and report that their sales have increased tremen- 
dously each month since then, with no sign of a let up. 
Many companies have already standardized on this clamp. 

The Underwriters’ Laboratories, Inc., report showed the 
clamp as practicable because: it is readily installed and does 
not require special skill or experience on the part of the 
installer, and will not loosen under vibration. Made by 
National Production Co., Detroit, Mich. 


LOW PRICED SPRAY BOOTHS 


@ Answering a long 
felt need on the part 
of many small manu- 
facturers and dealers 
who have painting to 
do where a small, in- 
expensive spray booth 
would be ideal, the 
Binks Manufacturing 
Company, Chicago, 
Ill., has announced the 
production of two low 
priced booths as an 
addition to their low- 
cost line. 

The booths are sold 
in one standard size 
only — width, height 
and depth being 3’6” 
each. All panels are 
interchangeable, so 
that the exhaust fan 
can be run out of top, side or back of booth, as desired. 


A line of inexpensive 15” diameter exhaust fans has been 
designed to be used with the new booths. 
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MIDGET CENTRIFUGAL PUMP 


@ This newly designed 
and engineered mid- 
get centrifugal pump 
has been developed by 
Eastern Engineering 
Company, New 
Haven, Conn. 

Some of its main 
features are: a. com- 
pact size and con- 
struction, b. perform- 
ance characteristics in 
relation to size, c. 
capacity for continu- 
ous duty operation, d. 
suitability for use in 
presence of fire and 
explosion hazards. 

The pump can be 
used in all industrial, 
pilot plant, laboratory and experimental applications where 
thin liquids are to be handled, especially when space, weight 
and portability are factors. 


It is 734” long, 634” high, 514” wide, and weighs 14 pounds. 
Manufactured in stainless steel, Monel metal, chromium plated 
bronze, brass, cast iron, Hastelloy and other alloys. All parts 
coming into contact with liquid are of common alloy. 


INSIDE MICROMETERS 
@ The Lufkin Rule 
Company has just 
placed on the market 
No. 80 series inside 
micrometers. These 
are micro- 
meters, though sub- 
stantially lower in 
price than the No. 
680 series. They are 
designed for those 
mechanics not re- 
quiring various of 
the features found 
only in the No. 680 
line. 

In these inside 
micrometers the range is obtained by use of extension rods 
and collars, No. 80A having six rods and a one half-inch 
collar and range from 2 to 8 inches, while No. 80B has ten 
rods and a half-inch collar and range from 2 to 12 inches. 
30th have half-inch movement of screw. 
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‘“‘PULL-TAB” OPENER for ECONOMY 
In every roll of SAFETEX gummed tape, regard- 
less of width or basis weight, there is a “PULL- 
TAB” under the first layer of paper. By means of 
this PULL-TAB fresh rolls may be opened without 
wasting more than three inches of tape and with 
no loss of time whatever. Sold by distributors 
everywhere. 


CENTRAL PAPER CO. 


[t’s For 


PULMOSAN HAS IT! 


Aprons Gas Masks Skin Creams 
Belts Gloves Protective 
Blankets Goggles Clothing 
Bulletin Hard Hats Respirators 
Boards Helmets Safety Cans 
Carboy Siphon Hoods Safety Shoes 
Carboy Truck Inhalators Safety Signs 
Carboy Tilter Ladders Salt Tablets 
Face and Ladder Shoes & Dispensers 
Eye Shields Leggings Waste Cans 
First Aid Machine Guards Welding, etc. 
Foot and Masks etc., etc. 
Toe Guards (all types) 


WRITE FOR COMPLETE CATALOG 


PULMOSAN 


SAFETY EQUIPMENT CORP. 


Dept. P, 176 Johnson St, Brooklyn, N. Y. 


Many purchasers are making 
big savings hy checking over 


PAGE “SHAPE” WIRES 


@ In the big Page line of ‘‘shape’’ wires there are 
wires of many materials, many shapes and many 
sizes. Many alert buyers are finding important 
advantages in checking over their requirements 
against what Page has to offer. 

Page makes ‘‘shape”’ wires of low carbon, high 
carbon and stainless steels. These wires are fur- 
nished in cross-sectional areas up to and including 
No. 3 BWG in wire designation, or about .250 


square inches. Widths run up to %-inch. 


BUY ACCO QUALITY in Page Wires, Page Welding Elec- 
trodes, and Page Wire Fence; Lay-Set Preformed Wire Rope; 
Reading-Pratt & Cady Valves; Campbell Abrasive Cutting 
Machines; American Welded and Weldless Chain; Ford 
Chain Blocks, Cranes and Trolleys. 


ad.) 


The Coupon Brings Full Information 


S 
PAGE STEEL AND WIRE DIVISION, 
American Chain & Cable Company, Inc. wasn NK 
MONESSEN, PENNSYLVANIA t 
| (] Please send further information on Page Wires I 
(J Please quote me on Page Wires described in 
attached letter 


When writing advertisers please mention Purchasing 
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LASTING 
SHOP AIDS 


Fig. 732 
‘*Hallowell’’ 


Steel 
ork - Benc 
Drawer is extra. 


“HALLOWELL’ 
STEEL WoRK-BENCHES 


@ Unlike old-fashioned wood benches, “Hal- 
lowell” Steel Benches cannot splinter, split, 
get wobbly with age or soak up oil and become 
fire hazards. Their tops provide a smooth and 
always rigid working surface ideal for both 
precision and heavy work. 


Constructed to permit easy movability, 
“Hallowell” Benches permit flexible shop ar- 
rangements. Of styles and models there are 
over thirteen hundred available for quick 


down.) It’s quicker, easier and costs no more 
to buy “Hallowells”—investigate today the 
models that belong in your shop! 


‘“HALLOWELL” 
STEEL TOOL STANDS 


@ Popular in repair and serv- 
ice shops where neatness and 
efficiency are important, this 
“Hallowell” Stand moves 
easily to wherever it’s 
needed, keeps tools handy 
but in order. Saves steps, 
time and money. Made in a 
variety of types for all pur- 
poses. 


Fig. 705 


Ask your distributor, or write— 


+ INDIANAPOLIS + CHICRGO ST. LOUIS - San FRANCISCO 


delivery right from stock. (Shipped knocked, 


‘STANDARD PRESSED STEEL Co. 
LE renna. ibe 


PURCHASING 


FLUORESCENT LAMP RESISTORS 
@ Series Resistors 
for inclusion in the 
power circuit of flu- 
orescent lamps oper- 
ated on d.c., have 
been placed on the 
market by Clarostat 
Mfg. Co., Inc., 
Brooklyn, N. Y.,, 
either as an acces- 
sory or as_ built-in 
3 initial equipment. 
These resistors are 
intended for use 

reactors or their equivalents. 


with the G.E. 


type 
Series FT or accessory type, plugs into the power circuit 
of a fluorescent desk lamp or other fluorescent lamp oper- 


ated on dic. The perforated metal case of this resistor is 
finished in black wrinkle-finished baked enamel, and houses 
a sturdy Glas-ohm resistor. Male and female Edison ends 
facilitate plugging into outlet and taking the connecting plug. 
Unit measures 35¢” long by 114” dia., and weighs 134 ounces. 
Available for 15-watt and 20-watt fluorescent lamps. 


SPRING CHECKER 


@ A rapid and accur- 
ate method of testing 
compression springs is 
afforded by the Link 
Spring Checker made 
by Link Engineering 
and Manufacturing 
Co., Detroit, Mich. 
Other applications for 
this equipment include 


tests for load re- 
quired to operate 
valves, firing pin as- 


semblies similar 
units. The standard 
model handles springs 
up to 6” free height 
and 25%” diameter, in 
10-50-250 Ibs, capacity. 
It is provided with a 
6” vertical height 
scale graduated to 
1/32” for indication of compressed height. The unit shown 
has a special 1” travel reverse-reading dial indicator fitted 
in an adjustable ram bracket to allow maximum of range of 
4”. The dial indicator is adapted to the checking of springs 
with close height tolerances. 


CONTROLLED SPRING ISOLATOR 


@ An easily installed 
vibration isolator, de- 
signed to economically 
control machine vibra- 
tion and reduce the 
resulting noise, is be- 
ing manufactured by 
Johns-Manville, New 
York, N. Y. This de- 
vice was developed 
for use on the bases 
of motors, generators, 
pumps, ventilating fans, and similar equipment where vibra- 
tion and excessive motion create noise and tend to wear out 
machine parts and damage connections as well as crack the 
supporting walls and floors. 

The working parts of the unit consist of a coil spring and 
a rubber load pad, which support the equipment and isolate 
vibration, and an adjustable rubber snubber inside the base, 
which controls excessive motion. Through the combination 
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of these parts, the isolator provides both the high compliance 
necessary for good isolation and the control needed to limit 
motion in the equipment. 


DUST 


@ Protection of 
workmen against 
silicosis and other 
occupational dis- 
eases caused by in- 
halation of dust or 
fumes offered 
by a new light, 
comfortable hood 
introduced by 
Jackson Electrode 
Holder Co., De- 
troit, Mich. The 
hood is of black, 
tailored, rubber- 
ized fabric, fitting 
the shoulders snug- 
ly. Durable fiber 
headgear has ex- 
tra wide sweatband 
and is equipped 
with curved air 
tube having 
twenty-four scien- 
tifically located vents. Tube does not touch the brow but 
conforms to its curvature. Light, flexible, fabric-bound hose 
clipped to operator’s belt and equipped with quick detachable 
fitting serves to connect with plant airline. 

Clear vision, together with perfect eve and face protection, 
are afforded by a standard 614 x9% in. Plastacele window. 
This outfit has been found effective in foundries, granaries, 
cement and lime plants and other locations where dust con- 
ditions prevail. 


OFFSET RATCHET SCREW DRIVERS 


MFour offset 
ratchet tools have 
been introduced by 


North Bros. Mfg. 
Co., Philadelphia, 
Pa. The series in- 
cludes assorted 


Screw Driver. 
Blades, Ye" x .045 
and x .060. 


adapters and has a 
wide range of serv- 
iceability in work 
with both slotted 
and hollow screws. 

No. 3400, lengths 
315/16". 1s. com- 
plete with three 
blades, two ratchet 
and one rigid. No. 


3800, here illus- 

j my Wex Wrench Screw Driver ° 
| *Yenkee No. 3909 Adapters Yer. Adeples. wih trated, also is a 
Offset Ratchet hollow setscrews blades for 
I Handle. Hex holds ond cop screws. slotted screws. complete tc 0] ol 
| Adopters (Right) Various sizes. Various sizes. | heavier construc- 

tion, 434” overall, 


with two blades of different dimensions. No. 3600 is an offset 
ratchet handle for use with interchangeable adapters in work 
with smaller screws. No. 3900 is an offset ratchet handle (illus- 
trated) of heavier construction for larger screws. Adapters 
fit into hexagonal opening and are held by friction ball. Cer- 
tain adapters contain flatted screw driver blades for use on 
slotted screws. Others are fitted with hex ends for driving 
hollow-head screws. All adapters have knurled spinner tops 
for the quick starting of loose screws. 

These new offset tools are equipped with the famous 
“Yankee” ratchet, have tremendous driving power and are 
claimed to be more efficient for close-quarter work than any 
offset screw-driving tools heretofore produced. 
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Procter and Gamble use 
KIMPAK to protect and 
add eye-appeal to their 
Floral Soap in beautiful 
leatherette gift package. 


Kimpak 


REG.U.S. PAT. OFF. & FOREIGN COUNTRIES 


CREPE WADDING 
protects your product 


dresses your package 


@ KimPAK* is inexpensive, and as easy to use as a piece 
of string. It comes in rolls, sheets and pads of wanted 
thicknesses and sizes, which can be applied quickly and 
easily without fuss, muss or waste. 

Ironers, refrigerators, radio cabinets, delicate glass- 
ware, lamps and other fragile products are only a few 
of the many items protected against shipping damage 
with KIMPAK. In addition, KIMPAK absorbs 16 times 
its own weight in moisture—which more than meets 
government postal regulations regarding shipment of 
liquids. . .. The technical skill, vast resources and ex- 
perience of the Kimberly-Clark Corporation, manufac- 
turers of KIMPAK, stand ready to help solve your ship- 
ping problems. For samples and further information, 
mail the coupon today. 


FREE! 1940 Portfolio of KIMPAK 


KIMBERLY-CLARK CORPORATION 
Neenah, Wisconsin 
Address Nearest Sales Office: 
8 S. Michigan Ave., Chicago; 122 E. 42nd Sr., 
New York City.; 510 W. Sixth St., Los Angeles 
Please send us the 1940 Portfolio of KIMPAK. ‘g 


Company 
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LIGHT-PRESSURE AND= 


AN EXCLUSIVE 
STANDARD BOORUM & PEASE PRODUCT 


BINNGY 
3 ON DEIR 


Every business needs this binder—the only one made that can 
maintain compression on as few as 50 sheets! It saves time 
because sheets can be removed and replaced in an instant. 
It saves space because the posts retract when not in use. And 
the Bing! Speed Binder is so light and so simple to operate 
that even a child can handle it. 


%& NO PROTRUDING POSTS—The Bing! Speed Binder occu- 
pies a minimum of storage space, because this unique post 
binder is flush all around! The flexible posts snap closed— 
retracted into the locking bar, out of sight and out of the way. 
The 3-ply stainless steel posts are equipped with bronze fit- 
tings that provide automatic compression when closing. 


%& INSTANTANEOUS ACTION—No time-wasting winding and 
unwinding! To open, you merely press a catch and the posts 
fly up to a vertical position. To lock under compression any 
desired number of sheets, simply close the post covers. The 
flexible posts can be locked at any point—a unique feature. 
Perfect alignment of sheets is 
and closing. 


maintained during opening 


% AMPLE WORKING SPACE—The Bing! Speed Binder is 
built to allow maximum space for insertion and removal of 
sheets. Made in a range of sizes to accommodate all standard 
accounting forms. Your choice of 2 binding styles: green can- 
vas sides with red leather corners, and full black fabrihide, 
gold tooled. Black Ducoed metal. 


Manufactured by 
BOORUM & PEASE COMPANY 
General Offices: 84 Hudson Avenue 
BROOKLYN, NEW YORK 


PURCHASING 


FILTER DELIVERS OIL-FREE AIR 


@ This protectomo- 
tor air filter, re- 
cently introduced by 
the Staynew Filter 
Corp., Rochester, 
N. Y., is primarily 
designed the 
complete removal of 
the slightest traces 
of oil from com- 
pressed air lines. In 
addition, it effective- 
ly prevents the pass- 
age of moisture as 
well as dust, dirt, 
pipe scale or other foreign matter commonly found in pipe 
lines for air supply. 

First built to solve a difficult problem in instrument protec- 
tion, this model was later adapted for use on the combustion 
control system of the electric power unit of a public utility. 
Several installations were also made for instrument protec- 
tion and many new uses developed rapidly. As a result, the 
model is now a standard item in their line of filters for air, 
gases and liquids. 


AIR HOSE 


@ Designed especially 
for heavy duty pneu- 
matic tool service is 
Goodyear Tire & 
Rubber Company’s 
Red Wing air hose. 
Introduced by the 
company’s Mechanical Goods Division, Akron, Ohio, this air 
hose is comprised of three principle components. 

The tube is of non-porous rubber, resistant to action of hot 
and cold air. Lubricants in the air will not cause swelling or 
flaking, obviating clogging of tools with rubber particles. 

Reinforcement is provided with three plies of multiple- 
braided, special cabled cotton yarn, providing a high safety 
factor for working pressures and high resistance to blows 
and impacts. 

The cover is a heavy gauge of soft red rubber with a high 
tensile strength, providing utmost resistance to cutting from 
rocks, ore, or other materials. It likewise is abrasion- and 
sun-resistant. 

A product designed with quality the first consideration, this 
hose is available in 14-inch, 34-inch and 1-inch sizes. 


GO OB/YEAR 


INDUSTRIAL TRUCK 


Bits ability to 
make a complete 
turn in a 46-inch 


radius also quali- 
fies the new “Cen- 
trol” power indus- 
trial truck to oper- 
ate in cramped 
areas throughout 
the factery. 

It passes through 
doors 4% feet high, 
traverses plant 
aisles 48 inches 
wide, turns com- 
travels under load on 


pletely around inside a boxcar, and 
plant elevators and up ramps. 

It is equipped with forks and transports 2000-pound loads 
on pallets or skids. It is the smallest of a series of center 
control trucks recently introduced by The Elwell-Parker Elec- 
tric Co., Cleveland, Ohio. 


When writing Boorum & Pease Company please mention Purchasing 
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Taking The Grief 
Out Of Shipping 
Thin Plywood 
Panels! 


Thin panels of plywood for the > 
manufacture of tea chests — turned po 
into strong, compact, damage- 
resisting bundles by the Stanley pe 

Strapping System. With the Stanley 
“Ace” Strapping Tool and accesso- sl 

ries, one man can tighten, cut and 
seal sturdy steel bands around pack- 
aging units quickly and easily. Pack- 
ing time is saved — danger of damage 
in transit reduced to the minimum. 
Without obligation, let a Stanley 
engineer make recommendations for 
safer, more economical packing of 
your products, or write for interest- 
ing folder, ““‘Twice As Fast.” The 
Stanley Works, Steel Strapping Div., 
144 Lake Street, New Britain, Conn. 


{ STANLEY ] 


TRADE MARK 


Photo by courtesy Plywood Corp., 250 Stewart St., Boston, Mass. 
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Stanley Strapping Tool 
tightens, cuts and seals in two 
easy operations. Made in three 
sizes to handle 44”, 34” and 1” 
strapping. 

* e 


Stanley “Mechanical Arm” 
Tool Support. Tool is fastened 
directly to the arm, which is 
counter-balanced and will remain 
in any position, 


FOUR ALL ACES 


Fairbanks-Morse 


PUMPS 


1% G.P.M. TO 150,000 G.P.M. 


5 TO 1400 H. P- 


@ Nearly every industry uses one or more 
Fairbanks-Morse products, because Fairbanks-Morse 
makes the right type of Diesel, motor, scale, and pump 
for each job—and makes each type right. In addition, 
the centralized responsibility of Fairbanks-Morse, 
demonstrated to industry through more thana century, 


simplifies purchasing and protects the purchaser. 


7713-EOPSA40.9 


Fairbanks-Morse 


SCALES 


-002 OZ. To | MILLION LBs. 


Pumping, Power, and Weighing 


Branches and service stations through- a 
out the United States and Canada. | 


When writing advertisers please mention Purchasing 


STANLEY STRAPPING SYSTEM 
470 10,000 RS 
FAIRBANKS-MORSE 


SLOTTER 


PLANER 


Armstrong Tool 
Over 96°, of 
Tool Rooms. 


Holders Are Used in 
the Machine Shops and 


90% Cut in High Speed 
Steel Consumption with 


ARMSTRONG 
TOOL HOLDERS 


An ounce of high speed steel in an 
ARMSTRONG TOOL HOLDER 
does the work of 10 ounces in a 
forged tool. 
time you replace a forged tool with 
an ARMSTRONG TOOL 
HOLDER you take a 90% dis- 
count on the cost of high speed 
steel for that operation. This is 
a permanent and cumulative saving 
too, for ARMSTRONG TOOL 
HOLDERS are permanent tools 
that give years of service, and each 


This means that every | 


with a few small cutters will do | 


the work of a complete set of 
forged tools. 


With ARMSTRONG TOOL 
HOLDERS, that “Save: All 
Forging, 70° Grinding and 90% 
High Speed Steel,’’ available from 
any nearby Mill Supply house, for 
every operation on lathes, planers, 
slotters and shapers, it is wasteful 
to permit even occasional use of 
forged tools where there is an 
ARMSTRONG TOOL HOLDER 
to do the work. Make it a shop 
rule to start each new job with 
ARMSTRONG TOOL HOLD- 
ERS, to use the correct tool holder 
on every operation, and as your 
ARMSTRONG System build up, 
swing to the proht 
side. 


4d new C-39 Catalog 


request 


sent upon 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 


303 N. FRANCISCO AVE. 
CHICAGO, U.S.A. 
Eastern Warehouse and Sales: 
199 Lafayette St., New York 


1851 So. 54th Ave. 


“Cost of finished assemblies was 
a big problem in our plant until 
we tried Chicago double rivet 
setters. We now get all the ad- 
vantages of lower cost through 
mass production methods. Fur- 
thermore, the feature of adijust- 
able riveting centers of our 
Chicago equipment practically 
eliminates the need for buying 
new riveting units every time 
slight changes are made in 
product design.” 


WRITE FOR CATALOG 


Learn about the production of this 
money-saving machine in your own 
shop. No obligation. 


MODEL 55—sets two! 8” tubular 
rivets at once on centers from 
7/16" to 7”. Larger models avail- 
able. Bench and pedestal types. 


RIVET & MACHINE CO. 


(Cicero P. O.) 


Chicago, Hl. 


PURCHASING 


AUTOMATIC TUBE SPRAYER 


@ An automatic sprayer to coat the inside and outside ot 
steel tubes, 4” long, with an inside diameter of 1”, has been 
built by Eclipse Air Brush Company, Newark, N. J. 

The tubes are placed in an upright position on an automatic 
turntable which rotates them as they pass in front of a sole- 
noid operated spray gun, synchronized with the action of the 
turntable. 

A treadle operated spray gun coats the insides of the tubes 
as they are set into a holder on a stationary table. The setting 
and removing of the tubes for both inside and outside coat- 
ings are manual operations. 

Production on this work is 1200 per hour for the outside, 
and the same for the inside. 


ALL-SYNTHETIC CURB PUMP HOSE 


— <4 


a After more than 
eight years 0! syNTHETIC 
haustive research and 
constant service tests, 
the Hewitt Rubber 
Corporation of But- 
falo, New York, has 
developed an all-syn- 
thetic, oil-proof rubber 
The use of Hewprene 
hose, including not only 


curb pump hose. 

synthetic rubber throughout the entire 
the inner tube but also the ply insula- 
tion and the outer cover, marks an important advance in basic 
construction principle and provides many advantages which 
lengthen service life and increase operating efficiency. 

The smooth oil-proof synthetic inner lining saves time by 
increasing the rate of flow and prevents product discoloration 
or contamination. 

The use of this synthetic rubber in both the ply insulation 
of the hose wall and the outer cover provides added protec- 
tion against evaporation loss and ply separation. Tests show 
that this all-synthetic construction gives more than twice the 
resistance to permeation by gasoline that hose of the same 
thickness does which is built of natural rubber with only a 
synthetic lining. 


MOLDING COMPOUNDS 


@ An addition to their series of phenolic molding compounds, 
to be known as 1905 Black has been announced by Durez 
Plastics & Chemicals, Inc. of North Tonawanda, N. Y. 

This material has an impact strength of 6 (ASTM) and 
heat resistance of 418° F. Unusually good gloss for high- 
impact compounds is reported with this material. It is avail- 
able only in the new particle size which is especially designed 
for free flowing through feeders and hoppers to simplify the 
production of preforms. Due to the high bulk factor of this 
series, deeper preform cavities are required. Otherwise, thin 
preforms will result. 


UNIQUE APPLICATION OF SPEED CONTROL 


@ To solve a par- 
ticular speed control 
problem for the op- 
eration of a _ very 
heavy machine, two 
transmissions are 
used. One unit con- 
trols spindle speed— 
the other, feed 
screw speed. Both units erate in ver 
and horizontal position during the cycle of operation. 
The spindle control may be set for any desired speed. When 
the stop button is pressed, the spindle is reduced to minimum 
speed before the motor circuit is opened. Should the machine 
be stopped suddenly, the spindle will return to slow position 
before starting. Thus the spindle of this very heavy machine 
always starts at the slowest speed, then accelerates at a con- 
present operating speed. Made by Lewellen 


are required to oj 


trolled rate, to the 
Manufacturing Co., Columbus, Ind. 
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with Central DOUBLE CHAMFERED 
NUTS ... Both Sides Are Right Sides! 


%* That's it ... both sides of Central Double Chamfered Nuts 
are right sides. No heads or tails. 
‘em up right side up every time. 
BIG SAVINGS on assembly costs. 


@ Actually they cost less...even their first 
cost being lower than belts in many instances. 
Over a periodof years, they always show im 
portant savings because they are built to 
give constantly efficient service with pra 
tically no attention or upkeep expense. They 
transmit full speed and power...never slip 
--.Save Space...and are smooth and quiet in 
operation. Cut your production costs...save 
maintenance trouble and expense by equip- 
ping your machines with Silverstreak Silent 
Chain Drives. Send for data book No. 125. 
Link-Belt Company, Indianapolis, Chicag 
Philadelphia, Atlanta, San Francisco, Toront 
or any of our offices located in principal! cities 


J LINK- BE 


CHAIN D 
WHEN THE UMPIRE CRIES... 


Play Ball! 


Assembly line workers pick 
No thumbing or fumbling for 
Let us send samples of these clean bright, well-made, uni- 
formly shaped and threaded Double Chamfered Nuts, Find out 
how much faster they pick up and spin on for a perfect fit. 


Order any quantity in steel and brass for same day shipment 
out of stock. Write for full details today. 


CENTRAL SCREW COMPANY 


3515 SHIELDS AVENUE e CHICAGO, ILLINOIS 


Send for this 96-page 
engineering data book 
No. 125. 


-- FELTERS 
CERTIFIED FELT 


plays an important part 


Beside our well-equipped steam hammer, drop 
and upset forgings departments capable of turn- 
ing out many hundreds of tons of forgings a day, 
and our heat-treating department with one of the 
largest batch furnaces in existence, we operate a 
large, modern machine shop equipped for any 


IT’S not hard to know why Felters 


machining that we could be called upon to do— 
fast and economically. Large stocks of specifica- 
tion steels are carried on hand at all times—ready 
to go into the forging furnaces at a moment's 
notice. 


We produce forgings of all types—rough, heat- 
treated, semi-machined or completely finished 
ready for assembly. These facilities are saving for 
many manufacturers whose own shops are at this 
time glutted with production. How about you— 
can we help you out? Send blueprints for quota- 
tion or have our representative call. 


@ 


KROPP FORGE COMPANY 


World’s Largest Job Forging Shop 
5315 W. Roosevelt Rd., Chicago 
Representatives in Principal Cities 


IVhen writing ad 


Certified Felt is chosen to absorb the 
“sock” that a catcher’s mitt must ab- 
sorb because Certified Felt can take it 
and can protect the valuable hands of 
baseball players whose worth to their 
clubs is valued in the hundreds of 
thousands of dollars. 


So too can Certified Felt take the 
“sock” of a machine, which, without 
a “sock” absorber, would tend to tear 
down floors,disturb nearby machinery, 
and make excess noise. 


THE FELTERS COMPANY. 


210 SOUTH STREET, Dept. B-8 


FELTERS CERTIFIED FELT 
as used inthe Catcher's M 

WILSON SPORTING 

GoonDs CO. 
sports equ 
Five layers of Felters Certifie 
Felt make up the padd 
this mitt 


makers of fine 


Send for our complete! 
ted booklet entitled “[ 
the Industrial Plant” 
of many applications of f 


reduce vibration in industr 


INC. 


BOSTON, MASS. 


Offices in Principal Cities 
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F YOU require made-to-order screws and 
headed parts it will prove to your advantage 
—and PROFIT — to consult PROGRESSIVE. We 
specialize in the cold upset manufacture of 
fastening devices requiring heads, threads and 
finishes to meet individual needs. The ‘head 
work’ of PROGRESSIVE specialists plus the most 
modern equipment means economical produc - 
tion of parts made to the highest quality 
standards. Submit sample screws or specifica- 
ATTN tions for our estimates. 
PROMCO 


PROGRESSIVE MEC. CO. 


— 
Thin-Blade Cutter-Wheel 


| | Standard 


No. 1 and 2 
Pipe Cutter 


HIS new type cut- 

ter wheel saves 
time and expense in 
your shop. Rolls 
through pipe quickly, 
easily. Its forged blade, 
assembled in a solid hub, extra-thin 
and tough, actually cuts more pipe 
per wheel, saving you money. And 
cuts true in the powerful smooth 
working Standard RIBEID Cutter. 
Made also in heavy-duty pattern, 
both cutters and wheels. Put RIBEID 
on your approved list. Buy at your 
Supply House. 


THE RIDGE TOOL COMPANY - ELYRIA, OHIO 


Eel PIPE TOOLS 


PuRCHASING 


WHEEL CHART 

handy wheel 
chart, which contains 
complete engineer- 
ing data about all 
the various types of 
Meehanite castings 
available to indus- 
try, has been pre- 
pared by the Mee- 
hanite Research In- 
stitute of America, 
Inc., Pittsburgh, Pa. 
The wheel quickly 
reveals the physical 
properties of general 
engineering castings 
as well as heat cor- 
rosion, and wear re- 
sisting types. A chart will be mailed free upon request. 


MEEHANITE METAL 
PRYSICAL SPECIFICATION CRART OF MEERARITE 
CASTINGS FOR SWG/NEERING PURPOSES 


OUTDOOR 60-AMPERE SWITCH 


@ Important design 
changes in the out- 
door 60-ampere 
switch using the 
well-known Fuse- 
Break has been an- 
nounced by Square 
1) Company, Detroit, 
Mich. This device is 
for 3-wire S/N 
115/230 volts ac. 
service, with a 
grounded neutral. 
These switches are 
used as main service 
disconnects or as 
range switches on 
outdoor installations 
wherever protection 
from the weather is 
necessary. 

The base is made of strong, light weight bakelite. The pull- 
out, also of bakelite, has “ON” and “OFF” positions clearly 
indicated. Solderless connectors are used throughout. 

The enclosure is fabricated from galvan-nealed steel, with 
aluminum finish. 


FLEXIBLE COUPLINGS 


@ Two forged steel flexible couplings with 1%” and 15%” 
maximum bores respectively have been added to the Ajax line 
of the Ajax Flexible Coupling Co., Westfield, N. Y. 

“These new couplings provide extreme strength for heavy 
duty service with a high factor of safety,” stated Wayne 
Belden, Vice President, in commenting on its design and appli- 
cation. 

Flanges are forged from SAE No. 1020 steel. They are 
specially designed to meet the present trend of using alloy 
steel shafts carrying a high percentage of their torque capac- 
ity. 


VENTILATING FAN 


@ An all purpose ventilating fan that provides any normal 
required amount of air changes without objectionable noises 
has been placed on the market by Autovent Fan & Blower 
Co., Chicago, II. 

Features include “V” belt drive that makes possible slower, 
quieter operation and greater efficiency with 1750 r.p.m. stock 
motors than heretofore obtained with costlier, low speed 
special motors. 

New design 3-blade fan wheel supplies or exhausts unusually 
large volumes of air at extremely low speeds. Large enough 
volumes of air are handled to do a comfort-cooling job as well. 
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LINK-BELT 


| SPEED REDUCERS 


Does your plant pay tribute 
to this unseen force that saps 
men’s energy and lowers ef- 
ficiency? Heat Fag threatens 
all workers when body salt 
sweated out by hot, heavy 
work is not replaced. Play | 
safe. It's easy and inexpen- 
sive to provide salt tablets 
for workers who sweat. A 
small investment now will 
Pay big returns when hot 
days arrive. 


How much does ff 


SALT TABLETS 


MORTON'S MODERN SANITARY 7 
DISPENSER delivers tablets one at DISPENSER 
a time. Morton’s Salt Tablets are 500 Tablet Capacity 
made of the most highly refined $3.25 a 
salt, pressed into convenient tablet !°°° — | 
form. Easy to take with a drink of ¢,.6:9000 10-grain 
water — dissolves in less than 50 salt tablets. $2.60 
seconds after swallowing. 
Write for folder: “Heat 
Fag Among Workers.” 


fer SALT COMPANY 
ICAGO, ILLI 


A Line that is Complete 
Unbiased Engineering Service 


@ The three improved types of reducer units included in the 
Link-Belt line—Herringbone Gear, Worm Gear, and Motorized 
| Helical Gear—meet today’s needs for the dependable transmis- 
sion of power at accurate speeds. They are built in a large 
| variety of sizes, ratios and horsepowers. Call in a Link-Belt 

positive drive specialist to help you select the most efficient unit 
for your requirements. Send for catalogs on these and other Link-Belt 


positive drives. 
LINK-BELT COMPANY 


Philadelphia, Chicago, Atlanta, San Francisco, Toronto, Indianapolis 
Branch offices located in principal cities 8053 


THERE IS NO 
EQUAL TO THIS 


unbreakable BLADE 

Unequalled for long-life and fast cutting 3848 Send Today for Your 
performance, these blades, with an 18% wae | Copy ae the new 

act-Jamme 

Tungsten High Speed Steel edge welded £25 
to a tough alloy steel back, set the pace for czm } 


Better Shipping’’ 
all hack-saw blade performance. On any 


machine they will out-last and out-cut ordi- 
nary blades because they'll stand greater 
tension under heavier feeds, without dan- 
ger of breakage. For accuracy, economy 


Here is summarized in 4 
pages to save your time, the 
Signode “Guide” up-to- 
minute scientific packing and 
shipping methods. This new 
guide gives you in concise 
telegraphic style, the basic 


i Signode Methods . . . tells 

and better sawing, buy MARVEL Blades. 
f.-! sizes, and shapes, from pack- 

a aa ages to carloads, are possible 


Write today for information 


to ship at lower cost, safer with the Signode System. 
about the complete MARVEL 


line of hack sawing equip- 4 Take this opportunity to check your present shipping practices 

against the latest proved Signode Methods, shown by means of 
- - ring automatic ; ix T 

sawing machines which have illustration and concise text. Two minutes with this fact-packed 


guide may suggest possible improvements which can save you hun- 
dreds, perhaps thousands, of dollars annually in packing materials, 
time and labor ... or help you save or gain new business from 
lower freight costs, revised freight classifications, or safer delivery 


set new standards in faster 
hack sawing. 


Armstrong-Blum Mfg. Co. 


of your product. Write today, requesting your copy of new 
“The Hack Saw People” = Guide to Better Shipping. Please mention product you 


5700 Bloomingdale Ave. Chicago, U.S.A. 
Eastern Sales Office: 199 Lafayette St., New York 


| STEEL STRAPPING COMPANY 
' 2602 N. Western Ave., Chicago, III. 
t 1 371 Furman St., Brooklyn, N. Y 


aC 454 Bryant St., San Francisce, Cal. 
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Money-Saving 
GI Type C5 
A. C. Motor 


“A Bee in Size... 


a Bear for WORK!” 


RE you looking for the real thing in low-cost, high torque, 

dependable miniature motor power? If so, test the GI 
Type C5 Motor. General Industries has been making low-cost, 
high-quality light electrical apparatus for over 38 years. This 
is one of the newest of our large line of motors. Simple, fool- 
proof, small in size but a young giant for service. Precision 
built with speed torque tailored to your application. Your 
tests will find it tireless on the job—smooth running, with 
ample reserve power for dependably meeting all your demands 
in constant and varying loads. Equipped with friction-free 
oilless bearings. Made for all commercial A. C. voltages, 50 
and 60 cycles. Count on it for extra-service life in fans, moving 
displays and any similar application. 


Write us today for further information. 


The(GENERAL INDUSTRIES CO. 


4044 TAYLOR ST., ELYRIA, OHIO 


PLANET 
BLUE STAR SEALING TAPE 


Your first trial of PLANET Blue Star Sealing Tape is all we ask. Ride 
along once—and you'll ride regularly, for users of McLaurin-Jones 
PLANET Blue Star Tape are sure-fire repeaters. Some of the biggest 
from coast to coast find PLANET Sealing Tape the sturdiest 
and safest. On the toughest, bumpiest rides PLANET grips hard... 
sticks like a leech . . . does the perfect sealing job! Try it... ask 


— paper merchant or write for free sample coil of PLANET Blue Star 
ealing Tape! 


MCLAURIN-JONES CO. 


OFFICES IN NEW YORK, CHICAGO, LOS ANGELES 


When writing advertisers plea 


lit’s the salt loss that 


| cessive salt loss from 


PURCHASING 


SALT DISFENSER 


@ it isn’t the heat, 


does the damage 
among workers doing 
hot, heavy work. Ex- 


the body results in in- 
creased fatigue, low- 
ered strength and eth- 
ciency. 

One of the most im- 
portant functions of 
salt in the body is to 
enable the cells, the 
blood stream, and the 
special fluid that 
bathes the brain and 
spinal cord, to hold 
the necessary amount 
of water. This is 
clearly proved by tests 
at the Youngstown 
Sheet and Tube Com- 
pany. Sheet mill men 
drinking plain water L 
weighed out 5.6 lbs. 
lighter after finishing their shift. Men drinking water with 
small amounts of salt added lost only a little more than a 
pound in the same time. 

Keep one of these salt dispensers, manufactured by the 
Morton Salt Company, Chicago, Illinois, handy for your 
workers. 


WHIRLWIND WIRE WHEEL BRUSHES 


@ A group of high quality wire wheel brushes which are 
being made by a patented process in their own factory have 
been introduced by Van Dorn Electric Tools, Towson, Mary- 
land, 

These brushes, known as whirlwind wire wheel brushes, 
are outstanding for their quality and long life, both of which 
are apparent in the extra density of wire for any given width 
ot brush, 

They are available in sizes, thickness and wire gages to 


~ a" 


suit practically any wire brushing application—coarse wire 
which is ideal for cleaning castings, removing scale, paint 
and rust, etc.; and fine wire which is best adapted to work on 
aluminum, brass, molds, auto body work, buffing and finishing 


NON-SLIP SHOE 
@ Ladder workers 


will welcome the ad- 
vent of a non-slip 
“shoe” designed to / 

protect them from 
the dangers and dis- 


comforts of ladder 
climbing and stand 
ing. 

As the illustration 
shows, the device 
consists of a sturdy 
steel plate which is 
held firmly against 
the sole of the wear- 
er’s shoe with strong 
leather straps. It has sf 
a slip-proof bottom 
of long-wearing rubber matting and a specially designed 
grooved arch that grips the ladder rung securely, contributing 
not only to comfort and safety but to foot-health as well. 

Light in weight, it is convenient to carry and wear, and easy 
to walk in. It makes long hours of standing on a ladder as 
safe, comfortable and easy on the feet and muscles of the 
legs and back as standing on a wide, level platform or any 
floor. 
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All the 


PRECISION 


Billy Roses 


Hours ont hours of o> . weeks 
of preparation . ¢ actice, practice, 
practice. That's what like the 
Billy Rose World's Fair Aquacade are 


made of. And 25 years of precision tool 
manufacturing experience . endless r 
research for new and better ways of 
doing things . . . constant contact with 
industry and industry's problems . . . 
pom what Dumore precision grinders 

are made of. No wonder they ‘‘steal the 


show’’ in the grinding field! If you , 
are not familiar with what Dumore 
can do in your tool room or on 
your production line to bring 
Savings in labor, time, spoil- 
age. and overhead, write for 
catalog. 


Only Dumore gives 


sou all of these: 

Easy portability e 

speeds to 42,500 

r.p m e wide 

‘PRECISION Selection of quick: 

change juills e 15 

models to select 

from e 25-year 

THE DUMORE CO. Packsround e dis- 

Dept. 350-H, tributors conveni- 
Racine, Wis. ently located, 


YOU WIN! 


Neater work and happier employees—when 


you equip your typists with the Weldon 

Roberts Eraser No. 900 Suede. 
Your stationer has it in stock—Ask him for 
No. 900 Suede or No. 
wae GN 9000 Suede Whisk, the 


same efficient Weldon 
Roberts Eraser with a 
brush. 


WELDON ROBERTS 
RUBBER CO. 
Newark, N. J. 


Correct Mistakes in Any Language 


LINK-BELT 


SHAFER 
ROLLER BEARINGS 


Easier application— automatic adjust- 
ment for shaft deflection or misalignment 


@ These bearings realign themselves instantly 
within a total range of 3 degrees, yet housings are 
one-piece, strong and compact, because auxiliary 


alignment facilities are not needed. Available in 
a full range of types and sizes. 
We also carry a complete line of babbitted ar 


bronze-bushed bearing units. 


LINK-BELT COMPANY 8102 
Indianapolis Chicago Philadelphia Atlanta 
Dallas San Francisco Toronto 


Drop Hanger Unit Offices, warehouses and distributors in principal cities 


Born and Bred for j 
DEPENDABLE SERVICE 


Every piece of Graver-Built equipment in the 
chemical process industries has gone on the job 
with. a long heritage of sound engineering. The 
Quality materials and precision workmanship that 
go into every piece of Graver-Built equipment en- 
sure steady, unfaltering service—service that you 
can depend on, always. 


For a prompt quotation on fabricated steel or non- 
corrosive composite plate equipment, mail your 
specifications to Graver Tank & Mfg. Co., Inc., 
Dept. 21, East Chicago, Indiana. 


Nickel-Clad Vacuum Condenser. Dia. 2 ft. 11 in. 
Length 11 ft. 414 in. Built for a leading chemical 
company. 


EAST CHICAGO, | 


CABLE ADDRESS—GRATANK 
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DHESIVE SPEED— Orange Core 


Sealing Tape is gummed with a special 
animal glue that moistens and sets fast. 


ULL-DOG GRIP —Orange Core 


Sealing Tape becomes ‘‘welded” to the 
box with a tough and tenacious grip. 


ST-CONTROL— Orange Core's low 


price, speed, and strength reduce ship- 
ping costs. It's as simple as A B C to 
operate economically with this tape. 


See “eed & 


Ln 


. 


Moore & Thompson 220 42nd St, New York City 


CALL CULLMAN 


Over 45,000 accurately made 
sprockets in stock for imme- 


diate shipment. Special sprock- 


ets made to order. 
Write for catalog 


CULLMAN WHEEL CO. 


1342 Altgeld St. Chicago, Ill. 


PURCHASING 


HIGH SPEED SPECIAL FILLER 
@MBuUnavoid- 


able variations in 
volume capacity of 
small size jars fre- 
quently cause seri- 
ous difficulties be- 
cause of overfilling 
or under fill- 
ing, when using 
automatic fill- 
ing machines for 
free-flowing prod- 
ucts, hot or cold, 
for _ proprietary, 
cosmetic, food, in- 
dustrial and other 
products put up in 
jars, cans or other 
containers. 

While an under- 
filled jar may con- 
tain full measure, 
it makes a bad im- 
pression on the purchaser. 
pense of cleaning 


causes the extra ex- 


Overfilling 
spilled material from moving belts, jars and 
caps in addition to the cost of replacing discolored labels and 
refinishing jars by hand. 

All these difficulties have been overcome by the high-speed 


special filler manufactured by Food Machinery Corp., Hoopes- 
ton, Ill., which has a type of control never before used. The 
control does not release a given volume like other fillers, but 
cuts off flow of material at a predetermined level. That is, it 
fills all containers to the same predetermined height, regard- 
less of small variations in the capacity of containers. 


UNBREAKABLE WICK FEED OILERS 


@ This oiler is intended for economical 
use on machinery which operates in- 
termittently. The lever at the top, when 
in a vertical position starts the feed 
and when “flipped” to the side shuts 
off the feed. No flooding and waste of 
oil when machine is idle. The oil sup- 
ply is always visible and the crystal 
clear unbreakable reservoir tells at a 
glance when refilling is necessary. 
When oiler is filled above the point 
where the wick enters the center tube, 
the surplus oil drains into the bearings, 
thus flushing it thoroughly. When the 
oil recedes to the opening in the tube, 
the wick automatically feeds oil to the 
bearing by capillary action. Dirt or 
sediment cannot enter the bearing. 


CTURERS 
NEW YOR! 


DISTRIBUTOF 
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Helps Sales 


When a prospective customer opens the door of this modern 
refrigerator, the freezer door and the trim instantly say—qual- 
ity as well as good design and enduring beauty. 


The door and trim are aluminum, finished in Scovill “Indu- 
rite” and enamel. 


This “Indurite” finishing process* is adding new sales appea! 
to such widely separate aluminum products as lipstick contain- 
ers. vanity cases, refrigerator and electric range trim, and en- 
durance to automobile license plates. dipping forms for the 
rubber industry and screws for aviation requirements. 


“Indurite” finish is an integral part of the metal surface. It 
is highly resistant to damage by scratching, perspiration, heat. 
cold, perfume and alcohol. The finish is available in a full range 
of colors as well as metallic finishes, such as bronze. silver and 
gold color. 


“Indurite” can be used with frosted metal effects, with high- 
ly finished surfaces or with enamel. 

This particular finishing process is available only on parts 
made from aluminum, but Scovill works in many metals. sup- 
plies drawn and stamped parts, metal assemblies, screw ma- 
chine products. forgings and cold headed parts as well as com- 
pletely assembled products. 


Thousands of firms have used Scovill’s designing, engineer- 
ing and manufacturing facilities to advantage. These same fa- 


cilities may be of value to you. 


Write for the booklet “Masters of Metal” which tells the 
Scovill story in greater detail. Please address 42 Mill Street. 
Waterbury, Connecticut. 


waTERDURY. Conn *“Indurite” is a patented finishing process applied to aluminum 
, ‘ a products made to order by Scovill. 


Boston. Providence, New York. Philadelphia, Syracuse, Pittsburgh, Detroit. Chicago. Cincinnati, San Francisco, Los Angele- 
IN CANADA: 334 King Street. East, Toronto, Ontario 


When writing Scovill Manufacturing Company please mention Purchasing 
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Grinding Wheeis— Complete de- 
scriptive information about the manufac- 
ture, use and application of grinding 
wheels, including general recommenda- 
tion tables and tables showing standard 
sizes and shapes are contained in a book- 
let offered by the Abrasive Company. 


2- Skid-Load Process—.\ booklet in- 
dicating what manufacturers have accom- 
plished with the use of low-cost, non-re- 
turnable steelstrapped wooden skid, with 
consequent benefits and savings to both 
shippers and receivers has been issued 
by the Acme Steel Co. How handling 
and shipping costs have been cut are also 
told. 


3-Engine-Driven Pumps— To pr o- 
vide independently powered pumps for 
drainage, irrigation, gravel and_ coal 


- 


RE 


washing plants, construction jobs, and 
similar applications, the Allis-Chalmers 
Mig. Co. has introduced a line of cen- 
trifugal pumps driven by gasoline power 
units. Since these units are entirely in- 
dependent of any outside source of pow- 
er, municipal and private water suppliers 
use them as standby units in emergencies 
when other sources of power fail. 


4— Steel Office Furniture— Al! your 
needs for steel equipment in shop and 
cffice can be filled from the All-Steel- 
Equip Company, Inc. line. A compre- 
hensive catalog illustrating and describ- 
ing their complete line is now available. 


5- Fence for Industry— Protection 
against sabotage and control of personnel 
can be provided by a protective fence. 
A complete 48 page catalog showing sev- 
eral types of fences for industrial prop- 
erty is published by the Anchor Post 
Fence Company. 


6- Casters— The constructional fea- 
tures and specifications of the many 
types of truck casters manufactured by 


The Bassick Company, are completely de- 


scribed in their catalog No. 121. In ad- 
dition to semi-steel wheels, their casters 
can be supplied with their Baco or 
Atlasite floor protective wheels. The 
Atlasite wheel is resistant to the action of 
most chemicals, at the same time afford- 
ing the floor protective features of rub- 
ber tread wheels. 


7— Sharpening Stones— \ booklet 


Jehr-Manning Corp. A careful perusal 
is bound to prove beneficial to teachers 
and students of industrial training, hard- 
ware and mill supply salesmen, as well 
as all lovers of good tools. 


8- Fluorescent Lighting Equipment 
—A comprehensive catalog on fluores- 
cent lighting equipment is offered by the 
Jenjamin Electric Mfg. Co. Installation 
photographs, lamp data, and tables are 
included. Questions concerning fluor- 
escent lamp operation are answered. 


9— Forged Tools—A folder is offered 
by the Billings & Spencer Co. describing 
and illustrating their forged knurling 
tools. List prices are included. 


10- Torque Indicators— Need for 
torque indicators, used for drawing up a 
bolt, or any series of bolts, to proper ten- 
sion, has rapidly become accepted in the 
construction and servicing of equipment, 
in the plant, laboratory and field. Bul- 
letin No. 40-T describing these indicators 
and offering counsel on torque problems, 
is distributed by Blackhawk Mtg. Co. 


entitled, “How to Sharpen”, is offered by 


CATALOGS 
BULLETINS LITERATURE 


REQUEST 


TO AID YOU 
IN PURCHASING 


11— Crane Lubrication— ¢ crane 
lubricating system manufactured — by 
Blaw-Knox, is the one addition necessary 
to complete perfect crane mechanization 
Typical installations on overhead cranes 
are shown in an attractive folder.  Dia- 
gram of installation is shown on crane, 
as well as details and operation. 


12- Lift Jacks—Hieh speed, low cost 
handling is fast, safe, and simple with 
platforms and lift jacks manufactured 
by Bond Foundry & Machine Co. A 
folder containing specifications describes 
and illustrates this equipment. 


13— Machine Parts—The hardware 
products line of machine parts distributed 
by Boston Gear Works, Inc., is listed in 
an 8-page bulletin. Complete specifica- 
tions and list prices on crown-face pul- 
leys, groove pulleys, cone pulleys, cast 
iron pillow blocks, Oilite equipped pillow 
blocks, ball bearing pillow blocks, shaft 
support and couplings are included. 


Control Instruments— A com- 
plete line of modern thermometer and 
pyrometer controllers for gas, electric, 
and oil-fired industrial furnaces, kilns 
and ovens, are described in a_ bulletin 
published by The Bristol Co. Informa- 
tion regarding the various air and elec- 
trically-operated controllers available, 
automatic control valves, thermometer 
bulbs and thermocouples, is included. 


15—- Mechanical Flow Meters— 
The complete line of mechanical flow 
meters, indicators, recorders and air 
operated flow controllers, manufactured 
by The Brown Instrument Co., is cov- 
ered in their catalog No. 2203. 


16- Asbestos Insulated Duct— 
An engineering manual about Careyduct 
the all-asbestos air duct, is distributed by 
The Philip Carey Company. They will 
be glad to assist you in solving problems 
involving the use of this or any other of 
their products. 


17— Diesel Engines—V arious sizes of 
Diesel engines manufactured by Cater- 
pillar Tractor Co., are shown in their 8- 
page bulletin. They are built in a com- 
plete range of sizes from 40 to 190 maxi- 
mum brake horsepower. They are used 
singly or in multiple, to fill the require- 
ments of a wide variety of power jobs. 


18— Grinders— Speed, accuracy, lower 

maintenance, built-in skill are the fea- 
tures claimed for the hydraulic Universal 
grinding machines manufactured by the 
Cincinnati Milling Machine and Cincin- 
nati Grinders, Inc. A colorful booklet 
tells the complete story in a dramatic 
way. 


CEIVE THESE BULLETINS CHECK COUPON OR POSTCARD 
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POP’S ALL PRIMED TO POP! 


[My PORE OL' GRAMMA COULD TAKE A GANDER AT PoP SOMEONE 
SMOOTH DOWN A HAMBONE \ WHO SAYS SOME CONKS \ PLEASE HAND IKE A 
WITH HER BARE GUMS FASTER) GET THE IDEA THERES  \MIGHOLSON FOUNDRY 
THAN WHUT IKES DOIN’ ON+ / ONLY TWO KINDS OF FILES-/F/LE BEFORE POP 
THAT CASTING WITH THE FILIN' FILES AND SCUTTLES HIS 
WRONG TYPE FILE! Ae 


CARD-INDEX FILES! BLOOD-VESSELS ! 


| 
7 | \ 
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Nicuo.tson Files for every pur- carefully designed for removing fins, 


pose, is no empty phrase. With more sprues and other hard projections; 

than three thousand types, shapes for filing narrow edges and sharp 

and sizes, it definitely means that corners of dies, etc. 

every Nicholson or Black Diamond They’re tough! They've extra- 

File is The RIGHT file for the job. strong. rugged teeth: heavier set 

. .. Right in design, weight, cut. bal- edges. Made to resist shelling off or 

ance, “feel,” hardness—and with each breaking out. for fast stock removal 

of these qualities so uniformly main- . .. for long life and money saving! 

tained that Nicholson can safely Regularly in bastard cut — Flat, Half- 

guarantee Twelve perfect files in round, Round and Square — 8” to 18”. 

every dozen! Each file plainly stamped “Foundry” 

Take foundry files: First developed for ready identification. 

for snagging castings, Nicholson and NICHOLSON FILE CO., Providence, R. I., U.S. A. NICHOLSON FOUNDRY FILE. (Stamped 
Black Diamond Foundry Files are Also Canadian Plant, Port Hope, Ont. “Foundry” on side opposite trade-mark) 


NICHOLSON FILES 


FOR EVERY PURPOSE 


IVhen writing Nicholson File Co. please mention Purchasing 


Vi 


19— Shears— hic 


features 


exclusive 
and steady performance of the shears 
manufactured by The Cincinnati Shaper 
Co., assure profitable returns from your 
machine tool expenditure. Their bulletin 
describes and illustrates the shears and 
also includes data and dimension sheets. 


20- Materials Handling— to 
determine where overhead materials han- 
dling equipment can be used profitably, 
is the subject of a bulletin offered by 
Cleveland Tramrail Division of ‘fhe 
Cleveland Crane & Engineering Co. The 
elements of a materials handling system 
and the preparation of a simple layout 
are included. 


21— Liquid Level Controllers— five 
different methods of liquid level control 
are completely described in bulletin 2939 
published by Cochrane Corp. Positive 
regulation of liquid level is highly im- 
portant in providing smooth continuous 
operation and in assuring uniformity of 
finished product in processes. 


22- Electrical Products— \ listing of 
the entire line of electrical products man- 
ufactured by Colt’s Patent Fire Arms 
Mfg. Co., is contained in an 84-page cat- 
alog. These include descriptions of safe- 
ty switches, multi-breakers, service equip- 
ment, fuses and a complete listing of sizes 
“0” and “1” motor control units. 


23— Contour Sawing— \n interesting 
folder entitled, “8 Different Jobs Show 
Doall Advantages Over & Basic Cutting 
Methods,” is offered by Continental Ma- 
chines, Inc. This folder shows by actual 
photographs the comparison of their con- 
tour sawing method of removing metal 
with such conventional machining meth- 
ods as shaping, turning, milling, nibbling 
and torch cutting. 


24— Vari-Typer— \ composing - type 
writer with changeable faces and spaces 
that your typist can operate is manufac- 
tured by Ralph C. Coxhead Corp. Send 
for a copy of their portfolio entitled, 
“How You Can Profit With the Vari- 
Typer.” 


25— Hand Tools— The tools manufac- 
tured by Crescent Tool Co. are described 
and illustrated in their catalog No. 23A. 
These include wrenches, pliers, screw- 
drivers, hack saws, tinner’s snips, 
punches, chisels and other hand tools. 


26-— Steel—A folder containing useful 
data.on cold rolled and cold drawn spe- 
cialty steels is offered by Crucible Steel 
Company of America. The tables have 
been simplified by the exclusion of mat- 


RECEIVE THESE BULLETINS CHECK COUPON OR POSTCARD 


BULLETINS 


ter which does not apply to the higher 
carbon quality steels. Weight per thou- 
sand feet of cold rolled spring steel, 
hardness conversion numbers and decimal 
equivalents for various thickness gauges 
are included for ready reference. 


27-— Sprockets—\ catalog issued by 
Cullman Wheel Co. will give you all in- 
formation on sprockets and chains car- 
ried in stock, as well as engineering in- 
formation and horsepower tables applica 
ble to power transmission, 


28- Fluorescent Lighting Fixtures 
—A complete and up to date catalog on 
the fluorescent lighting fixtures manufac- 
tured by DayBrite Lighting, Inc., is now 
available. Photographs of installations 
in diversified fields are included. 


29— Safety Ladders—Sajfcr over- 
head working is squarely your responsi- 
bility. Safety ladders for industrial and 
institutional use manufactured by Duo- 
Safety Ladder Corp. are described and 
illustrated in an &-page folder. Ladders 
in use on typical jobs are shown. 


30- Felt Pads— Simplified machine in- 
stallation, lower maintenance costs, vi- 
bration and noise control in the indus- 
trial plant with Unisorb felt pads manu- 
factured by The Felters Company, Inc., 
is explained in a comprehensive booklet. 
Typical installations on various types of 
machines are shown. 


Floor over the 
rough spots in your floor with rugged- 


wear resurfacer, product of Flexrock 
Company. It provides longer service, 
greater coverage and lower cost. It can 
| 


be used for patching concrete to a feath- 
er-edge or resurfacing entire floors. 


32-— Steel Products— \ 16-page illus- 
trated bulletin, descriptive of the long 
wear-life qualities given to their “Five- 
point” Deephard processed steel products 
is offered by Foote Bros, Gear and Ma- 
chine Corp. Engineering and testing lab- 
oratory data is given. 


Capacitor Motors— \)plications, 
construction, characteristics, modifica- 
tions, ratings and advantages of General 
Electric Company general purpose ca- 
pacitor motors, are given in their bulletin 
GEA-29152A. 


34- Balancing Machines— \ release 
of Gisholt Machine Co. performance data 
sheets includes case studies in metal-turn- 
ing using automatic and turret lathes, and 
a typical example of static-dynamic bal- 
ancing on a Dynetric Balancing Machine. 


REQUEST 


CATALOGS 


LITERATURE 


35— Rubber— Containing illustrations 
and descriptions of many of the most 
unusual modern uses for rubber, The 
B. F. Goodrich Co. has issued a 30-page 
booklet entitled, “Typical Examples ot 
Goodrich Development in Rubber.” 


36- Hack Saw Blades— The G. W. 
Griffin Company has a wide selection ot 
all types of hack saw blades for every 
use, namely, soft, hard, non-strip, special 
alloy and high-speed steel. Their non- 
strip type is the newest addition to the 
line. It is recommended for cutting con- 
duit, thin sheet metal, ete. 


37-— Valves— \ steel valve built with 
an integral seat for the intermediate pres- 
sures, up to 600 Ibs., manufactured by 
Hancock Valve Division, Manning, Max- 
well & Moore, Inc., is described and illus 
trated in a 4-page folder. 


38— Paint— Casein paint, manufactured 
by Harrop Chemical Co., is easy to use, 
extremely economical, comes in beautiful, 
clear, permanent colors, can be used on 
any wall surface, is washable, cuts cost 
of artificial lighting, and rooms may be 
used the same day. <A folder showing 
colors and listing the many advantages 
is yours for the asking. 


39— Motors— A series of bulletins on 
motors manufactured by Howell Electric 
Motors Co. are now available. These 
cover Polyphase squirrel cage types 
sleeve and ball bearing up to 150 hp., 
Type EK Polyphase and single phase 
explosion-proot motors, built in sizes ™% 
to 3) hp., and passenger and freight ele- 
vator motors. They are all precision built 
and precision tested. 


40- Electric Solderer— No preheating 
is necessary with the electric solderer 
manufactured by Ideal Commutator 
Dresser Co. Heating stops instantly and 
is safe to use. It uses current only when 
in actual contact with work. 


41- Switchgear— An interesting bul- 
letin entitled, “New S. S. America of the 
United States Line Sets High Standard 
for Operating Safety,” is being distributed 
by the I-T-E Circuit Breaker Co. They 
have contributed in the making and pro- 
tection of electrical equipment for normal 
and emergency use. Installation photo- 
graphs of their switchgear are included. 


42— Speed Reducers—\M otorized 
speed reducers manufactured by D. O. 
James Mfg. Co. are described and illus- 
trated in their catalog No. 18. Sectional 
views are included as well as selection 
tables. 
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Greater Operating Range e More Flexible Power e Better Performance 


Power that fully satisfies every per- | Machines and equipment powered by 
formance demand — earity with Briggs & Stratton do a better job — 


— 
gasoline under all con- | oNparp equipment on “tt lower cost — look to 
ditions—Briggs & Strat- ® Lawn Mowers ® Tractors, Cultiva- Briggs & Stratton 4-cycle 

| tors © Washing Machines, Milk Cool- 
ton Air-Cooled Gasoline ers © Sprayers, Dusters, Sorters, Air-Cooled Gasoline Mo- 
Conveyors Grinders, Mixers, 
Motors deliver more | Pulverizers, Graders © Pumps, Water 
| Systems, Compressors @ Milking 
horsepower per dollar— Machines, Separators, Chargers ® 
| Contractor and Railroad Equipment | 


more motor value — in e Family Boats, Tenders, Scooters 
| and hundreds of other applications. | BRIGGS & STRATTON Corp. 


each power range. MILWAUKEE, WISCONSIN, U.S.A. 


tors for every application 
requiring 7/3 HP. to 6 HP. 


POWERED RIGI 


When writing Briggs & Stratton Corp. please mention Purchasing 
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43- Tool Steels— A chart giving the 
brands of tool steels recommended for 
various tools, dies and other applications, 
has been issued by the Jessop Steel Co. 
Over 150 applications are listed with 
recommended tool steels indicated. 


44- Band Saws— Continuous cutting 
action makes the band saw the most mod- 
ern and efficient method for 95% of cut- 
off work. A folder issued by Kalamazoo 
T & S Co., describes and illustrates their 
metal cutting band saw, which they 
claim quickly pays for itself in savings. 


45— Diamond Tools— \ folder is of- 
fered by E. Karelsen, Inc., which de- 
scribes and illustrates some of their prod- 
ucts. These include diamond _ tools, 
shaped diamond tools, emery wheel 
dressers, diamond mounted drills, dia- 
mond pantograph points, diamond en- 
gravers’ points, glaziers’ diamonds, hand 
opticai lens cutters, watch crystal cutting 
diamonds, circle machines, oval machines, 
watch crystal cutting machines, etc. 


46- Asbestos— An illustrated compila- 
tion of unusual, historical incidents about 
asbestos, dating back to the 5th Century 
B.C., is oftered by Keasbey & Mattison 
Company, entitled, “Legends of Asbes- 
tos.” 


47- Laboratory Table-Top Finish— 
Laboratory turniture extremcly resistant 
to a wide range of corrosive chemicals 
and solvents, is discussed in an &-page 
bulletin issued by Kewaunee Mfg. Co. 
A comprehensive list of reagents to 
which this finish has been subjected is 
given. Heat resistance ani! abrasion tests 
are also discussed. 


48- Bronze— Engineering apylications 
of D-H-S bronze are described and dis- 
cussed in a leaflet published by Koppers 
Company, Bartlett Hayward Division. 
Recommended uses are listed and a table 
gives minimum physical properties for 


D-H-S bronze No. 1, 2, 3 and 4. 


49- Canvas Baskets—!’atent steel 
frame canvas baskets, shipping hampers, 
trucks and casters for mills, factories, 
department stores and warehouses, manu- 
factured by W. T. Lane & Bros., Inc., 
are described and illustrated in a handy 
booklet. Constructional features and 
specifications are included as well as 
price lists. 


50-— Thermocouples— A 40-page cat- 
alog on thermocouples issued by Leeds 
and Northrup Co., not only lists a com- 
‘prehensive line of assemblies with their 
parts and accessories, but includes infor- 
mation of general usefulness on the cor- 
rect choice of couples. 


BULLETINS 


51- Vibration Dampener Bushing 
—A_ bulletin describing the vibration 
dampener bushing resilient mounting now 
being built into Manhattan wheels for 
portable grinders, has been issued by The 
Manhattan Rubber Mfg. Division. Ten 
advantages are listed including the elimi- 
nation of vibration, better finish, less fa- 
tigue, and increased production. 


52-— Wire Cloth— Fyery variety of 
wire cloth possible to weave is manu 
factured by the Michigan Wire Cloth 
Co. Their illustrated catalog covers all 
types of screens from the coarsest to the 
finest mesh and in all kinds of metal 
including iron, steel, stainless steel, spring 
steel, copper, brass, commercial bronze, 
phosphorus bronze, pure aluminum alloy, 
nichrome, nickel silver, pure nickel, 
monel, manganese and special alloys. 


53— Fluorescent Lighting— \ catalog 
section presenting fluorescent troffers, 
fluorescent lighting in its most advanced 
form, is offered by The Miller Co. Asa 
continuous trough or as individual unit, 
they provide efficient illumination in areas 
heretofore considered extremely difficult 
to light and allows the use of higher 
levels of illumination in general. 


54- Industrial Gas Masks— The 
complete line of industrial gas masks, 
supplied with the all-vision facepiece, is 
described in an illustrated bulletin dis- 
tributed by Mine Safety Appliances Co 


55- Ball Bearing Lubrication— 
As an aid to choice of the correct lubri 
cants for ball bearings, New Departure 
Division General Motors Sales Corp.. 
offers a 15-page booklet covering the se- 
lection and application of both oils and 
greases. Particularly useful is a simple 
method of determining the proper grade 
and viscosity of oil for various operating 
temperatures and bearing speeds 


56- Diamond Wheels— \ handbook 
on reconditioning and sharpening single 
point cemented carbide tools rapidly and 
economically is offered by Norton Co. 


57- Whiteprint Machine— \ 6-pace 
illustrated bulletin covering the Model 
“EF” fast-printing whiteprint machine has 
heen issued by the Ozalid Corp. ‘The ma- 
chine is a printer-developer combination, 
accommodates materials up to 42” wide 
and has a maximum printing speed of 
56” per minute. Technical features aré 
illustrated in the bulletin. 


58- Electric Controls— kuceed and 
efficient high-speed controls used for 
most industrial applications, such as 
counting, conveyor control, machinery 
safeguards, signal and alarm = systems, 


CATALOGS 


LITERATURE 


© N R EQ U [ ns motor or valve control, inspection, break 


detection, as well as automatic controls 
for hundreds of specialized industrial 
processes are manufactured by Photo- 


switch, Inc. 


59- Paper Gage— A precision instru- 
ment for measuring the thickness of pa- 
per as it comes off the machine is de- 
scribed and illustrated in a bulletin ts- 
sued by Pratt & Whitney. It is a new 
step in paper making. 


60-C. O. D Express Service— 
For quick cash returns, ship C. O. D. by 
fast, dependable railway express. <A 
folder distributed by the Railway Ex- 
press Agency lists charges for collecting 
and returning C. O. D. money. You can 
get complete, fast, nation-wide service, 
including pick-up at your door and de- 
livery direct to your consignee without 
extra charge. 


61-Steel Floorings, Gratings— 
The advent of steel grating and treads in 
industrial, public and marine projects has 
enabled architects and engineers to de- 
sign floors containing such advantages as 
light weight, maximum carrying capac- 
ity, ventilation, sanitation, light, self- 
cleaning, head-room, non-skid safety, etc. 
\ booklet on grating, bridge floors, and 
armoring treads, is offered by Rehance 
Stee] Products Co. 


62- Stainless Steel—“The Welding 
of Republic Enduro Stainless Steel’ is 
the title of a 20-page booklet released 
by Republic Steel Corp. It contains 
data on the welding of stainless steel by 
various commercial methods, including 
electric arc, atomic hydrogen, flash, pro- 
jection, seam, spot and gas. 


63- Steel Unions— A 6-page circular 
which features standard cold-forged steel 
unions with 2 silicon bronze, 2 stainless 
steel, or 2 Moly steel seats, has been re- 
ieased by kockwood Sprinkler Co. How 
to pick the right union for your piping 
needs is explained. 


64— Cold Finished Bars— A bulletin 
published by Joseph T. Ryerson & Son, 
Inc., gives a complete description of the 
wide range of cold finished steel bars 
carried in stock for immediate shipment. 
Chemical analysis, working properties, 
suggested applications and other interest- 
ing data is included. 


65- Spraying Equipment — T |: e 
complete line of industrial spray nozzles, 
spray guns and atomizing spray heads to 
cover a wide range of application prob- 
lems involving all kinds of liquids, manu- 
factured by Spray Engineering Company, 
is covered briefly in their catalog. Spe- 
cial types of spray guns and accessory 
items have been developed for use with 
a large variety of dry, powdered ma- 
terials. 
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Ready for increased production. 
Three G-E Type AIRS regulators 

in this large industrial plant 
keep lighti:.,, at top levels. In- 
stallation costs and space re- 
quirements were minimized by 
| placing the regulators, together 
with G-€ Pyranol transformers, 

on overhead platforms. 


HEN the voltage of the lamp circuits in make out-of-the-way installations easy. They 

your plant drops off, your light drops off can be installed indoors without costly fire 
even more—in most cases nearly three times as _ proof vaults. First cost is low—and maintenance 
much. That’s why proper voltage control is is practically negligible. 
vital if high light levels, and consequent high 
efficiencies, are to be maintained. And that’s 
why G-E air-cooled automatic induction voltage 
regulators are finding increased use as reliable. 
low-cost aids to better lighting. 


Higher plant illumination with regulated voltage 
can pay big dividends in higher production. Call 
your G-E representative now. He’ll be glad to 
help you select the proper regulators to keep 
light levels up. General Electric Company. 
Their compact construction and light weight Schenectady, N. Y. 


Write for Bulletin GEA-3057 


GENERAL ELECTRIC 


404-14 


| ith \ato 
Re 
= “ae 


16 


66- Magnetic Separators — |: 
high duty type “LL” magnetic separator 
especially designed for cleaning second- 
ary metals, such as brass and aluminum 
borings and turnings from iron and steel 
particles, reclaiming mixed materials and 
purifying materials from contained iron, 
is described in a_ bulletin issued by 
Stearns Magnetic Mig. Co. 


67- Winches— Hand and motor 
winches for lifting and pulling loads up 
to 3,000 lbs., are covered in a_ bulletin 
issued by Stephens-Adamson Mtg. Co. 
Typical application photographs are 
shown as well as dimension drawings. 


68- Renewable Fuses — \oilernize 
your old fuses with the Signalite fuse 
converter, product of Signalite Fuse Co. 
The Neon warning signal automatically 
shows when the fuse blows. There is a 
size and type for every industrial need. 


69- Belt Treatment —No longer do 
you have to tolerate unsatisfactory belt 
transmission. An increase of power 
actually obtained with a Taccalin condi- 
tioned belt means greater production in 
your plant. Product of Taccalin Chemi- 
cal Corporation. 


70— Fuse Clips Clamps— “Worth 
Their Weight in Gold” is the title of an 
informative broadside on ‘Trico Fuse 
Mfg. Co. clamps for fuse clips. It tells 
how poor contact wastes millions of dol- 
lars, where to look for the trouble and 
how premature fuse blowings arcing at 
contacts, wasteful shutdowns un- 
necessary loss of production can be elimi- 
nated, 


ABVAKIISING 
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71— Combination Starters— \ circu- 
lar describing their magnetic combination 
starters has been released by The Trum- 
bull Electric Mfg. Co. It has motor dis- 
connect and magnetic starter in one en- 
closure. Unique and exclusive features 
of construction are contained in circular. 


72—Transmission & Conveyor 
Belts— \ 36-page booklet describing the 
company’s complete line of transmission 
and conveyor belts has been published 
by the Mechanical Goods 
United States Rubber Co. 


Division 


73-— Threadless Bronze Fittings— 
The safest and fastest way of making a 
tight non-ferrous joint is to use the 
Walseal Silbraz fitting, manufactured by 
the Walworth Company. Installations in 
representative industries are shown in a 
series of booklets, together with illustra- 
tions, descriptions, sizes and dimensions, 
of the diverse types of valves and fittings 
made by them. 


74— Air Cooled Transformers — 
A 12-page illustrated leaflet describing 
the Type ASL air cooled transformers 
for 60 cycle service in the 13,200 volt 
class and below and in ratings up to 
5) kva for single phase operation and 
1000 kva for three phase operation has 
been published by the Westinghouse 
Electric & Manufacturing Company. 


75— Steel Drills— \ circular showing 
their various types of high speed and 
carbon steel drills manufactured by them 
has been issued by Whitman & Barnes 
Of special interest are the descriptions 
and illustrations of several types of drills 
in the jobbers’ range especially designed 
for drilling various metals and materials. 


PURCHASING 


LITERATURE 


Illustrations are shown of recommended 
types of drill points for successful and 
productive drilling. 


76— Arc Welding Electrodes — .\ 
useful guide in helping to make quick, 
sure selections of proper electrodes for 
all classifications of welding work, has 
heen prepared by the Wilson Welder and 
Metals Co., Inc. It reviews the general 
description, application, procedure for use 
and physical properties for numerous 
and varied welding purposes. 


77—Straight Line Exhausters — 
lor handling air containing steam, dirt, 
fumes, paint, spray, grease, vapors, etc., 
a straight line exhauster has been de- 
velop d by the L, Wing Mfg. Co. It is 
available in horizontal or vertical design, 
with belt drive which permits selection 
of any fan speed to fit any condition of 
air volume and resistance. 


78—Lighting and Wiring Equip- 
ment— The application of fluorescent 
lighting, use of multi-outlet assemblies 
for industrial use, overflow raceway wir 
ing systems, surface metal raceway wit 
ing systems and signal wiring, are all 
covered in bulletin issued by The Wire- 
mold Company. 


79— Hoisting Equipment— ¢ 
information pertaining to various models 
of chain hoists manufactured by Yale & 
Towne Manufacturing Co., is contained 
in their catalog PD-25. How to select 
the proper type of hoisting equipment is 
an important feature. 


80-— Paint Brush Preservers — ‘hic 
most efficient, safe and economical 
method of preserving brushes 1s claimed 
for the paint brush preservers manutac- 
tured by Yenne & North Mfg. Co. .* 
pamphlet which describes and illustrates 
this is available upon request. 


CHECK THE LITERATURE YOU WANT ON THIS COUPON OR POST CARD AND MAIL. 


PURCHASING, 205 East 42nd Street, New York, N. Y. 


I wish to receive the catalogs checked below. It is my understanding that there will 
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CUTS COSTS FOR CURTISS-WRIGHT 


By saving heat, fuel and dollars in 
the Curtiss Aeroplane Division of the 
Curtiss-Wright Corporation at Buffalo, 
Keasbey & Mattison insulations help 
lower the cost of producing modern 
aircraft. 


In this great plant, K & M “Feather- 
weight” 85% Magnesia and K & M 
Duplex sectional pipe covering guard 
more than 16 miles of steam and 
plumbing lines against heat loss. And 
they do so with exceptional efficiency, 
for K & M insulation products have 
proved their outstanding ability to save 
B.T. U.’s in virtually every branch 
of industry. 


K & M “featherweight” 85% Magnesia 


"The Time-Proven Insulation” 


KEASBEY MATTISON 


COMPANY, AMBLER, PENNSYLVANIA 


Air view of Curtiss-Wright airplane factory, Buffalo, N. Y., in which 16 miles of 
K&M insulation was installed by E. J. Eddy Co., approved K&M Distributor, Buffalo. 


K & M “Featherweight” 85% Mag- 
nesia is famous as one of the most 
efficient and durable heat insulators 
ever developed for temperatures up to 
600°F. It is only one of the many 
specialized K & M insulations devel- 
oped to meet every condition with 
lasting satisfaction and economy. 


K &M engineers, working with K&M 
Distributors strategically located 
throughout the country 
for quick service, can 
point the way to real 
savings in your plant, 
too. Write Dept. 11 for 
full details. 


When writing Keasbey & Mattison Company please mention Purchasing 
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SPEDIND ep Qe 
They are strong and durable, yet 
have minimum bulk. Their light- 
ness and strength combined, allow 
us tomake numerous clean,clear 
carbon copies. We use them now 
for Thin Letterheads on all our 
Branch Office, Foreign and Air 
Mail Correspondence. We also 
usesome of the many distinctive 
colors for our office records and 

factory forms. 


PURCHASING 


AMERICANISM 


AMERICANISM 


ALLERS at the office of the 
Binks Manufacturing Co., 


Chicago, these days are greeted by 


the timely and forthright declara- 


tion of policy shown in the photo 
graph herewith. It’s a good policy, 
and a mighty healthy move on the 
part of management to give it this 
prominence. F.O.B. commends it 
to the attention of all purchasing 
men as a substitute for, or an addi 
tion to, the perfunctory declarations 
of welcome and courtesy or the 
statement of calling hours, which 
customarily adorn reception rooms. 
The notice, preminently displayed 
under two American flags, reads: 


AMERICANISM 
The American Flag flies daily 
over this institution because it is 
an American institution. 

The only “ism” 

we recognize is 

AMERICANISM 
We care not what your politics, 
religion or nationality may be, but 
you must be a citizen of the 
United States and a loval AMER 
ICAN to work here. 

F, Roche, 


President. 


Py the way, one old, familiar 
slogan which we have missed 


in this period of national conscious 
ness is “Buy American.” Instead. 
the emphasis for months past has 
been put on buying as many essen 
tial foreign materials as we can get 


our hands on while they are still to 
be had. And meanwhile, a good 
many foreign powers are exceed- 
ingly anxious to “Buy American” 
and our own State Department is 
diligently promoting foreign trade 
arrangements. 

Another war note: The 
Massachusetts press quotes 
State Purchasing Agent 
George J. Cronin as grumbl- 
ing, “C’est la guerre,’ as he 
studied a prospective annual 
increase of $200,000 in the 
state’s fuel bill. Major Cro- 
nin, who has an impressive 
record of overseas service in 
the World War as well as an 
excellent record in public pur- 
chasing, is eminently entitled 
to express his feelings in a bit 
of army French. 


AST month, this column noted 

the complications in Texas 
county purchasing precipitated by 
the 1940 census, due to legislation 
based on population statistics. The 
situation, it appears, is not peculiar 
to Texas, and similar circumstances 
have arisen in Allen County ( Fort 
Wayne) Indiana, where the pur- 
chasing office is likewise jeopard- 
ized by population change, but will 
carry on until a definate ruling 
is made. 


When writing Esleeck Manufacturing Company please mention Purchasug 
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N interesting bit of history re- 

garding municipal budgets 
and spending is recounted the 
Cambridge (Mass.) Sentinel of 
August 24th, under the caption, 
“Constructive Politics.” Says the 
item : 

“How many in Cambridge know that 
ancient grievance to efficiency in city di- 
rection, the $9 per $1000 out of the tax 
rate for separate public school mainte- 
nance, has been discarded these two 
years? 

“It was invented some three decades 
ago by that conscientious student of 
civics, Prof. Jos. H. Beale of the Har- 
vard Law School, when a member of 
the School Committee, on the theory 
that if the School Committee were to 
spend their own budget, rather than 
have the Mayor and Council decide what 
should be spent each year for school 
maintenance, it would take the ‘schools 
out of politics’. Like many other ‘well 
laid schemes of mice and men,’ the re- 
sult did not dovetail with the intent, 
and for these years the School Commit- 
tee has been getting a definite chunk 
out of the tax levy, $9 per $1000, until 
two yvears ago, when Rkepresentative 
Wm. 1). Hillis put an act through the 
Legislature which permitted the Mayor 
to pass on a school appropriation, and 
requiring a vote of five members to 
nullity an executive veto. (Chap. 1&2 
ot the Acts of 1938.) 

“This legislation, which, by the way, 
was retroactive in nature, blotting out 
ally previous special legislation affecting 
the Cambridge system, put a quietus to 
the special powers giving the School 
Committee exclusive spending of an an 
nual sum designated as $9 per $1000, out 
of the total tax levy. All the cities in 
the state except Boston and Lynn place 
ihe mayor and council in charge of all 
department estimates, including schools. 
The Hillis act of 1938 places the coun- 
cil quite outside, giving the executive 
veto power over the committee's budget 
estimates. 

“The weakness of the Beale system 
lay in the failure to place responsibility. 
lf a School Committee in secret session 
played with the people’s money, there 
was no effective way to put a punitive 
fist upon the guilty. 

“With the Hillis system, the mayor 
is empowered to interfere through the 
veto process. The centering of respon- 
sibility in spending public money ts a 
fundamental caution. Officials are apt 
to be careful where they cannot escape 
public scrutiny of their acts.” 

An interesting sidelight on this 
occurrence is that former Repre- 
sentative Wm, D. Hillis, the young 
legislator who recognized the need 
of departmental budgets logically 
and openly compiled and of cen- 
tralized responsibility for the spend- 
ing of public funds, and who in- 
stituted rational safeguards in place 
of theory and tradition, is now con- 
tinuing his public service as City 
Purchasing Agent Hillis of Cam- 
bridge. 


BARRETT Lift Trucks 


tter than Aspirin for 
7 Materials Handling Headaches! 


Can your firm handle mate- 
rials as fast as you can pur- 
chase and process them? 
Many firms can’t. Others have 
broken this “bottleneck” by 
calling in the Barrett Mate- 
rials Handling Engineer to 
get his recommendations on 
which of the Barrett Lift 
Trucks were needed to prop- 
erly see things through. 


Barretts have many exclusive 
construction, operating and 
safety features. They lift 
quicker, handle easier — less 
weight per ton capacity — 
last longer. Barrett Steeleg 
Platforms are available in a 
wide range of types for 
handling every type of ma- 
terial or product. 


End those “M. H. Headaches” 
—write for free trial offer. 
Catalog 639, and name of 
your nearest Barrett Mate- 
rials Handling Engineer. 


Made in models 
od from 1,000 to 15.000 


\ Ibs. capacity. 


BARRETT-CRAVENS COMPANY 
3280 W. 30th Street + Chicago, Illinois 
Representatives Everywhere 


When writing Barrett-Cravens Company please mention Pur. hasing 
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ING FAUES ne PURCHASING 


@ What a welding service! Any current you 
want. Each unit has a capacity from 15 amps. to 
200 amps. — and you can combine the capacities 
of two or more machines. 


@ With single control for two machines at 
once, operator gets 300 amps. by setting 
“multiple shifter’ at 150. half the total 
amperage desired. 


simple paralleling arrangement. This is not 
possible on any other machine. 


Finished with special high amperage job, s and both operators now resume reg- 
oa operator unhooks parallel circuit, loosens ular work with separate services of 200 
“ “multiple shifter." It takes only a few amps. each. No need here for special 


seconds — amperage machines. 


-HANSEN SQUARE FRAME WELDERS 


You can take peak loads in stride with this flexible welding service. Stacked one above 
the other, machines can be connected in parallel to meet every need for high amperage. 
The rest of the time, operators have individual services of from 200 down to 15 amps. to 


handle the general run of work. Small, but amazingly efficient, this new Square Frame SUI 
Welder gives you unequalled arc performance, new ease of operation, new thriftiness é 
of current. 7 
In this modern service, all the famous P&H-Hansen features are retained — and improved Py / 
— to bring you a new era in low-cost welding. Why not get all the facts? Ask us to send / ad e / 
Bulletin W-28. Gr 


SMOOTHARC wetoine “YE 
BUY THEM IN QUANTITIES— AT QUANTITY PRICES i | 


Your Smootharc Welding Electrodes come to you “factory fresh,” sealed in air-tight 
containers, protected against moisture. You can store them for long periods without 
deterioration. You save dry-house expense — gain the advantage of quantity prices. 
Smootharc electrodes are available for every requirement in welding steels and 
alloys, as well as for hard servicing, resistance to impact, etc. Write for literature. 


General Offices: 4577 W. National Avenue, Milwaukee, Wis. 


CORPORATION 


__ ARG WELDERS + EXCAVATORS + ELECTRIC CRANES @ MOTORS + HOISTS + WELDING ELECTRODES 
SS 


When writing Harnischfeger Corporation please mention Purchasing 
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